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... tomorrow's office today! 


A great achievement by Haskell . . . a great name in office 
steel! A truly classic ensemble! Desks, Tables, Credenzas 
and Cabinets—all the pieces needed for today’s coordinated 
grouping. Rare beauty and executive efficiency ... on a 
budget price level! Nothing like it anywhere . . . 
at its modest cost. Write for colorful brochure. 
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Value-packed secretarial Model 15F only $29.95* retail 


Lh L7f* {) 
,U Its U, offers you more to offer 


Comfort and economy make a perfect pair. Add 
compatible styling, plus rugged reliability ... and 
you have a Cosco chair! 

Highly selective. quality-minded, cost-conscious 
customers recognize Cosco’s greater value. That’s 
why it pays you handsomely to feature, to promote, 
to sell these chairs ... that won’t come back... 


Casual seating, too ... sofas, settees, chai 
“pes 
tables, for reception room and lounge areas to customers who will: 


°{$31.95 in Zone 2: Tex er oe HAMILTON COSCO, INC., COLUMBUS, INDIANA 
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OA Press-Time News 


Remington Tells Dealer Profit Plan for 


Maximum Return on Investment 


A revolutionary dealer selling program designed to 


eliminate inventory 


headaches, reduce wholesale costs, and produce maximum return on minimum 


capital investment, has been announced by the Remington Rand Portable Type- 


writer Division. 

Joseph J. Sullivan, director of sales, 
disclosed that the division’s new In 
ventory Turnover Plan and its com 
panion, the Dealer Quota Incentive 
Plan, reflect a merchandising philoso- 
phy which Remington will continuc 
to apply to make dealer operations 
less troublesome and more profitable 

“The heart of the Inventory Turn- 
over Plan,” 
that each month our dealers will be 
asked to take only as many Remington 
portables as they can reasonably ex 


Sullivan « xplained, “is 


pect to sell during that month. 
‘Under this plan, the dealer will or 
der his portables on a quarterly basis 
but will take delivery of one-third the 
total each month. He will be billed 
monthly machines 
which have actually been shipped 


only for those 
“Thus,” he pointed out, ‘the deal 
ers capital and credit will be working 


,] 


for him 12 months of the year he 
will have more cash on hand and he'll 


get more stock with less capital risk 


Portables as Needed 
Moreover, Sullivan added, the deal 
er will be getting his portables as h 
needs them from Remington supply 
depots. This means that the company 
is his stockroom and that his stock 
will always be factory-fresh, clean, and 
in perfect working order 
By means of our new Inventory 


Turnover Plan,’ he declared, “we ex 
pect to help all our dealers achieve a 
heretofore unprecedented 10 and 
possibly 12 


Part and parcel of the Inventory 


turns a year.” 


Turnover Plan, Sullivan emphasized, 
is the new Dealer Quota Incentive 
Plan which enables dealers to earn as 
much as four per cent bonus discount 
on their portable purchases. 

The way it works, he revealed, is as 
follows: The dealer, together with his 
Remington Portable field representa 


tive, sets his own reasonable sales 


6 


quota for the year. From this figure a 
quarterly quota is then calculated. The 
dealer thereupon places an order for 
three months only, taking delivery of 
one-third the total each month 

The instant his shipments reach his 
quota for the quarter, he will earn a 
one per cent rebate on all units taken 
up through the qualifying date. And 
after having qualified, the dealer will 
receive a one per cent discount on all 
portables ordered during the remaind 
r of the quarterly period 

Moreover, these same terms are in 
effect for the next 90-day period. And, 
if the dealer qualifies in this period by 
lacing orders equal to or in excess of 
he will receive an addition- 
cent discount on the gross 


revious pe riod’s pur 


repeats itself in 


riod throughout the 


the quarterly quotas 
t for himself, the 
urn rebates and dis 
per cent,” Sullivan 
ng for the portables 
days after date of 
in additional two 

i total of four 

on all Ren 


rs purchased 


Ohio Chair Names Reed 
Head of Chicago Office 


James H 
Reed has been ap 
pointed head of 
the Chicago office 

the Ohio Chair 

Youngstown, 
Ohio He will di 
rect sales in II 
linois, Wisconsin, 


James Reed 
lowa and Minne 


WSA Changes 


Convention Date 


The annual convention of the Of 
fice Supplies Division of the Whole- 
sale Stationers Association has been 
postponed until September 21-22. The 
meeting will be held at the Blackstone 
Hotel, Chicago, instead of the Edge 
water Beach, as had been previously 
planned, according to Donald S. Frey, 
WSA sec retary 

“This decision was made by the 
Executive Committee of the whole- 
saler members of the WSA Division 
in the belief that the meetings in 
April might constitute too heavy an 
obligation on the traveling schedules 
of the manufacturer members of the 
Association, in light of other meeting 
engagements this spring within the in 
dustry, said Frey. 

‘A good number of registrations 
has already been received but the 
registrants will be notified individual 
ly of the change in plans. Special com 
mittee projects which would have been 
discussed at the April meetings will 
be handled by mail. 

The Office Supplies Division wil 
continue its program during the spring 
and summer months of a series of 
Marketing Seminars which involve 
smaller number of manutacturers 


each meeting 


Atlanta Merchants 
Honor Ivan Allen 


Ivan All« 
founder of th 
Ivan Allen Co 
Atlanta, Ga., was 

honored 

Altanta 
Merchants 


recently 
by the 
Retail 
Association at its 
forty-seventh an 
nual meeting 
Allen 
with a certificate describing him as a 
successful merchant, printer, banker, 


The Association presented 


politician, builder and friend He 
was cited for his ‘‘loyalty, devotion 
high ethical standards and enthusiasti: 
leadership 

Allen was a charter member of the 
group when it was founded in 1914 
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Steelcase Announces Executive Changes 


Changes in top executive positions 
at Steelcase Inc., Grand Rapids, Mich., 
have been announced by Walter D. 
Idema, president of the firm since 
1943 

Wendell ( 
president of the ¢ ribben and Sexton 
Co. since 1948, has been named pres- 
Steelcase. Idema becomes 
board, and D. D. 


Hunting has been named vice-chair- 


Davies of Chicago, 


ident of 


chairman of the 


man of the board 

Davis had been associated since 
1942 with Cribben and Sexton, manu- 
facturers of domestic and commercial 
appliances. He joined the company 
that year as comptroller, became treas- 
urer in 1943, was named a director 
ind vice-president in 1946 and as- 
sumed the presidency in 1948. Prior 
to 1942, he spent 18 years with the 
George ¢ Peterson Co. of Chicago 
narketers and distributors of petrole- 
um products 

[he new Steelcase president cur 
itly is president of the Gas Appl 


Manufacturers Association, a di 


Walter Idema Wendell Davis 


rector of the American Gas Associa- 
tion and a member of the Gas Indus- 
try Development Committee 

Idema has _ been 
Steelcase and its predecessor, Metal 
Office Furniture Co., since the latter's 
inception in 1912. The company name 


associated with 


was changed to Steelcase Inc., in 1954. 
Hunting has been with Steelcase 
and Metal Office Furniture Co. since 
1914. An officer of the company since 
1920, he retired Feb. 29, 1960, as 
vice-president and sales manager, but 
retained his seat on the board of di- 
rectors as vice-president, advisory to 
sales, a position he still maintains 


Southworth Elects New Officers 


Phelps Brown 


; meeting, the directors 
the Southworth Co., West Spring- 
held, Mass., elected Melvin D. South 
worth as chairman of the board 
Phelp 
ind treasurer 


s Brown was elected president 
Paul W. Cheney was 
lected vice-president and John H 
Southworth was reelected secretary. 
Gordon D 


manager, succet 


Frost was named sales 
ding Cheney who re- 
tired from this position after more 
than 35 years with the company. 
Melvin Southworth is a grandson 
of the company’s founder. He joined 
the company as its manager in 1912 
ind became treasurer in 1918 and 


president in 1938 


OA-—4/61 


Gordon Frost 


Paul Cheney 


Brown came with the firm in 1939 
and was made secretary and treasurer 
in 1943 and vice-president in 1958. 

Frost joined the company in 1943 
after twelve years with the Procter & 
Gamble Co. in Cuba and this country. 

In giving up the position of sales 
manager, Cheney expressed his thanks 
to his friends in the industry for their 
loyalty and many kindnesses to him 
over the years. He expects to contact 
them frequently both at their places 
of business and at conventions. 

Cheney will continue to write his 
monthly Sales Bulletin which South- 
worth dealer salesmen have been re- 
ceiving for the past 25 years. 


Wilson Jones Names 
NSOEA Contest Winners 


The Wilson Jones Co. held a “ How- 
Many-Posts-in-the Bowl” contest the 
the recent NSOEA Western Conven- 
tion in Los Angeles. Stationers were 
asked to guess how many nylon posts 
were in a large glass bowl. The cor- 
rect number was 4627. 

The winners, and their estimates, 
were: first prize, $100.00, went to H. 
Goldhammer, Mile High Office Sup- 
ply, Co., Denver. He guessted 4632 
posts were in the bowl; a miss of only 
5. The $50.00 second prize was earned 
by an estimate of 4580, made by. Bill 
Goodsol of Valley Office Supply Co., 
Bakersfield, Calif. Third place and 
$25.00 went to Russell Buchanan of 
Wickle’s Stationery Store, 
with a guess of 4550. 


Phoenix, 


Royal McBee Elects 
Seitz Board Chairman 


The Royal Mc 
Bee Corp. an 
nounced the elec- 
tion of Jose ph L 
Seitz as chairman 
of the board of 
the Royal Type- 
writer Co., Ltd., 


Joseph Seitz a Canadian sub- 


sidiary 


Named to Head 
Business Group 

Vaughn T. Williams, of Schooley’s, 
Inc., has been elected president of the 


South Kansas City Club, 
Kansas City 


Business 


Buckner Elected to 
Community Chest Board 


William Buckner, owner of Spring- 
field Office Supply, Inc., Springfield, 
Mo., has been elected president of 
the Springfield Community Chest 


Named to Rotary Post 


Walter H. Miller, president of the 
Otto Ulbrich Co., office supplies and 
stationery firm in Buffalo, N. Y., has 
been elected vice-president of the 
Buffalo Rotary Club 
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from a powerful line-up of 
colorful selling aids 


AVAILABLE TO GF DEALERS is the finest array of selling literature 
in the industry. Included in the line-up are attractive and highly 
informative folders and booklets on major products in the 
complete line of GF business furniture. And every piece is 
designed to be an integral part of the dealer's selling effort— 
help to make it more effective and profitable. 


TIMELY DIRECT MAIL CAMPAIGNS, too, are constantly working 
for dealers, to create greater interest among their prospects. GF 
creates and produces the campaigns, addresses and mails 
them ... on a well-coordinated schedule. 


COMBINED WITH THE GF PROGRAM of consistent national adver- 
tising—which provides additional promotional and tie-in ideas 
—these powerful selling aids are designed to help GF dealers 
sell more profitably. Dept. OA-13, The General Fireproofing 
Company, Youngstown 1, Ohio. 


FOREMOST IN BUSINESS FURNITURE 





In February two big industry events the Na 
tional Office Furniture Association annual convention 
and the first staging of the Western Stationery and 
Office Equipment convention and exhibit by the Na 
tional Stationery and Office Equipment Association 

- were held on concurrent dates at opposite edges of 
the country. Both were successful, NOFA reaching 
up close to the 5000 attendance mark and NSOEA 
going well over that figure. 

The economic health of an industry is excellent 
when it can register success in two big events despite 
conflicting dates. Achievement should be at even 
higher levels in future years when simultaneous dates 
will be avoided. 


Last fall Harold McDonald of the Detroit Edison 
Company told a group of standardization experts, 
“The buying of office equipment, stationery supplies 
and all kinds of printing allows more opportunity 
for sound value analysis and cost reduction than any 
other area.”’ 

Mr. McDonald cited several examples of how his 
company had reduced costs without impairing effi 
ciency in the use of such items as ring binders, paper 
bags, card holders, business forms, and service order 
tags. 

If all the cost saving decisions were made as a r¢ 
sult of Mr. McDonald's unaided investigation, some 
falling 


down on their jobs. Salesmen in our industry should 


office equipment and supply salesmen wet 


(and the many successful ones certainly do) take th 


initiative in suggesting the ways in which customers 


can save time and money by using the prof I equip 


Next Month 


Dedicated to the conquest of inner spa 
issue of OFFICE APPLIANCES will deli: 


| 
i 
good office design and show how the thr 


ture design is woven into warp and woot 


Office Appliances 


Publisher lohn A. Gilbert 
Assistant Publisher Charles W. Gilbert 
-Advertising Manager Herbert L. Sime 
Manager, Marketing Services ; ; Stanley Rov 
Production Manager ae Mary Haley 
Treasurer . .. Richard M. Daugherty 


OFFICE APPLIANCES was founded by George H. Pat 


terson and developed through 34 years by Evan Johnson 


ESTABLISHED 1904: Succeeding and embodying Ameri 
can Stationer, New York, established 1873, the origina 
trade journal serving the stationery fel 
Trade Journal & Office Systems, New York, 1904; The 
Office, Franklinville, N.Y., 1904; The Office Appliance 


Typewriter 


ment, system or supply items. The fact that Mr. Mc- 
Donald refers to the big opportunity for cost reduc- 
tion in the purchase of office equipment and supplies 
is a challenge to this industry and its sales personnel. 
© 

The story is told of a dealer in office supplies who 
called on the owner of a large retail shoe store. After 
a period of negotiation the shoe man placed an order 
for certain office supplies. 

“While I’m here,” said the office supply dealer, “I 
would like to get a pair of shoes.’ 

‘I think that can be arranged,”’ was the response. 

Of course, I'll expect the usual 20% discount.” 

The shoe man was offended. ‘“We don’t sell shoes 
at discount prices.” 

But you expected a discount from me.” 

‘That's different 

Is it? 

e 

Not long ago, Jim Ward of the Ames Supply Com- 
pany showed me a letterhead measuring 31/4 inches 
wide by 414 inches high. On it was this little mes- 
sage: “Lack of business from you has made this econ- 
omy size letter necessary. Won't you allow us to 
serve you again?’ He says it worked, and he has no 
copyright on it 


Wht 6 Beano 


Editor 


office design concept. We will report what the users 
want from an office designer and present case histo- 
ries of successful office designs including a co 


operative architect and dealer effort 


Journal, Chicago, 1905; Business Equipment Journal, 
Chicago, 1908; Office Outfitter, Chicago, 1908; the orig- 
nal National Stationer, New York, 1909 


ADVERTISING REPRESENTATIVES: New York City 
Wallace W. Fisher, District Manager: Monty Cumming, 
Jr., and Robert Slocum, 100 E. 42nd St., New York 17 
N. Y. Phone MUrray Hill 2-2373 


Chicago: Herbert L. Sime, Vice-president, and Jack M 
McDonald, 600 W. Jackson Bivd., Chicago, Ill. Phone 
DEarborn 2-3206 


Los Angeles: A. O. “Beau"’ Dillenbeck, Jr., Tom Galavan 
Dick Hatfield and Ray Kittle, Dillenbeck-Galavan, Inc., 
266 S. Alexandria Ave. Los Angeles 4, Calif. Phone 
DUnkirk 5-3991. 
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WITH WILSON JONES [Graytine] MANIFOLD BOOKS 


Display the most complete line of Business Form Manifold Books in the field, and 
you'll never lose a sale. There’s a Wilson Jones stock form for every business, no 


matter what the need. ...many available in numbered sets. For the complete story 
—] =e eee on the complete line, contact Wilson Jones today. 


| arr 














2 WILSON JONES 


209 S. JEFFERSON ST., CHICAGO 6 
Display fixture NEW YORK - BOSTON - ATLANTA - SAN FRANCISCO 
Free with stock order. yht 1961 V c 





underwood 


The Underwood-Olivetti calculators shown here 
are designed to meet the needs of modern man- 
agement for desk-type adding or calculating 
machines. Each of these four calculators is 
distinguished by remarkable speed, cost-cutting 
versatility and exclusive features. Each is easily 
operated, even by untrained personnel. Each 
provides an easy-to-read printed tape record of 
all operations for quick checking and inclusion 


with work sheets. 


Underwood-Olivetti Tetractys: (above) 
This high-speed, high-capacity, 10-key calcu- 
lator adds, subtracts, multiplies and divides. It 
has two registers, and a memory that eliminates 
manual re-entry of intermediate results in com- 
bined operations. It is able to handle complex 
work, and offers such advantages as automatic 
accumulation of products and quotients 
$875.00 plus F.E.T. 


U'nderwood-Olivetti Divisumma 24: 
(left) This versatile 10-key calculator is similar 





to the Tetractys but has a single register. Its mem- 
ory feature eliminates manual re-entry of inter- 
mediate results, a common source of error in 
combined operations. Capacity of both these ma- 
chines is 12-digit entry, 13-digit total; speed is 
220 c.p.m.... $675.00 plus F.E.T. 


OA-4 /61 





OA-—4/61 


Underwood-Olivetti Electrosumma 
22: (above) This high-speed, high-capacity, 
10-key adding machine offers a unique combina- 
tion of time-and-money-saving features, includ- 
ing direct subtraction, credit balance, automatic 
dater and a fast, comfortable keyboard. It can be 
used to perform multiplication as well as addi- 
tion and subtraction. 12-digit entry, 13-digit 
total capacity . . . $285.00 plus F.E.T. 


Underwood-Olivetti Muttisumma 22: 
(left) This high-speed, high-capacity, 10-key 
adding machine with automatic credit balance 
performs positive and negative multiplication. 
Capacity is 12-digit entry, 13-digit total; speed 
is 220 c.p.m. ... $348.00 plus F.E.T. 


Underwood sales agents also sell, on an exclusive 
basis, the Raphael, Forum and Scriptor Electric 
Typewriters and the Touch-Master Five Stand- 
ard Typewriter. 

The Underwood line of accounting machines is 
made available, under special agreement, to 
qualified agents. The Lettera 22 and Studio 44 


portable typewriters, and a line of quality ribbons 


and carbon paper, are available on a non-exclu- 
sive basis. 

Territories in many desirable locations are cur- 
rently available to qualified persons. For infor- 
mation, write to the Director of Sales Agents, 
Underwood Corporation, One Park Avenue, 
New York 16, New York. 
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BRINGS YOU 


the most complete line of modern 
business forms, carbons and ribbons i 
the nation .. ready to help you 

profit more from this growing market 
geared to help you sell. Ennis . . th 
line that’s sold through dealers 


supplier, never your competitor 


Write for catalog 


and complete 
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BUSINESS 
FORMS, INC. 


Factories: ENNIS, TEX. © CHATHAM, VA. « 


Warehouses: BIRMINGHAM * HOUSTON « ST 


Snap-A-Part Unit Sets 

Registers and Register Forms 

Continuous Tabulating Forms—Tab Cards 
Salesbooks—Manifold Books 

Guest Checks—Tags—Carbons and Ribbons 
Index Cards—File Folders—Legal Pads 


Letters 


Readers aré invited to express themselves brief- 
ly on any subject related to the office equip- 
ment and supply industry. Address: Letters 
Editor, OFFICE APPLIANCES, 600 W.. Jack- 
son Blod., Chicago 6, Il. 


Dealers’ Balance Sheets 


Dear Editor: 

It has occurred to me that many of my cus- 
tomers think of their balance sheet as a meces- 
sary evil and the accountant as the man we hear 
from every three months or at the end of every 
calendar year. The only value derived from this 
statement of figures seems to be the listing of 
profit for the year or perhaps the increase of 
sales over last year. 

Most of my customers just let it go at that, 
and few can actually give an accurate definition 
of a balance sheet. Yet knowledge and under- 
standing of the balance sheet are most impor- 
tant to business success. 

The simplest explanation that I have ever 
heard of a balance sheet is that it is a picture 
of your business at any given time. This snap- 
shot of your business can be taken at any time 
but for obvious reasons, accountants have desig- 
nated special times of the year for this paper 
to be prepared. Besides being a picture of your 
business, a balance sheet is also an X-ray. By 
this I mean one can determine if his business 
is healthy or not: Such things as amount of 
inventory, net profit in relation to gross sales 
and your current ratio (current assets/current 
liabilities) or the quick ratio (or acid test ra- 
tio) = current assets —- (minus) inventory/ 
current liabilities. These various ratios help one 
to determine his liquidity. 

Inventory turnover (gross sales/average in- 
ventory) is most important. The more you turn 
your inventory the more you make on your in- 
vestment in your company. Too slow an inven- 
tory turnover can lead to insolvency and then 
to bankruptcy. : 

By themselves, the balance sheet or the ratios 
obtained from the balance sheet are meaning- 
less. By comparison to previous quarterly or 
annual statements one can get an excellent idea 
of the health of his business at the present 
time, 

Each industry will produce various ratios 
and compositions in their balance sheets. Only 
by comparison of your company with others in 
the industry can you get a true idea as to the 





financial condition of your company in relation 
to the industry. 

So, far from being a necessary ill, the bal- 
ance sheet is an essential tool to good manage- 
ment. Many ills of a business can be corrected 
before they become too serious. The net result 
of all this should be a better operating business 
with better informed management which equals 
a healthier industry. 

KEVIN F. O'GARA 
Manufacturers’ Representative, 
Philadelphia, Pa. 

Mr. O'Gara makes a good case for the bal- 

ance sheet. A trial will bring conviction. 


February Issue Receives Approval 


Dear Editor: 
Through the years, I have been reading vari- 
ous trade magazines from a number of fields in 


which I have interests. 

As a whole, they are seldom entertaining and 
often not very informative. 

Your February issue, however, is both en- 
tertaining and informative. 

I read “Inside Dayton Ohio” aloud to my 
family at breakfast this morning. This article 
began our day with hearty laughter and good 
humor. 

Later I read A.C.A./A.G. with interest. 
Other articles will be read tonight. 

In the meantime, thank you for a good 
magazine 

Henry W. JACOBSEN 


Jacobsens, Inc 
Gary, Ind. 


Dealer Likes OABi 


Dear Editor: 

We recently received your (March) OFFICE 
APPLIANCES publications, Part 1 and Part 2. 

Our congratulations to you for a job well 
done. We feel your 1961 Issue of OA Buyers 
Index is by all standards the best publication 
you have released. 

Best wishes for your continued success. 

JoserH Coci, Jr. 


D. L. Bellamy and Company 
New Orleans, La 
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the ENNIS MAN 


LEAVES YOU 


with new merchandising ideas and sales 
tips, a new kind of service. He keeps 

you supplied with every needed form, 
from the everyday to the most 

complex and modern . . for the smallest 
or largest job. Ennis. . the line that’s 
sold through dealers; your supplier, 


never your competitor. 


Write for catalog 
and complete information 
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After Hours 


Parker Executive Leads 
Brazilian Seminar 


PHELPS A 
WALKER, inter 
national director 
of manufacturing 
for the Parker 
Pen Co.. was one 
of a team of four 
United States busi 


ns 
Premier ae nessmen named to 


Phelps Walker conduct a pro 


T J a ‘ 
rimming eram of business seminars in four 


cities 


eminars, held between Febru 
1d March 31, were part of a 
such events arranged through 
fforts of the U. S. State D 


nternational Cooperation 


{1 foreign countries 





ul 





groups. The meetings 














ity fof busin ssm 





ind exchnal 





New York Dealer 


Aids Stricken Town 


Mayor irrison Hummel of Herk 
; r of Hummel's Off: 


New use features galore with tool nly »., recently joined with other 
steel hardened blade that sharpens it 
ommunities in offering help 
self for a lifetime of clean, accurate > I 
safe cuts Plus safety spring tension, town f Frankfort, N y 
. . ' 1 ] 
precision calibrations! which wa red in a state of 


7 sizes . . . $6.00 to $55.00... vency 
Wood or Metal A wa shortage in Frankfort 


Ask your distributor reated | 1 break caused the emer- 
° Sizes 
@ From $6.00 to $55.00 
® Wood or metal base ivy duty water pump to the com 
PRESENTED NATIONALLY BY munity to aid in supplying wat 
¢ Stone-Newman Associates 320 Broadway New ah 
York, New York 
e Jack Luke, 3950 Lake Shore Dr. Chicago 
¢ Sid Lichtenstein, 223 S. 10th St.. Philadelphia 
7, Pa 
Harry Henkel, 1046 S. Olive St. Los Angeles 15 


y situation. Mayor Hummel sent 


Dalmas, P. 0. Box 1524, 9923 Estacack 
Dallas, Texas Po” > ee 
George B. Tapner, 641 S. Rock Hill Rd Webster Mfg. ) Rep Seeks 
1523 Kingswood Road, Jacksonvill¢ Senator’s Seat 


* Paul Holden, 213 W. Kathleen, Park Ridge, I!! PAU Erx. Dallas. Tex. manufa 
; ‘ as, , ‘ AL 


PREMIER PHOTO turer s representative for stationery and 


offic supplies, has announced his 


ON BRULEE YES candidacy for Senator from Texas. He 


} 


CO is the seventeeth candidate seeking the 
- seat left vacant when LYNDON B 
2100 WEST FULTON — i TOHNSON assmued the office of Vi 
CHICAGO 12, HL 


Toledo Chamber of Commerce 
Honors Textileather 


The Toledo, Ohio Chamber of 
Commerce recently honored the Tex 
tileather Division of the General Tir 
& Rubber Co. for its 50 years ol 
leadershi mn the coated fabrics it 
dustry 

John N Richards (left), president 
of the Chamber, holds the specially 
designed Community Award plaqu 
which he presented to Jules Lippmas 
(center), general manager of th 
Textileather Division. 

J. E. Powers (right) General Tir 
vice-president, plastics operations, was 
an honored guest at the Chamber's 
board of trustees regular luncheon 
meeting when the presentation cere 
mony was held. The commemorative 
cake shown in the foreground was 
decorated with Textileather’s 50 year 


symbol and served as dessert. 


Four Salesmen 
Receive Awards 


Four salesmen in the stationery and 
office equipment field are included ir 
the 42 who recently received awards as 
Outstanding Salesmen for 1960 from 
the Dallas Sales Executives Club, Dal- 
las, Tex 

They are HAROLD D. CurysTAL, 
International Business Machines Corp 
JAMES M. COUGHLAN, National Cash 
Register Co.; Patrick V. CREAM, 
Remington Rand Corp.; and C. W 
HINKLE, International Business Ma 
chines Corp 
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INE VV ! Faultless 


FOR WOOD FURNITURE 


\e 


FOR TUBULAR FURNITURE 


FOR CAST BASES 
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Here's the NEWEST, the latest in the Faultless line of 
distinctive office furniture casters ... The New, Striking 
Faultless Triumph! \ts creative design matches the most 
contemporary office setting, yet the Triumph’s 
rounded, softened lines and rich, elegant finishes blend 
equally well with traditional furniture. Faultless 
Triumph’s time-tested superior construction features 
make it a caster that will sell, and can be sold with con- 
fidence ...easy turning Double Ball Bearing swivel as- 
sembly; choice of stems to fit wood, tubular metal, or 
cast base furniture; Non-marking, Stain-resistant 
wheels; and bright brass or bright nickel finishes. 


Striking Design 


Faultless Precision 


Construction 


Non-marking, 


Stain-resistant 


W heels 


Bright Brass 


or 


Nickel Finishes 


See the New Triumph and 
other Faultless Office Fur- 
niture Casters at the NOFA 
Show, Booth 

No. 341; or 

write for Fault- 

less Office Fur- 

niture Caster | 


Brochure. 


Faultless Caster Corporation, Evansville 7, Indiana 


Branch Offices in principal cities; see the Yellow Pages of the 
telephone book under "Casters". Canada: Stratford, Ontario. 





State of the Industry 


Fountain, Ball The Bureau of the Census of the U.S. Department of Commerce points out 
: in a recent release that sales of pens, mechanical pencils, desk pen sets, pen 

Pen Sales points, etc., increased approximately 24% in value between 1954 and 1958. 
Figures Given It is further stated that sales of fountain pens dropped sharply in the period 
under study while sales of ball-point pens showed a sharp gain. The Census 

Bureau says that sales of fountain pens dropped from approximately 29 mil- 
lion units in 1954 to 25 million units in 1958 and their dollar value dropped 
from $42.7 million to $31.5 million. Ball pen unit sales rose from 129 mil- 
lion units to 341 million units and their dollar value thereof increased from 


$34 million to almost $56 million 


Regarding these figures the Fountain Pen & Mechanical Pencil Manufacturers 
Association, Inc., says that they are far lower than the figures reported to the 
Association. “Our figures seem to be far more creditable in the ball pen field 
than are the figures reported to the Federal Government,” declares Frank L 


King, executive vice-president 


The boom t copying machines in Japan has been fantastic, notes Edwin 
Darby, Chicago Sun-Times financial editor, and he tells why. The typewriter 
Boom Natural a rarity in Japan and the ones actually in use are operated under difficulty 
from the fact that the keyboard provides space for the 1,888 char- 


Copy Machine 


for Japan ' 
J I written language Small wonder,’ says Darby, ‘that almost 
is handwritten.’ Use of a copying machine to reproduce the hand 


is therefore a boon to the Japanese 


Efficiency of the new White House aides, is reported to b« 
§ mail and stationery. But it seems that one of his 
Could be nroposals met t Id stares from Press Secretary Pierre Salinger. The effi 


inger to issue White House press releases without 


Commaless e 


$5,200 a year in secretarial time 


Here's Good Association fré ports that a four-year record was 
; ; ( d office furniture sales exceeded those of the previous 
Anti-Depression insite tes : haalek Mikes ts ie abide WON coiacen seks 
ure sales to be $85.5 million 


Sales News 


ead, president of Smith-Corona Marchant, Inc., announces 
diversified products during January and February, including 
of electri type writers, are ahead of the same pr riod in 1960, 


1as increased accordingly 
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OTfices 
low priced 


| 


ASTER 














The price of thiscSYecOmaster office ensemble is no guessing game. You can be 
sure that it will represent the lowest price for equivalent quality, artisanship 
and longevity. 


LecQmasten’s wide selection of office ensembles meets the most discriminating 
taste and fulfills the decor and impression sought to be created and maintained 
by the “successful” office. 


Visit Stlmaiters “salon des exhibitions,” 1130 Avenue of the Americas (43rd 
St.), N. Y. Talk to any Steelmaster representative—check ‘SeUmailers» 52-page 
color-controlled catalog. Play sure—specify SlecUnasfe, all the way, 


pes S!me, 
Coa 


es) Seach, art steel co., inc. n. y. 63, n. y. 


al sawve™ 





OA Editorial 


National Economy and 


Office Equipment Industry 


In the heat of the stirring campaign for the presidency of the United States last 
year, Many economists, business analysts and business executives joined the battle 
of words in an effort to refute the frequently repeated assertion that the country 
was in or headed for a recession 

R. Carl Chandler, chairman of the board, Standard Packaging Corporation, 
said in an advertisement published last October, “As I write this, a deep wave of 
bearishness and uncertainty is sweeping through business and investment circles. 
Wherever we turn, whatever we read, pessimism seems to be the order of the day. 

I have an answer to this pessimism, this defeatism. It can be expressed in one 
easily understood word: BALONEY! Our basic economy is sound as a rock. 
And the figures prove it 

In agreement with Mr. Chandler was the monthly letter of the National Associ 
ation of Credit Management on October 16, 1960. After referring to business 
trends following the last ten presidential elections, the letter reads 

“Are we in a recession? Hardly 

“Gross National Product registers higher than at any time in our national his- 
tory over a half trillion dollars 

Employment totals show more people working than at any previous time in 
our history. 

“Consumer spending plans, according to the Federal Reserve Board study, are 
just as strong as they were this past spring 

‘Plant and equipment budg for new products and processes will continue 
it a high strong support lev rr early 1961 

Neither of the forecasts was accurate, even though Labor Secretary Arthur 
Goldberg describes the business dip of the past few months as ‘‘a full scale reces 
sion.” Another spokesman for the administration calls it ‘the shallowest’’ devia 
tion from “normal” business volume since World War II 

The editors of Nation's Business, in their March, 1961, issue, say that the time- 
table for business improvement is “approximately three months away Business 
will quicken in the fall and ill see our economy again in full bloom 

How ts the office equipment and supply industry responding to the current eco- 
nomic situation? At the two successful industry events in February Western Con 
vention and Exhibit of the National Stationery & Office Equipment Association, 
and the Annual Convention of the National Office Furniture Association dealers 
began putting meat on the bones of their prediction (December, 1960, OFFICE AP- 
PLIANCES) that business v limprove in 1961. Not only were exhibit areas 
thronged with dealers, but manufacturers reported a substantial buying trend. Spot 
checking dealers at the nvention and various other areas elicited such responses 
as, “January was a record month If we maintain our present pace, February will 
be our best month,” and similar comments. Dealers are preparing for the general 
upturn and in many cases are making their own upturn by aggressive, skillful mer- 


chandising activities 
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FREE SAMPLE 


OF THE ORIGINAL AND AMAZING 
TYPE-OUT and COPY-OUT* 


eliminate forever all erasing of typewritten errors 


*The 1960 Brussels World's Fair Award Winner 





Fantastic, magical paper strips make erasers 
old-fashioned; no more easy-to-spot erasures on 
original sheet...no more smeared carbons... 
you can save hours of costly re-typing ... you 
avoid paper waste ...so inexpensive you'll 


wonder how you ever typed without them! 


JUST 3 EASY STEPS... 
































Move the carriage back Insert ‘“Type-Out" and 
to the exact place of then simply retype 
error... same error... 





Then back-space and 
type in the correct 
letter 








HERE’S HOW ‘‘TYPE-OUT”’ ELIMINATES ERRORS 
ON ORIGINALS SHEETS: When you ve made a mis J.N.T. IMPORT & EXPORT CORP. 


take, simply place a strip of ‘“Type-Out'’ over the error 6253 Hollywood Blvd 


Equitable Building 
strip and type again! PRESTO! you see an ‘‘erasure Hollywood, California Dept. 054 


that's incredible! Absolutely the cleanest erasing method Tel. HO 6-6268 
ever developed—-you never need to touch the paper you re 
correcting, yet you get results never before possible! Please send my free samples of “Type-Out"’ and ‘“Copy-Out 


‘“COPY-OUT”’ ELIMINATES ERRORS ON TYPED 

CARBON COPIES: With ordinary erasing methods, Name 
errors on carbon copies are instantly detectable; not so 
with ‘‘Copy-Out it works the same way as ‘‘Type- 
Out" except that the strips are carbonized, therefore 
they cleverly eliminate the errors! And — you can correct 
a multiple number of carbons with just one typing! Saves 
time, paper and tempers! ‘‘Copy-Out"’ strips come in a 
blue-gray color which adapts to black, blue or gray , - ee State 


carbons. STATIONER BUSINESS FIRM 
Pat. Pend Type-Out Corp. 1961 


then retype over your error remove the magic 


Name of My Company 


Address 
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Here’s how 


he name of Walsh Brothers Office Equipment Co 
i$ a respected one in the “Valley of the Sun” at 
Phoenix, Ariz Such respect had to be earned and how 
it was won is the theme of this article which tells how a 
dealer can communicate with his employees, his cus 
tomers and his community 
The communications established by Richard J. Walsh 
are worthy of study in this industry because they exempli 
fy certam basic philosophies concerned with how a 
dealer can best sell himself 
To write about Walsh Bros. necessarily involves a 
study of the life and accomplishments of Dick Walsh 
ind that doesn't mean the mere reprinting of a factual 
sheet prepared by the subject. Such a publicity help just 
doesn t exist 
Possessed of innate modesty, Dick Walsh prefers to 
talk about his 42-year-old firm and his employees rathe: 
than himself. But one cannot spend several days in 
Phoenix, as did this writer, without learning a great 
deal about a man who would rather have the devotion 
of a warehouse worker than the adulation of his in 
P ak : ; dustry, would rather sponsor an advertisement with a 
hy “. lll Christmas prayer than tell of a bargain in desks and 
RICHARD J. WALSH would rather find a job for an unemployed friend than 
; make a million 
Practically every worthwhile community effort in 
Phoenix for many years has had Dick Walsh as a driv 
ing or advisory force. His church conferred upon him 
the order of St. Gregory the Great (the highest honors 
a layman can win in the Catholic Church) and at least 
one hospital owes its existence to his help. 
by CLARENCE O. SCHLAVER An institution is said to be but ‘‘the lengthened shad 
ee ow of a man” such as Dick Walsh. He is “‘like a father 
to us” say his employees in perhaps the most eloquent 
testimonial of all. Presenting him with a large framed 
picture of the new downtown store they expressed their 
sentiments in a more formal but just as warm fashion 
‘In grateful appreciation to Dick Walsh from your 
mployee friends for providing these gracious surround 
ings and for your inspiring guidance and unflagging de 
votion to the highest ideals.’ 
If a father image has been created among the Walsh 
Bros. personnel it has been nurtured by many things such 
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Good communications necessarily start 
with satisfied employees who nuture 
the company’s image. This is exposed 
by effective advertising and glows 
brightly through civic participation. 


a dealer selis himself 


as the innate kindliness of the firm's president, his pro- 
vision for an employee hideaway in the mountains, his 
insistence that the Walsh family swimming pool is for 
the employees’ use also and his establishment of incen- 
tive and pront sharing retirement plans. 

But of more reason perhaps is the sound idea at this 
Phoenix and Tucson firm that good employee relation- 
ships start with sound understanding of responsibilities 

for the employer as well as the employec 

Basic to this understanding is the procedures manual 

a thick, looseleaf, indexed and somewhat worn book 
which speaks volumes about Walsh Bros. Each new em- 
ployee must read this manual from first to last page and 
every new sheet inserted in it bears the initials of the 
employee bringing himself or herself up-to-date 


Hello on the First Page 


Dick Walsh explains the idea in a few words: “This 
manual has been compiled by putting in writing all the 
various methods, systems, ideas and notes so that we will 
have a common understanding of how things are done at 
Walsh Bros 

There’s a “hello” on the first page which tersely 
speaks the employer-employee philosophy 

‘Although business is usually looked upon as a cold, 
calculating activity we have tried to develop here at 
Walsh Bros. a pleasant, agreeable set of working condi 
tions under which each of us has a real opportunity for 
self expression; where we can turn in our best perform- 
ince because the all too common frictions and time- 
onsuming little differences are reduced to a minimum 
Your co-operation along these lines will help you be- 
ome one ol! th family.’ 

And still another page breathes the firm's policy 

he public good products and the best serv 
ible prices in return for their confidence in 
ss with us 
suppliers good representation in return 
rivilege of handling their business in Arizona 
employees good working conditions 
share of our earnings in return for their loyal 


tion to their duties 
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To earn enough to pay our way, and put aside some 
thing for further expansion and for a rainy day 
And all of this in a pleasant, helpful and consid- 
erate attitude toward the other fellow 
The manual is a bible supplying text and verse for 
new personnel, a refresher course for older employees 
and a reminder for better selling. For example, there are 
several pages devoted to how salespeople can answer a 
common complaint of a prospective customer, “I've been 
offered a 15% discount elsewhere 
Walsh Bros. services which the mail order or discount 
customers would have to forego: selection, dependable 


These pages mirror 


lines, freight damage claims, advice, good delivery, in 
stallation, trade-ins, terms and guarantees. 

Also handled in the manual are the important subjects 
of delinquent accounts and customer complaints, how 
best to sell slow-moving items, how to file correspond 
ence, how to understand service department procedures, 
job analysis and basic information regarding the account 
ing department 

There is no guesswork at the Phoenix establishment 
regarding incentive, pension or Christmas club plans 
The provisions are carefully spelled out. For example, 
one page describes the method of making payroll deduc 
tion for Christmas saving, telling how Walsh Bros. pays 
the first and last payments for employees who sign up 
and how they are given earnings of 8% on money which 


they allow the company to use for inventory apital 


Wisdom on the Last Page 


In the procedures manual, too, there may be some 
small kernels of advice in the form of witticisms like 
these 

“All rumors should be fitted with a girdle to keey 
them from spreading 

If you think you're going to be happy and prosper 
ous by sitting back and letting the government take care 
of you—look at the American Indian 

Employee communication doesn't end with the pro 
cedures manual, however. It is augmented by Dick 


Walsh's personal contact with each employee and his in 





A Dealer Sells Himselt 


Em ployee Relations Credo: 


“Although business is usually 
looked upon as a cold, calculating 
activity we have tried to develop here 
at Walsh Bros. a pleasant, agreeable 
set of working con ditions under 
which each of us has a real opportunt- 


ty for self expression; w here we can 


turn in our best performance because 


the all too common frictions and time- 


consuming little differences are re- 


duced to a minimum. Your co-opera- 


tion along these lines will help you 


become one of the family.” 


knowledge ot new babies, illnesses, coming mat 
iges, personal joys and sadness 

The warehouse mploy who was given a ‘temporary 

b’’ some 16 or more ys igo will tease his boss with 

Wh lo you think I can make the grade.’ Another 

no misgivings about asking permission to take 

mpany truck home “for a little furniture pickup 

(As a matter of fa trucks and autos ar 

home nightly by employees and housed at thet 

thus offering t mpany a savings in garage 


with transportation to 


wned upon at Walsh 
1. A comfortable ‘‘cot 
mmunications, a pla 

yearly sales charts and 
tion area located in th 

ayson, Ariz. There, en 


use of three cottages 


Swim on Weekends 
supplied by Dick Walsh 
but employees did most of the actual physical labor in 
onstructing cottages in the pin forest region wher 
they can hunt, fish, swim or just loaf. For nearby 
recreation they are encouraged to use the private swim 
ming pool at the Walsh home which lies in the shadow 
of Camelback Mountain near Scottsdale. If on a pat 
cular evening or weekend Mr. and Mrs. Walsh might 
be entertaining a party ot triends, there might appear on 
the coffee room bulletin board a discreet note to this et 
fect. Otherwise employees ome and go to their em 
ployer's home as they pleas« 

Personal friendship with the boss a vacation spot 
ind pool privileges i cottee break room. . . the bene 
fits of working at Walsh Bros. don't end there. No mor 
or less than good communication with employees, they 
include profit sharing, an incentive plan for bonus pay 

iyroll deduction for Christmas club saving and heavy 
percentage of company payment on Blue Cross and lit 
insurance, surgical and medical policies 

There isn’t a single person on the Walsh Bros Pay 
oll who doesn’t work on some kind of incentive plan 
ind this runs the cycle of office workers, salesmen, ware 
house and deliverymen and office machine service d 

irtment. Practically all of the department heads are on 

iting and profit plan and most of the others 
i. profit tormula related to their de partments 

le monthly 
in you pay warchouse Men on an incentive 
Dick Walsh explains We set a bogey of say $ 
indred for labor costs of all employees who are it 
iving packaging and warehousing. At the end of the 
month we compare labor costs with the cost of sales and 
the employees 306; tf the difterence. This results 
more deliveries by the staff we have. There is no grip 


over the number of d ries because the workers 
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oe 


WALSH BROS. main store is inviting in architectu 
sign and office achines service departments as well as inagen 


niture on two floors 


WAREHOUSE STORE of Walsh Bros. ts located 30 blocks from 
center of the city in a fast-expanding industrial section close 


id unloading facilities and warehousing spac 


this recently-opened structur 
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appearance 


Here are located the office furniture de 
offices. There is ample room for display 


can envision a bigger bonus at the end of the month in 
stead of just being upset over additional work. We use a 
different formula in accounting and shop departments 

It is pointed out that because of the incentive payment 
idea a “happiest when busiest’’ feeling exists and there 
is pride in each extra department and shop accomplish 
ment. Another noticeable reaction is that, although the 
morning starting time is set for 8:30, about half of the 
workers turn up at 8. In fact, Dick Walsh has trouble in 
restraining the enthusiasm of some workers from show 
ing up during non-working weekend hours 


Employees in their third year become eligible for the 


profit-sharing plan which is now in its sixth year of ex 
istence at Walsh Bros. and which pays back roughly 
067 of the net before taxes 

Bonus payments at Christmas time are usually accom 
panied by a note from Dick Walsh, cach one different 
and reflecting a personal interest in the employee's prog 
ress 

Dick Walsh prefers to hire a man who has never been 
in the industry but one who accepts the firm's philosophy 
of doing business. Each prospective employee is sent to 


the personnel testing service in Phoenix in order to di 





A Dealer Sells Himself 


continued 


Dealer’s imag 


re tl< 


his 


ADVERTISING created by Bill Cok 
for Walsh Bros. is usually institutiona 
in communicating the firm's imag 
Examples reproduced on these pages 

typical of the intriguing copy appearit 


in Phoenix newspapers 


termine by previous employment and emotional back 
ground if he is suited for a particular job. Usually, th 
dealer pays for such testing even though the applicant 
doesn't land a position with Walsh Bros., but is sent els« 
where. In fact, an avocation of Dick Walsh over the 
years has been one of helping people to find jobs it 
many lines of industry or profession 

Communications pinpointed in the procedi 
and warmed by the employee benefits p 
merated are maintained by a system of 
agement meetings 


Joint Chiefs of Staff Meet 


On cach Tuesday morning a session is held with 
salesmen, designers, inventory clerk, warehouse for 
and all executives This is 10° a sales meet 
an administrative session for the interchar 
and development of sales policies. Ther 
sion of “should we dispose of that line 
tion of complaints regarding sales tactics 

Popping up at the sessions, too, cat 
contest such as was held recently in whicl 
were encouraged to write a paper on “Wh 
Better Off To Do Business with Walsh Bros 
ner received $100 and the second-pl: 
addition, Dick Walsh paid $5 as a surpri 
of the 25 who wrote an essay 





the word “renge” means many things 
to many people: to @ cattleman it means 
Arizona's magnificent grazing land; to 
« housewife it may mean something 
to slave over on @ hot July day 


to us et Walsh Bros. it means our 
broad selection of furniture in price, in 
style, in color, in material. in all these 
fields, we pride ourselves on range: for 
example, look at the two chairs on the 
left. The one at the top sells for $33.50 
the one at the bottom for $302. Both are 
on displey in our showrooms, along with 
hundreds of other models in differing 
price brackets, varying styles, colors 
shapes and construction. Walsh Bros 
s not @ high-priced place; it is not 


« low-priced place. It is everything! 


FURNITURE FOR OFFICES AND 
RECEPTION AREAS @ FREE DE 
SIGN SERVICE @ CARPETING 
@ DRAPERIES @ ACCESSORIES 
@ OFFICE MACHINES @ CON 
VENIENT TERMS @ LEASING 
PLANS @ AMPLE PARKING © 
FREE DELIVERY 


Walsh 


Established (919 
OFFICE EQUIPMENT 
1636 NORTH CENTRAL Alpine 3-5125 


ARIZONA S LEADING OFFICE PURNISHERS AND DESIGNERS 











Another regularly scheduled meeting involves top 
management such as Dick Walsh, owner and president; 
Joe A. Hebern, general manager; Bill Cole, manager of 
sales, purchasing and advertising, and Pete Walsh, ware 
house store manager. At these sessions points brought 
up at the staff meetings are usually delineated 

Through such “brainstorming” there is overall under 
standing of policies and objectives. There are few secrets 
floating around Walsh Bros. main store or the new ware 
house store 30 blocks away. The sales comparison record 
is posted in the coffee room and is accompanied by 
picture of a smiling baby if the figures are in the “black 
and a frowning baby if they are in the ‘‘red,’’ compared 
with previous months 

Although this article has delved deeply into the matte: 
of communication with a dealer's employees, the subject 
of communication with customers and the community de 


; 


serves considera ion 
Walsh Bros. does se// itself to its customers and in 
the words of Dick Walsh that communication runs the 


| 


gamut oO! advertising right lown to the clean uniform 


nd the courteous words of leliveryman who is just 
ch an ambassador for the firm as a salesman or at 
Cive 

The Phoenix company doesn’t emphasize price, ex 

pt or SPEc ial occasions for sales at the warehouse stor 


} 
rather dwells on something which Dick Walsh as 
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LORD 


re ' nent of Your peace 

I here there is hatred, let me sow love; 

where there is injury, pardon; where 

there is dowbt, faith: where there is 

despair, hope: where there is darkness, 

light ; and where there ts sadness, joy: 

RES Corte = rant that I may 

eck lo 0¢ consoled as to 

nderstood as to under- 

be loved a to love ; for it is in 

ing that we receive it is in pardoning 

ve are pardoned: and it is in dying 
that we are born to eternal life. 


SAINT-FRANCIS 








is the excellent reputation which we enjoy; the 
ndly, obliging, dependable treatment 

customers needs 
Advertising as used by this company and conceived by 
Bill Cole, new NOFA president and a successful news 


paper and advertising man and director of CARE, In: 


} } 
i ore 


joining the firm, inclines toward low-pressur¢ 


nad 


institutional copy. It may become a simple prayer 


Saint Francis of Assisi at Christmas time and 
Walsh Bros.” in th 


iy become an intriguing discussion 


g only an eight point line, 


means to the cattleman, the housewif 


e furniture wanting a broad sel 


things as means of 
We communicate by hay 
ir store by keep ng 

ven by maintaining 
are essential to th 

have built and wish to 

Ish Bros. that a custom 

s shall be impressed by t 

tt there to make a sale | 
ind function of go 


s uphappy, Walsh Bros. wat 
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That's why it's wise to call Walsh Bros 


before you make a move or re-furnish. Walsh 

















Bros.” planning experts will first make « 











detailed analysis of your space and office 
layout needs. Only then can al! furniture, 
accessories and partitioning be coordinated to 





answer your individual requirements. And 
this complete designing service is free 


rm) when your furniture comes from Walsh Broa 

yi Walsh 

y | Orrice £QUtP mint 
1636 NORTH CENTRAL ©@ AL }-SI78 








ARIZONA'S LEADING OFFICE FURNISHERS AND OESIGNERS 


know this and will strive to correct any misunderstand 
ings 

From communication with employees and customers, 
the theme of this article proceeds naturally to the third 
and important phase of how a dealer can sell himself te 
his community 

In this respect, Dick Walsh has been a generous ex 
ecutive and his atitude of service has progressed beyond 
self to the institution he has built and to the men and 
women with whom he is associated 

There is tremendous community regard in Phoenix 
for this office supply and equipment firm and this goes 
beyond the esteem won through giving of an anticipated 
007 of net before taxes to various Community and chari 
table projects. Men in the Walsh organization are en 
couraged to belong to civic clubs, not just as “joiners 
but as active participants in projects. It is a strange year 
indeed, when a Walsh executive doesn’t head a Rotary 
Exchange, Ad or other club 

My advice to all our people is that they be active is 
fund-raising jobs and community relations nev 
long to an organization unless you propose to giv 
of yourself to it,”’ says Dick Walsh 
Thus, the Walsh Bros. story unfolds—a recital of how 


thing 


firm sells itself to those it employs, those who buy from 


to the community in which it has deserved its good 





Architects can be helpful— 


and can be helped 


by MARION RUBINSTEIN 


special writer 


O capture t irchitectural fi 
sary for us to mploy irchit 

teriors and who could sp ik the archit 

In this manner, Edmund Furl 
commercial division of the Suniland 
in Houston, Texas, describes the work 
sion. The Suniland Furniture Co 
W J Sloane, Inc., in New York 

Estimating the amount of increase in 
his unit has brought to his firm, Furley 
least 5O percent of the sales that goes 
commercial division is handled by out 
planning department 

Here Furley, who is a member of the American 
Institute of Architects, paid tribute to his own staff 
which includes: C. R. Lively, head of the design and 
planning department; William Jackson, A.1.D.; Dor 
Hensley, A.I.D., architect's representatiy Charles 
LanClos, interior designer; and Robert Willian 
sales representative 

The original idea for the design and 
Westor 


a firm which has created 


partment came from J. ¢ 
Suniland 
business firms, hotels and motels for 


yours 


Breaking the Language Barrier 
Our planning unit Was set up pt 
with architects,’ explains Furley. H ids _ that 
experience of the company has been that archit 
and interior decorators did not speak 
guage 

Architects are more interested 

They can understand the new typ 
ture, and like it because it 1s flexibl 
has the simplicity needed in a business 


new office desks are built like mod 


themselves ar 
hitects of Houston 
type of commercial 
staff to work with 


lanning stage of th 


iaison between the archi 

x} lains Furley We do all the 

wall coverings, the selection of colors, 
ie floor coverings and the functional layout of all 


the oftice turniture, including each piece of furniture 


with proper finish and fabric selection. We also 


select th drape ries and the accessories for the ottice 


Handling the Aloof Architect 


If the architect does not choose to be involved 


with the interior of the office or if Suniland gets 
the client themselves, Furley says he still feels that 
it 1s necessary for his statt to get the architect's ap 
proval in eve rything his department does. 


I 


Then the architect has more of an interest and 


will help us sell the job to the client,’ Furley says 
The architect can be helped and can be helpful 
Once he is in agreement with us, it is easier for us 
to work with the client for he has chosen the archi 
ct first and has implicit faith in his ability 

We also realize that many architects are doing 
nterior work and charging a fee for it. We still 
| l our showrooms rather than have him go 
to the factory. Our relationship with the archi- 

t is one of assistance and co-operation.’ 
For those office appliance retailers who would like 
ncrease their business by doing what Suniland 
done, Furley gives some definite advice. He says 


Some one on your staff should have an under 


appreciation of the problem of the 
well as knowledge of not only the tra 
1 


ditional but also of contemporary sources 


Maintain artistic integrity. You should never sell 
your soul by letting some one tell you what to do 
when you know it isn't right. On the other hand. 


should also be well versed in your client’s wishes 
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DDLI 


Design 


Charles M 


ind Planning Unit 


irchitect 


preferences so that he may end up as 
customer 


ed and then added: “I don’t think any 


rator should build a monument to them 


interior decorators and architects are 


ople but they are trained in different di 


1 for both, and for any one who wants 


lesigning unit, I would say, listen to what 


has to say. They have a stake in the job, 


paying tor it 


Selecting for Expression 


very selective, in the lines you 


to stay away from overlapping lines. 
stick This 


} 
a bind with your 


good ones and with them 


you ect into a client, 
will stick with you 
quality operation, It is better to have 
on a small amount than a little profit 
mount 
your showroom SO each prec 


will speak 


not conflict with other lines 


Make 


snoOwrooms 


light in your windows and in your 


our 
lramatn 
itching and 


s that are eye 
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McKim 
nd Edmu 


Pearland State Bank with 


Division of th 


ALD 
nd Furley 


(lett) 
A.LA 


discusses plans for the 


manager ot the Commercial 


Select your location caretully, making it clos« 
enough to town to attract the business man who has 
to reach your place quickly and far enough away 
from town to provide you with ample parking spac 

Have street side showrooms so people can shop 
your windows. 

Key everything to the business man 

Keep your advertising in good taste. Remember 
that your newspaper advertisements will bring you 
prestige so make them institutional rather than price 
appealing. Make them intelligent and gear them to 


your market. For instance, you might find it very 


advantageous to advertise in a doctor's journal, a 


lawyer's publication, a magazine going to hotels and 
motels 
Have a good credit checking system worked out 


Extend no long term credit to begin with 


Visit the closest markets that show the newest 
office furniture and other furnishings that you need 

Operate your business with integrity and honesty 
If you can’t make delivery in 10 weeks, tell your 


lient that. If you’ve made a mistake, tell your cus 


tomer that 


Build your staff with qualitied men who know 


heir jobs Supervise them to further train then 





i it 
A.S-ALSA.GS. 


4utomation Consumables 4ccessorie {pplication 


3 
A 


Third in a series 


Receivables in the 
tab room = credit to sales 


MAGINE the conduct of American busir | The operations involved in the receivables functior 
transactions were fulfilled in kind at the time of include the establishment of accounts, the posting of 
contract, if it were necessary for General Motors entries to accounts, the control of accuracy and the prep 
to pay cash to U.S. Steel for so many tons of ste¢ iration and issuance of periodic statements. Yet ar 
the time of order, or for all that matters, if it were other operation, neglected for the most part in the past 
necessary for the housewife to pay ¢ very tin but now readily fulfilled in the tabulating room, ts th« 
bought five pounds of potatoes at rnet ( preparation of detailed reports from other departments 
With such a situation, our economy woul re In simplified version, a flow chart for guidance of thes: 
to that of a provincial village. The extension o edit procedures might look like the one on facing page 
that acceptance of promise to pay for goods or ser\ 
rendered, 1s responsible to a far greater degree thar ; : 
iit ihe tener Caw Mie Mec feelin, As Ever, “What Did You Have for Breakfast’ 
joy from time and spac [he opening of an account in an automated rece1 
Though a convenience to all, to management this sys ibles procedure begins at the same point it has through 
tem of transacting business means financial CIENCY it all of history—the uncovering of as much informa 
or more profits Credit enables management t vy if t as possible about person or firm which will r 
distant markets, whether that be ‘cross town or ‘cross eive the credit. Whether it comes from the custom 


country. Conversely, it enables management to sell i lirectly through an application for credit, or from sales 


the 


distant markets. But more important thar ying f men interviews in the field, or from a contract 
the price IS right, purchas S ol readit v [ ( ‘i information of customer name, address, busin¢ ss 
ment to buy when the price is right red iting, reference, terms and other pertinent dat 


Because of this clement of tin th ust be assmbled and key punched on a tabulating 


of extended credit—accounts re ib] st | This information when coded in the card ar 
complished as quickly as possibl led | er 1 constitute: ( vables ledger for th 

the multitude of figures to b 

of accounting ideally suited to automat Oo roducts other than t tab cards which come 

the tabulating room. Just how count I luring this input sta re the key punch desk. 
processed in the tab room is the s posture chair, card trays, utility trays and utility 
A.C.A./A.G. presentation Thos ( 5 as trucks. 

cessories which you can sell (cf Ae J I Upon approval of credit. these cards get their 


page 29) will appear in bold fac in t reparation of w accounts analysis 
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Tab Room Accounts Receivable Procedure 











CREDIT SALES SLIPS 
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ACTIVITY 
REPORT 


Flow chart of accounts receivable procedure is explained in detail in text 


which is printed on continuous forms by the The same end result of a detail card bearing in 


tabulating machine. Copies of this report are dis formation of the transaction can be achieved through 


tributed to departments such as accounting, sales, the use of a card-a-type machine. In such a case, the 


edit. advertising and mail room where they will be typing of the invoice on this machine produces as a 
entually added to flexible post binders for perma second product a paper punch tape with the same 


ent record information coded on it. The tape is then directed 


The history cards themselves are then run through through a key punch machine which has been ad 


sorter machine and arranged in sequence by account justed to accommodate the tape to create the detail 


umber. They are then filed by account number in card. With the elimination of the key punch opera 


tab card file cabinets located in the tabulating depart- tor, time is saved and the detail card is identical with 


ent. Depending upon the size of the receivables op the invoice, free of possible error in the second hu 


ration, these files can be kept as one unit or can be man handling 


eparated into the inactive and low-activity accounts 


ind the abnormally high-activity accounts Put It on a Tab Card 


Once an account has been established, the time hon Whatever the method of creation, this group of 


d posting of debits and credits becomes a matter 
detail cards with the invoice information is sorted 


correlating the information in the account history 
by account number and then directed through the 


irds with the details of each transaction. The most 
tab machine which, controlled by a panel board, 


mmon source documents used in the debiting of ac 


prints through the medium of a ribbon an invoice 


ounts are invoices and sales slips. The information 
register on a continuous form. 


an invoice entry date, customer name, cus- 


ier number, salesman number, discount allowed, he sales slip, debit source document for most re- 


nvoice amount. etc is punched into a detail card tail transactions, is reproduced as a detail card in the 


by the keypunch and then verified same manner as the invoice—date, customer name 
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A.C.A./A.G etch 

number, amount, et is pul hed I I f ad with it ll tra t irds which perta 
key punch operator and verihed t. If there are det irds to match with 

Since the efficiency of any aute t ; t card these cards are returned to the accout 
nat reased with the reduction of h ] rece b] ledger file I atched detail cards are h 
method has been devised which doc I { tf Sik Intl the new a unt las Decn established 
actions what card-a-type processing did | tl n t irds are then 

dling of invoices. A sales slip in the 

card and designed with coded positios whicl rol pa Oar he tal ne reads 

marks can be made with a mark sensing pencil f ict ri E COCK er on the 

be directed through a reproducer which reads th ind yr credits € account accordingly, 


marks and punches the inftormattor I i K Cal 1 l date immary pt nM and prints a state 


card. Thus, the salespe rson governs t I yr the l ll I ipplicaDl Th master ¢ 


the time of the sale [rol ( ver fi { to f ord storage The su 


urrent accounts fr 


Pre-Punching to Save Time 
< for closed accounts 


Detail cards created from sales sli ‘ | , 
he accounts receivable history file 


t ueh. the . : 
iccount number and run thre ugh th The cards can be rut ugh the tab ichin 


Controlled by the appropriat panel boar n tal } 
. ppro} . ’ second and third ti cach time with a new pai 
machine prints the sales register or tinuous ; 
| rd inserted i delinquency report ar 
form. A firm which conducts business 
ictivity report 
voces and sales slips as would most 1 . | 
his elementary descr Or f receivables accou! 
enough to make a tab room protitabl ; ; 
é ! example ol alan orward credit entr 


bine these two records of sale into the 
system of open ite redit entries in eff 


Transactions such as life insuras “ 
steps rollowing 


stallment sales, pe rsonal loans, mortgages it . +} 
y 1¢ redits to ne accoul 


venerally have debits falling due perio: Vy OV F 
wi pe ma ed with the appropriate debit 


long period oft time Tab procedur 
I addition to so 


gencrally involve th pre-punching of , 
it would be neces 


COP) of the full set of cards being set 
in the form of a booklet. With « 


detail cards to the 1 
the summar 
returns the current card which ts thet 
tail card for the receivables posting operat Jumping Board to Reality 
Other transactions punched into det rds nti wit hat of the payroll pr 
held tor receivables accounting at t tur jure presented in the i , 961. OA, this « 
and allowances. On this credit. sic t { f tab root r a for the accounts re 
payments involve an additional pre tl function 1s 1 52 ral in sce 
source data 1s punched and veritied that you lard presse 
and sorted by account number ratic n the nt that w tit the 
into cash and other tvyj ot 4 ned here ut, also it h er with 
ments being given one code nut fo tl yrol resentatiotr ated 
The detatl cards for th nh | tie n tl untt \ lodificats 
through the tab machir nd list on of t svstel © becaus 
ceipts register on a continuous for \ | it Ea ( ar uliarities 
with all other registers created, th ts ft ind theret icl dividua 
ter is tiled in flexible 
responsibk for its re 
these would be the 
nents 
At this pornt 
iwccounts have been 
punched in detail 
created. All is ready to debit 1 credit tions c I n¢ } tions (whi 
Each set of cards should at this t lappy t SWer t reason. for he 
according to account number: I you Ww Or now what his needs ar 
through the collator for the tch derstat 1eeds r sales abil 


tion. Each account 
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decorative accessories 


Of time 


and beauty 


‘ ’ ¥ . 

T changing the appearance of the modern eg — ‘hae 
office, design has taken two courses. It has LIGHT AND SHADOW on three dimension 
brought into use items which for the most part al molded star define hour lines in this battery 
powered 365 day, portable clock from Howard 
Miller Clock Co., Zeeland, Mich. Height 1s 


9 inches 


wert applied in the home only—carpeting, paint 
with color in it, or coffee tables, for instance 
And, design has taken the new road of re-eval 
uation, of starting from scratch. Profit minded 
manufacturers are breaking the bonds of ‘what 
was done yesterday” by fulfilling the demands 
of “what is needed today Along with thes 
items which historically make up an off such 


is desks, files and chairs, are clocks 


However, clocks stand alone in one 
Contrary to the “just cleaning up” of th 
of desks, chairs and files, the designer wit! 
ination has introduced a note light 
lecoration to office time pieces 


1 


The whimsical nature of the Geo 
designes lock of Howard Miller at th 
rpretation of the needs of tomorrow, 


correct, functionally honest 


jocularly poised on its trumps 


two clocks shown. as well 


ines ot other manutactur 
ie ! ” : 
siness’ need of keeping IN electri wall clock fits standard i” octago 
Hands and hour markers in vari 


pret i re i 1 
ret this need in mo Sessions Clock Ce Forestville 


exhibited m a rail re 
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WESTERN MARKETPLACE of office supply 
is launched as Mrs. J. Howard Patrick cuts the 
is her husband, president of NSOEA, and Dean 
nan of the first western convention and exhibit 


CHUCK MORTENSEN, NSOEA general man 
ager, tells the westerners how happy NSOEA was 


at the success of the show 


NSOEA Western a hit 


San Francisco is ‘62 site 


othing succeeds like success, accordi 
truism. Thus, as the outgrowth of 
reception of the recent Western Station 
convention of NSOEA at the Biltmor 
Angeles, definite plans have been annour 
ing this western marketplace in 1962 
The exhibit will be held February 16 ind 
Brooks Hall in San Francisco’s Civic center, NSOEA’s 


executive committee has decided. Convention hotel will 


118 i 


be announced later 

This announcement came shortly after th 
of the Los Angeles convention and exhibit 
attendance reached 5,436—more that 
represented dealer firms 

Shaking off the inconveniences of 
strike, dealers, manufacturers and trav 
than 30 states as well as Mexico, ¢ 
were present 
NSOEA 
hibit for the first time. A number from Hawaii 


Many ot these attendants were secing 
took ad 


vantage of the fact that the Pacific Coast is nearer to th 


34 


Islands than Chicago. Presence of many from the Paciti 
Northwest was especially noticeable, these stationers 
oiing with the re presentatives from nearby Districts 1 
nd 14 of NSOEA 

Success notes ic] these were struck at The 
Biltmore 

Manufacturers manning the 300 exhibits in the 
facilities of the hotel reported good business contacts 
They specially pointed out that dealers appeared happy 


over the opportunity to mect top personnel in the friend 


ly confines of the exhibits 
Traveler co operation as ex¢ mplifie d by the Golde: 
State and 49ers Clubs was at its ps ak 
Entertainment, at the Welcome Party held in the 
er Young Auditorium and the overflowing Bilt 
Bowl for the Golden West Dinner was top-notch 
Attendance of nearly 700 was registered at the 
pening business scssions 
Details were handled smoothly by General Chait 
an Dean Despie of E. P. Wilmer Co. and a corps ot 


issistants 
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ot 


the 


industry are visitors at the first western show of NSOEA 


good attendance 


Distr Dis 


new officers was accomplished with 


and 14 to new 


icts 12 


conventions 
vard Patrick pinpointed the reason for 


of the expanding western market 


ntion that the office supplies 


onve 
try is estimated to have reached the 


innual sales—and is growing at an 


I nually, 


a rate twice that ot our na 
ised on a recently completed study of 


New 


Slade 


ndustry undertaken by th 


nt consultant firm of Rogers 
st of the Association 

sons given by President Patrick for the 
owth wer 
f Business A major market 


\ ( 
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tor the industry Ss products as America’s corporations 
continue to grow and increase their financial strength 
Research and Development—Cited as “probably the 
most exciting influence for future growth in this indus 
try and economy as a whole, R & D costs for the past 
year in American industry were $12.5 billion 
Accelerated Office Building Construction 
building rates for the past five years have been 50° 


Office 


compared to 30° in total construction 
Growin Office Worker Employment 
ivilian employment rose 10°, 


1957, 


office 


Since 


the 


while tot 


worker group rose 33%, and is now approaching tw 
fifths of the total work force 

It was revealed in the survey, according to President 
Patrick, that five products scored impressive jumps in 
sales and show high growth potential. These products 


(likewise listed in previous surveys made by OFFIct 
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Western NSOEA Show 


Everybody Had a Good Time, 


Even the Entertainers 


SHIRLEY MILLS, songstress and entertainer 
a few dancing lessons at the Golden West 
an apt pupil 


APPLIANCES) and their respective growth rat ire Ignatius was aided in the Harbridge House portion 
Ball pens, 9°; electric typewriters, 13% pecialize« of the program by Michael Sanyour, the two chairman 
typewriters and typewriter-principle machines, 1 ning workshop sessions on “How to Get New Business 
photocopying machines, 20°, and metal o rt and ‘“‘How to Meet Sales Objections 
ture, 14%. Likewise, the role of automation in the dealer picture 
Another outstanding address in addition t Or was introduced by C. W. Clemen, G. J. Aigner Co., 
given by President Patrick to open the forma rram, vice-president of the Field Division, who made avail 
was that given in the form of a visual story by able NSOEA’s new manual (edited by Homer Smith) 
natius of Harbridge House, Inc. It was told in a seri on the subject, and also reprints from the January pres- 
of cartoons portraying selected typical offi roblen entation by OFFICE APPLIANCES 
covering major areas Henry Berry of Henry Berry & Co., Milwaukee, 


: minced no words as he introduced the subject of good 
Filing Systems 


Typing. 

Office Organization and Layout 
Desk Organization 

Seating and chairs. 

Data Processing Room 
Inventory Control. 
Duplicating and Reproduction 


store fixturing and layout, saying: 

There must be hundreds, possibly thousands of 
stories, with a conglomeration of unrelated fixtures and 
arrangements that could not possibly be giving maxi 
mum effectiveness, serving the prime intent of the Op- 
eration—that of selling merchandise and making profits. 
In the past seven years, it has been proven again and 
again that a store correctly designed works, and let me 

A book covering “Your Problems in the Office,” and assure you that if the dream of a new operation is not 
soon to be made available to dealers, was unveiled by in your picture, it should be, as once again I can assure 
the speaker and will be further delineated at succeeding you that it is a matter of sheer survival. 


regional meetings. “Regardless of the traffic picture,” declared Mr 
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MRS. YOUNG, wife of | store 
Wholesale Stationers Co. Seattl 
pleasure upon walking of with 
prize Her husband (immediately Deni 


the winning ticket. 





Simphony band 


party. From left DAVE BARRY breaks up the Golden West 


OF THE CONVENTION was this tireless, swingin 
le d pleasure at the Travelers’ v ming 


Mi H t the “gut bucket’, Bud Konnersman at the 
1 Tiedjen at the pias and Elgin 


dinner party with his sharp line of Hollywood 
patter. He was a hit on the varied entertainment 


progta! 


FIRST LADIES Wives of governors ee chairmen and other convention attendants are pictured at Sportsman's Lodge 


luring W ens entertainment feature 
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Western NSOEA Show continued 


New Governors Assume 


Leadership of New Districts 


Berry, ‘the proper sale of office equipr 
display room.”’ He continued: “The prop 1 
chines requires such display and as far as commercial 
stationery is concerned, I think even in a warchouse type 
operation, an adequately designed display room to enable 
your salesmen to bring customers to s study, touch, 
and learn about new commercial products would be 
essential part of the facilities. 

Lighting, self-selection, checkout and wrap} 
were some of the ingredients of proper display touched 
on by the speaker. 

Edward O. Kallmann of the Stationers & Publishers 
Board of Trade, Inc., drew the interest of his audience 
in discussion of financial pitfalls, advising his listeners 
that few find it easy to make a profit and that it pays to 
learn ‘‘the rules of the game 

Common errors made in financial 
pointed out, are OUTGOING governor Ket rown, introduces Paul E. Forgey 

Over-inventoried condition (left), newly-appointed rnor of District 9, at the District 12 


th the convention 


GEORGE CORNELL (center) 
shakes hands with his successor, 
Leighton Cress (left), governor 
of new District 10. At right is 
Merlyn Carpenter, newly-ap 
pointed lieutenant governor of 
District 10 
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Only one portable line is 
backed by a five-year guarantee! 





Only Smith-Corona gives you 
these 3 big selling points! 


Yes, now every Smith-Corona portable is 
backed-up by an exclusive 5-year guarantee 
guarantees from Parents’ and Good 
Housekeeping magazines. It’s the only line 
of portables that has all three. 

And that’s just the beginning. This 
Spring, Smith-Corona will launch a full- 
scale national graduation promotion featur- 
ing these seals with a natural tie-in for 


— plus 


s/c/m| 


every dealer. Smith-Corona will back you 
with full-color national advertising, plus 
point-of-sale pieces to build store traffic. 
Get behind this exclusive 3-way guar- 
antee. It’s the perfect way to sell Smith- 
Corona’s features and quality to prospects 
who will be looking for portables to give 
and get for graduation. Remember, no other 
portable manufacturer gives you this guar- 
anteed sales story for every model in the 
line, Start selling Smith-Corona now — the 
only portable line with a 3-way guarantee. 


SMITH -CORGNA 


DIVISION OF SMITH-CORONA MARCHANT, INC., 


NEW YORK 22, N.Y. 
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ERASABLE 


wooocuweweo =USA <@>BSEES Colorbrite ‘“tr0* 4126 


New COLORBRITE Erasable colored pencils have “spring” in the lead, which makes 
them flexible, yet crystal sharp —firm, but not brittle. Hold their points longer without 
breaking! Topped with a convenient eraser: mistakes vanish quick and clean. 


Best of all... they're so perfect for business — figures, forms, charts and graphs — 
and so easy to use—smear-proof, erasable colors. They’re guaranteed profit-builders. 
With nationally advertised COLORBRITE Erasable pencils, you’re ready for any—and 


all—customers. 


See your EBERHARD FABER sales representative, or write direct to EBERHARD FABER 
— your one source of supply for all writing needs. 


SINCE 


EBERHARD FABER 
pila a Qual. re lanes” 


Wiitkes-Barre, Pennsylvania-New York-Toronto, Canada 
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enhances office expansion to multiply your furniture sales 


Identical Invincible Modernettes can be rearranged for 
executive-secretary or receptionist-executive teams. 
Such modular flexibility is important to your customers 

the ready readjustment to office change and 
growth, the economy of adding new units which fit 
perfectly with original installations. Important to your 
sales and profits, too — for one Modernette grouping 
just naturally leads to more. 

Advertisements similar to this, but speaking con- 
vincingly to your best furniture prospects, run consist- 
ently in the top management-level magazines. For 
your follow-through, order Invincible office planning 
kits and copies of our big, colorful new catalog. iy 


new leasing plan Me pena 
Now available . .. a new furniture leasing plan which 
reduces customer’s capital outlay to let him acquire 
more furniture. You are paid in full immediately, not 


involved in rental contract. Write for details! 


Business engineered for better business living 


INVINCIBLE 


INVINCIBLE METAL FURNITURE CO. 
Manitowoc, Wisconsin, Dept. 0-41 


IN CANADA: 1162 Caledonia Rd., Toronto 19 
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OA Statf Report 


NOFA in New York 


Reaps Record 


Attendance 


LEADING NOFA 


is newly-electe 


J. Cole, Wals 
ment Ce Phos 


year 
Hat 


Equ 


; 


ATMOSPHERE prevails 


an educational 


SCHOOLROOM 
Design Center which hosted 
the designers. Handing out material 


(left), Mrs. Seymour Nathan, Chilton 


Robert Dillon 


Bre 


42 


+ 


Md 
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N 


Charl 


vn 


by 


to 


Design 
ectur 


Chilton Brown 


1 
al 





’ The two 
nt 


ac hic vel 
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GATHERING CROWD views the exhibits in the New York Coliseun 


dance in NOFA’s 15 


th hinest ristra 


rs comprising announced 
iture people, the Natio 
convention and exhibit 
13.96. more than 
th New York 
sneraton otel tor this association functior 
the Ofturey lub assisted NOFA, was d 

hse . tar ¢ n . ] 


urd of any similar 
NOFA’s 1 


Coliseut 


; 


stimulating progran 


rs provided dealers Ww 


I 
1c ised sales 
onvention itself was a first-t 
entitled ‘Profit by Desig 
Chilton Brown of Dut 
The seminar featured tours of 
lesign achievements within tl 
the National Design Center. Attet 
personnel carried over int 
NOFA convention 
Practical Know-How 


sented i1 reas of 


lay sessions of 
management s 

John | 
Traffic Consultants; in 
NOFA president and deal 
Dr. Jack Shiff, Pace College, 

Haas 


freight by 
Bohman Industrial 
R. P 


Lewis 


Flarsheim, Robert 
nt Lewis opened th 


session and later introdu 
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This convention attracted th 


; ; 
ele ad 


Cole of 
Ariz 


Walsh Brothers 
Other 


president, William J 


officers 


Phoenix, 


Ottice Equipment Co.. 


nd directors chosen are 


Gerald L 
Grossman, 


Vi presidents 

igo; Leon W Equip 

ment, San Jose, Calit.; John B. Dwyer, John B. Dwyer 
Co., Boston: and Frank White, Hamilton Cosco, In 

Columbus, Ind 

Director—W. B 

ark, N.J 

A Tyre 


Hall, Desks, In Cni 


Grossman's Oftice 


W ood, Jr The AV B 


All-Makes Offi Furt 
ce. % hi i’ 
Directors p 
Mich.; John R. Jacobs, 
New Orleans; William 
Fisher Co., Cleveland; 


R. P. Lewis Co., Flint 
Dameron-Pierson Co., Ltd 

Humphrey, Wagner-Henzy 

Jack Gorman, Thomas W. Ruff 
Co., Columbus, Ohio; E. A. Meany, Jr., Eagle Ottawa 
Leather Co.; Ben Itkin, Itkin Brothers, Inc., New Yor! 
City; Ross De Vinney, Sr., Vroman’s Office Furniture 

Harry Nechamen, Harry Nechamen Distrib 

New York City; Chilton Brown, Dir 

Contract Furniture Corp.; J. B. Ordover, Gift 
Leather Co.; Hugh Morgan, Eisen Brothers, In 

J. Kuhn, Peerless Steel Equipment Co 


Le WIS, T he 


Pasadena 
utors Inc ct onal 
Craft 
Anton 
and Allan Gas 
Montgomery, Ala 


1962 convention 


senheimer, Mercantile Paper ta. 
It was decided to hold the 
in New York City, April 26-29 
Heated competition 
Mr. Office Furniture Dealer of 1960, 
man Klein, Miller Desk & Saf 
chosen ind for 


again 
ensued for th top awar ls of 
for which H 

Co., Los Angeles, was 


Outstanding Furniture Salesman of 
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( 
} 


/ 


GOOD MORNING 


fast held Friday morning 


1960.” The latter award went to F. E. Strate of Co 

lumbus Blank Book Co., Columbus, Ohio. 
Runner-ups for the dealer award were: Morris Robin 
son, Robinson Furniture Co., Detroit. Raymond | 
Long, Weimer & Long, Inc., Bridgeport, Conn. W 
Russell Healey, Healey & Co., Fresno, Calif.; Howard 
S. Weiss, New England Stationery Co., Providence, 
R.E.; Clark C. Briggs, Farnham’s Minneapolis, Minn 
The salesmen runners-up were: Anthony De Simone, 
Horder’s, Inc., Chicago O'Reilly, O'Reilly 
Office Supply Co., Fort Wayne, Ind.; William Dunlap, 
Desks, Inc., Chicago; Ted Davis, D. Waldner Co 
Mineola, N.Y.: Robert Stevenson, Wiemer & Long 

Inc., Bridgeport, Conn 

Noteworthy of the Friday morning workshop break 
DESIGN SI a fasts was a dealers’ salesmen meeting headed by Milton 
meng: Ensen ot md J. Skala, president of the Offureps Club of New York 
ao pig a The Offureps were co-sponsors of this year's show and 


1 


ee ee helped plan many of the successful programs. Other 


workshops took into account problems of dealers, manu 


rs and 1 presentatives 


Ideas Over the Table 


Highlight of the Friday morning sessions was a 
round-table discussion and exchange of ideas between 
dealers and consumers. Enthusiastic reception of th 
subject and the panel was borne out by the overflow 
attendance of well over 140 dealers and designers. 

The panel was moderated by Walter S. Lennartson, 
ditor of OFFICE APPLIANCES, and consisted of Dan 
Waldner of D. Waldner Co.; Arthur Poliquin, man 
iger of Horder’s Furniture Division, Chicago; Larry 
Caldwell, John Wanamaker Co., Philadelphia; Norman 
Lewis, Erwin, Wasey, Ruthrauff & Ryan Advertising 
Agency; William Dahl, Esso Standard Organization, 


Sseeggns “oye arr ysbos : ery \) = ind John Koplik. Port of New York Authority. The 
sumers im the round-tabdi I wr neacde \ t i \ 


cartons (siekt.) OA editor. Assisting | probed deeply into some of the more current and 


+ 


and Larry Caldwell continued on page 4 
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Another Big Sale! 


We’ ve said it before and we say it again—Sturgis all-purpose 


fiber glass chairs are top-rated favorites for cafeterias. And it’s 
easy to see why: they’re lightweight, easy to move, virtually 


mar-proof and wonderfully low priced. 


Here you see 184 No. 15 armless chairs in the cafeteria of the 
Mountain States Telephone and Telegraph Company, Denver, 
Colorado. This big sale was made by Galen Seal, Jr., of Den- 
a ver’s Seal Office Supply, Inc. Are you on the lookout for big 


page brochure illus- 


trates Sturgis All. sales like this—not only for cafeterias and other restaurants 


Purpose Fiber Glass 
Chairs in full color and 


includes specifications but for hospitals, clinics, auditoriums, wherever efficient, eco- 


with recommended 


eneer Ritivon models nomical mass seating is required? Dealer inquiries are invited. 


THE STURGIS POSTURE CHAIR COMPANY 
STURGIS, MICHIGAN 


Address a rrespondence t. 


General Sales Offices, 154 E. Erie St., Chicago 11, Ill. 
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NOFA Convention Report 
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‘“‘The Yellow Pages has done a fine job for us for 56 years,” 
says George C. Bradley, Sales Mgr., Trick & Murray, Seattle, Wash. 
‘‘We have used the Yellow Pages ever since it has been in existence 
in this area. And we have found it valuable in selling our services 
and making us known to suppliers and manufacturers who are 
thinking of opening an outlet in Seattle. We are so sold on the 
Yellow Pages, we advertise under 10 headings and 4 trade-marks. 
We wouldn't be without the Yellow Pages!”’ ——-~— 
r 2 Pages 


Display this emblem. It builds your business! 


OA—4 /61 





EVERYTHING FOR THE OFFICE 





DESKS of every Description 
CHAIRS Weed ~teather~ mero 
Bat ath 8100) Office Fornivure 
SUPPLIES Sistranter Hodiey Forms 
PRINTING Office tayeut & Pionning 





TRICK & MURRAY coe 











Display ad (shown reduced above) runs under 
OFFICE FURNITURE. Call the Yellow Pages man 
at your Bell Telephone Business Office to plan 
your program 
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NOFA Convention R¢ port tinue marketing director of OFFICE APPLIANCES, speaking at 
the Designer Workshop. 


Registered for the designer seminar were: 


Robert Anderson 

The R. P. Lewis Co., Flint, Mich 

Ralph V Bauman 

Bauman Office Equipment Co., 

I. H. Beal 

Dray Business Equip 

J H Bekr 

Art Woodwork, Ltd., Montreal 

Eugene S. Bence 

Desks, Inc... New York, N. ¥ 

Charles M. Berman 

Cole & Co., Harrisburg, Pa 

Lou Boulals 

Harris Office Equipment, Inc., Hartford, Conn 
Anthony H. Breslin 

Dillon Office Furniture Co., Pittsburgh, Pa 
H. Coplon 

Southern Stamp & Staty., Richmond, Va 
Joseph Cuticchia 

Dillon Office Furniture Co., Pittsburgh, Pa 
Anne Mae Crews 

Chas. G. Stott & Co., Inc., Washington, D. ¢ 
Donald R. DeVine 

Kendrick Furniture Co., Chicago, Ill 
Gerard Del Grosso, ]1 

Office Outfitters, Middletown, Ohu 

Sylvia Dillon 

Dillon Office Furniture Co., Pittsburgh 


teed / 
WEARING A BIG SMILI Mr. Office | 
of 1960" accepts his award from Gerald Ha 
man (right). He is Herman Klein of Mi 
Co.. Los Angeles, selected after much heat 


1 


Sheldon Edelstein 
Business Equipment Corp., Boston 
Thora Ericson 
Martin Business Furniture, Inc., Albany 
Kenneth Fleck 
J. B. Van Sciver, Camden, N. | 
ise Forrer 
Equipment Co., Milwaukee, Wis 
th Forrer 
yrrer Equ 1 0 Milwa ike W is 
dmund Fur 
Suniland Furniture 
Charles S. Gelber 
The W. B. Wood ¢ 
William Gordon 
Horder's, Inc., Chicago 
Marie Gubaroff 
Heinrich-Seibold Staty. Co., Rochester, N 
if nn Howi1son 
Kelsall Voorheis, Inc., Cincinnati, Ohio 
SUBBING FOR STRATE, a representatiy f th olur H. W. “Buzz’’ Hamby 
bus Blank Book Co. accepts the trophy rded t Globe Office Equipment & Supplies, Cincinnati, Oh 
Strate of Columbus as “Outstanding Furnit ilesmat Joseph G. Hamm 
of 1960." Gerald Hall (right) makes tl sentation Burford’s Office Interi 
Michael Harmes 
Heinrich-Seibold Staty. Co., Rochester, N. Y 
Charles Heatly 
H. D. Baker Tacoma, Wash 
Mary Hurlburt 
dealers lies with this group of designers Hurlburt's Staty., Lakewood, N. ¥ 


Designers were hosted by the National Design Cet Ruth Johnston 


ors, Indianapolis, Ind 


serted that ‘‘the future of business for 


for an educational program which included illustrated Ace Desk Co., Cleveland, Oh 
l is ight 
talks, product displays and. discussions ) rning Knig 
: : Armstrong, Canada 
; Irwin Kahn 
immediate success of the program could b n in tl eal Cake Ba New Yok 


source material. Chairman Brown comn 


enthusiastic acceptance by the designers of t urs and A. J. Kaufman 
| F. W. Roberts C 
J. Kennedy 
J. Heer Printing Cc 
convention. Brown summed up th i cciaaiiie 
NOFA phase by saying that the designer must be given muel Berman Co., Philadelph 


professional status by the industry if it expects to meet ht Kruissink 
[ Corp... M 


Design Center sessions 
Plans are under way for similar session 


the challenge of architects and outsid 
Similar sentiments were expressed 
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born 
25 years 
apart ! 


The top stapler is brand new. The bottom one was manufactured by Ace 
25 years ago. Otherwise, they’re twins. In fact, the 25-year-old stapler 
still performs as smoothly as if it were born yesterday. Its design and 
construction have proven so sturdy and dependable that not one major 
change has been made throughout the years. Less than one in 10,000 ever 
comes back for repairs. Result: profits remain all yours because servicing 
costs don’t cut into them...and customers keep returning to buy staples. 
Stock up on the amazing Ace Pilot. Sold exclusively through Ace dealers. 


ACE PILOT STAPLES - the finest for all standard machines 


ACE FASTENER CORPORATION 


Conade: Canadian Staples Ltd., 6705 Upper Lachine Rd., Montreal; 258 Wallace Avenue, Toronto 3415 North Ashland Ave., Chicago 13, ill. 
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NOFA Convention Report 


THEI END OI THI AFFAIR I i Lew! I i past president of NOFA addresses the 


issembled conventioneers a banquet in the rk Sheraton’s Grand Ballrox 


G. B. Leatherwood Betty Rose 
Bauman Office Equipment Co., Inc., Wichita, f reen's Office Outfitters, Albany, N. Y 


Frieda Levin S. Sawvyel 
National Typewriter, Inc., Montre: nad S. Sawyer Co., Manchester, N. H 
R. P. Lewis, Ir red Shapiro 
The R. P. Lewis Co., Flint, Mich Muran Co., Boston, Mass 
Peter Lilliston } es Schmucket 
Lilliston Brothers, Albany, Ga her-Wernig 
Robert J. Lowry Jeil E. Scott 
Lowry Associates, Ann Arbor ch Ruft & Co 
Moselle Meals 
The Taylor Chair Co., Bedford 
John McAdams 
John L. McAdams Industries 
Bill McDermott 
Desks, Inc., New York, N. ¥ 
I G McFall 
George F. Richardson Co 
Edward J. Maloney 
E. F. Maloney, Inc 
Joseph L. Mazer 
Philadelphia Statior 
Charles H. Miller 
Stern Office Furniture, In igton, D. ¢ iltrite ire Mf nc., Montreal, Canada 
Helen Moftett 
Prestige Oftice Inter 
John C, Monterey 
B. & R., New York 
Coleen Nelson 
Nelson Equipment 
Edwin J. Nelson 
Nelson Equipment 
Ruth Nusbaur 
Philadelphia, Pa Kansas Cit 
Elmer Owens 

B. Van Sciver Ce 
Elaine Pteifter 
Honolulu Paper Co 
Marvin Powers 
Business Interiors, St. Lous 
Charies Reuss 


D. Waldener Co., Inc., Mineola, N. Y tional Offi rniture Cé s Angeles, Calif 
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QUICK SERVICE §— 2#™ice Aureau . . . 


OFFICE APPLIANCES 


INQUIRY CARDS” reese oss ne manvtocures, indicated by the key 


numbers | have circled, to send further information 
without delay. 


= is restricted to subscribers-dealers and 
j - - 
a vidieaee wholesalers in office equipment and supplies. 


To obtain more information about any of the NEW PRODUCTS 

new products in this issue which carry the ' 

key numbers 1 to 90, simply circle the cor- eS ¢ 0 +274. 9eo 14 

Nn 6 17 18 19 20 21 22 23 24 28 2% 29 

responding key numbers on the card at the 31 82 33 36 38 6 37 fe Be ae Oe a 

. ; ' rete i 

right and mail at once. Your inquiry will be 4 47 40 © WO Si G2 83 86 OS BS - 
74 
89 


OA's 














forwarded without delay. 61 62 63 64 65 66 67 68 69 70 71 
76 77 78 79 80 8! 82 83 84 85 8% 


SALES STIMULATORS, CATALOGS 


101 102 103 104 105 106 107 108 
; 1h 112 34 
Sales Stimulators 128 122 123 124 125 126 127 128 


. . » 131 
To obtain more information about any of the ue 1 1 P88 


manufacturers’ sales aids described in this 

issue, circle the key numbers on the card at eet nae 

right which correspond to the numbers as- 

signed to the Sales Stimulators. Mail the card 

promptly. teens 
Position 
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New Catalogs 


To obtain copies of recent catalogs or price 
lists described in this issue, circle the key 
numbers on the card at right which corre- 
spond to the numbers assigned to the New 
Catalogs. These requests will be promptly 
forwarded to the manufacturers. 
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SeUjyIEW S2\yO “Asau0);e{S [RjasIWWO? 4O JauNjIeNUeEW [] 


*This service is restricted to dealers and whole- 
salers in the office equipment and supply field. 
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s0ofew Gupjedwesveu Gujjpuey Aquebe sajes 


) The handy subscription card at 
the right is enclosed here for 
your convenience. Use it to 
enter or renew your own sub- 
scription, or tear it out and 
give to a friend, salesman or 
employe active in the retail 
office stationery, machine, or 
furniture business. 

Either way you will be helping 
OA to be of greater service to 
the industry. 
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See other side 
for Quick Service 
Inquiry Card 
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sales aids in 
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New Products 


Unusual Patterns, Shapes 


Mark B. L. Marble’s Tables 


A é 
SSOTY tables 


has taken 


offering dealer 


ofti Ss 


Che table 


iodels with top 


, 
96 


] 
iso 


} 


| ] 
park wood 


stools. Its shape 


and ther 


furnitur 
Its surface 


, 
ipbrasion [for it 


it mechani 


um. This 


chrom 


S 


yn of a new line of 


L. Marble Furniture, 


ther step in its program 


on complete source tor 


urniture needed in_ fine 


omprises thirty-three 


ring in size from 24” 
Several new shapes 

nost unusual being fan- 
urt-round tops. Unusual 
th center and _ book 
in the top surfaces 
in walnut, black or 


itch the B. L. Marble 


three different heights 
um bases 

se, which is new, is 
matching chairs and 


ised on human factors 


hing but rounded surfaces 


ct with shoes or other 


resistant to stains and 
ited with a new prox 
loses the pores of the 
ws the advantage of an 


casting with the ap 


steel or finely brushed 


For more information, circle No. 1 on 


inquiry card, page 51. 
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FAN TOP TABLE (top) 
measuring 60” by 30 
comes in three different 
heights. The top surtace 
has a fan pattern of book 
matched flat cut walnut 
The center portion is of 
pin strip quartered walnut 
REVOLVING cocktail 
table (above) is available 
in two heights. A friction 
type lock holds the table 
stationary, if desired. The 
top surface has a full fan 
of flat cut book matched 
walnut with center section 
in pin strip quartered wal 
nut 

PART-ROUND TOP is 
the design feature of the 
occasional table shown at 
left. It has an aluminun 
base and walnut top. 





World fiucot ploto-copicno... 


at worlds lowest prices! 


SPEED-O-PRINT 











A complete compact Photo-Copying Department — Extra 
width for extra versatility. Ideal for multi-column accounting 
reports, comparison charts or any document of any length and 
up to 15 inches wide. Two sets of automatic paper safes and 
ejectors* fit into top of cabinet for quick, easy access to legal 
and letter size papers. Spacious cabinet provides generous 
space for collator rack (extra equipment), storage of reproduc- 
tion supplies and additional working area. Machine accommo- 
dates 48-o0z. or 32-0z. Redi-Pak cartridge, permitting maximum 
efficiency and economy of developer fluid, whether using over- 
size or normal-width paper. Finished in 2 shades of grey and 


trimmed in stainless steel. 
model 15-C ‘999” 


*Paper Sates and Ejectors Extra 





inches 


by any longi 


model 15-A Low-cost portable unit can be used any- model 15-B Table-top model is completely self-contained, 
where by anyone. Perfect reproductions, and there is no delivers top-quality reproductions at low cost. Automatic 
mixing, no measuring, no mess. Clean 48-oz. Redi-Pak cart- paper ejectors* in base provides safe, convenient storage 
ridge fits into back of machine. Also accommodates 36-oz. and delivery of positive and negative papers. 48-oz. or 
cartridge to prevent waste when used mostly for normal- 36-0z. Redi-Pak cartridge fits into back of machine; no mix- 
width documents. ing, no measuring. No waste when copying normal width 


gg” documents. 999" 


*Paper Safes and Ejectors Extra 


f, Speed-O-Print’s new exclusive method of ~~ > 
handling developer fluid. Compact, easy PEED-O-PRINT CORPORATION 
to use container provides complete clean- CHICAGO 13, ILLINOIS 
liness. Nothing to mix—Nothing to spill. 
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New Products 


continued 


THE Royal M: 
Merc. Co 
New Y 


has 


purpose 


dev this 


l con 
we ight 
s con- 


nated vy 
Id 

weided 
} 
ished 


chair 


TAI 
Park Ave., 
N.Y., 


which 


A new line of Danish Modern furniture, designed for 
office and institutional use, has been introduced by 
the Trran Div., BaRLER, INc., Goshen, Ind. The series 
combines square steel tube framing, walnut wood and 
foam cushioning. Called “Quadrelle,”’ it was designed 
by J. Gordon Perlmutter. Frames of the seating pieces 
ire made in a choice of three colors: metallic bronze, 
black or white, with satin brass ferrules on the legs 
and walnut arms. The reversible loose back and seat 
cushions are upholstered in a choice of elastic-back 
vinyl plastic in correlated colors, or in woven up- 
holstery fabrics in stripes and solid color combinations 
The tables have bonded-to-metal vinyl plastic tops that 
are heat-resistant and can be cleaned with a damp cloth 
Inquiry Card No. 2 


M OLD- 
23184 
South 

has 

new 


STELZER 
INGS, INC., 
Keller  St., 
Bend Ind., 
announced a 
series of screens 
The cross-corru 
gated 
ure 114 inches deep 
and fit into plastic 
retaining inserts 
The units 
ing-braced with ad- 
justable posts 
Inquiry Card No. 4 


28 


all- 
panels 


meas 


are ceil- 








nents 
storage 


Inquiry Card No 





THe ScuHwas SAFE Co., 
Earl Ave. & Main St., 
Layfayette, Ind., has de- 
veloped this visible record 
safe, the Model 2224. It 
houses two 20 slide visible 
record cabinets for 5 by 
8 The two- 
thirds of the 
pulls down to provide a 
work area while the upper 
one-third of the door 
The handle actuates 
three line locking bolts for 
fire and burglar protection 
when the door closed 
A single cabinet safe with 
the mechanism and 
protection is also available 
Inquiry Card No. 6 


cards lower 


safe door 


1s 


raised 


1S 


D: & Fire Co., 4718 E. Fifth 


led 


SK 
this credenza to its line of modular 
drawer pedestals and the center 


same 

two 
loors and one adjustable shelf. It meas- 
29” high 


Inquiry Card No. 5 


For More Information Use Inquiry Card on Page 51 More New Products on page $9 
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Royal Register Changes 
oy (0) 4 Oe Company Name 


EARN MORE WITH According to an announcement by R. DEXTER 


BROWN, founder and president of Royal Register Co., 


AMERICA’S MOST Inc., Nashua, N. H., the business forms manufacturing 
ADVERTISED MOST firm has changed its corporate name to Royal Business 


Forms, Inc 


ASKED FOR MANIFOLD At the same time, Brown revealed that the company 
CA R BON PAPER SET has just completed a major new equipment program that 


will extend the Royal product line, make additional sizes 
available, improve printing quality and expedite rapid 
delivery service 

Newly-installed equipment includes a_ high-speed 
rotary press, which was specially built to the company’s 
specifications, and two new automatic collating machines 
which permit the production of sets of forms in any 


number of parts from one to ten 


Alpha Photo Products Buys 
Duplicating Systems & Supplies 


Alpha Photo Products, Inc. whose main office is at 
1101 Grove St., Oakland, Calif., has taken over the 
business of Duplicating Systems and Supplies, of San 
Francisco, the second oldest distributor of Rex-Rotary 
duplicating machines and related items in the United 
States 


The new acquisition will be ope rated as a division of 
Alpha Photo Products, Inc., with equipment, supplies 


HURON COPYSETTE is advertised in and service available through the company’s offices in 


Oakland; at 1260 Mission St., San Francisco, and 1950 
West San Carlos, in San Jose 


Alpha is one of the oldest Verifax dealers in the 


leading magazines on a regular schedule to 
make your selling job easier, yet it costs no 


more than non-advertised brands. country and this new line, says President C. L. BEN 


Your customers will want to buy this rec- JAMIN, rounds out our line of duplicating equipment 
ognized brand hame leader. You owe it to ind makes us the representatives of four major lines in 
them to stock HURON COPYSETTE ... this field for the region from San Jose north to Rich 


they will ask for it by name! mond, including San Francisco 
In connection with the Rex-Rotary line we will also 


%e r r > oe ha 4 
Here’s what you get when you stock operate a stencil-cutting service, using the Electro-Rex 
HURON COPYSETTE for your customers: Stencil Cutter, for owners of mimeograph machines who 


do not care to acquire this equipm¢ nt 


FREE DIRECT MAIL PIECES @ FREE SAMPLE FOLDERS 
FREE AD MATS © IMMEDIATE SHIPMENTS FROM 


Dictaphone Enters Facsimile Field 
STOCK @ DROP SHIPMENTS IN YOUR NAME 


The Dictaphone Corp. has recently entered the field 
of facsimile transmission and recording. 
LtoypD M. PowELL, president, announced that the 
company will now distribute and service ‘Datafax’”’ 
© Licensed under facsimile equipment made by the Stewart-Warner 
Kerr Patent No. Corp.'s electronic division. The agreement between the 


2581 5 two firms is non-exclusiv 
‘ © { 
PULL OUT Style — 4 


The ‘Datafax” unit is said to transmit all types of 


AvaHable in MANIFOLD CARBON PAPER SETS visual ge photographs, drawings, handwriting and 


t os - 
peace D: typed ¢ r printed data—in exact dimensional facsimile 
LTD., Toronto, ° of the original. Received copy is dry, smudge- proof and 
Canada ; permanent. Not to be confused with office copying ma- 


Address ing 


PORT HURON SULPHITE. 2 PAPER CO. chines, this equipment will operate over telephone lines, 


PORT HURON, MICHIGAN inter-com lines, radio circuits or microwave channels 


Sales Offices: Ridgewood, N.J. © Wilmette, II! It can link any number of offices or plants, regardless 
Warehouses: Ridgewood. N.J. @ Chicago. Ili. @ East St. Louis, Il! 








of distance, 





OA-4/61 





Extra rugged wear with this new upholstery product! 


MASLAND DURAN’ with PELLON’ 


SA a NS 
7 Furniture by 
MONARCH FURNITURE CO., INC. 


; , High Point, N. C. 
Masland Duran backed with Pellon, the revolutionary non- A new design by Norman Heckler Associates 


woven material with exceptional strength and shape retention — 

... Offers you these sales-clinchers: Longer wear . . .a convinc- A SUPERIOR Wie: Urano 
ing point when you consider that office chairs are in use 250 

days a year, Lower upkeep .. . cleaning with ordinary soap and 

water keeps it colorfully fresh . .. and keeps your maintenance 

costs low. Lasting beauty . . . always stays neat and crease- 

free . . . ideal for withstanding the 1500 hours of sitting that 

office chairs get yearly. For good business, insist on Masland 

Duran with Pellon on your furniture. 


THE MASLAND DURALEATHER COMPANY AD AND SHOULDERS ABOVE THE REST 
Dept. P59-D, Philadelphia 34, Pa. PELLON® is the registered trade-mark of the Pelion Corp., N. Y. 
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NY ir 


If you like the sweet smell of success — you read your 
businesspaper carefully and regularly. You know there’s ne 
other place you can get so much of what you need to be 
outstanding in your job, or in your field, as the information 
you find concentrated in the advertising and editorial 
pages...of your businesspaper 


Where there’s business 
businesspaper . .. 


58 


Appliances 
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New Products. . . continued 


New upholstered in A new line of con 
serts add a decorative temporary of fice 
feature to the deluxe : furniture has been 
executive posture chair a developed by the 
introduced by the Ros ee PEERLESS STEEI 
ERT JOHN Co., 821 N EQUIPMENT Co 
nd St., Philadelphia z 6604 Hasbrook 
23, Pa. The Model X . So ae Ave., Philadelphia, 
55 is a highbacked ie sti ny Pa Called the 
chair with foam rub ‘ “Olympic,” _ the 
ber cushioning, solid series features the 
walnut arm rests and “Spiracor” desk top 
a steel frame finished which is_ strong 
in a choice of satin light weight and 
brass, satin chrome or guaranteed not to 
polished chrome. The | warp 
adjustable posture chait Inquiry Card No. 8 
is also available with 
special ball type casters 
to match the eta 
finish 
Inquiry Card No. 7 


A new pocket-size 
miniature tape recorder 
and a full line of ac- 
cessories has been in 
troduced by MATTHEW 
STUART & Co., IN« 
156 Fitth Ave New 
York 10, N. Y. The 
Phono-Trix 88 
weighs only 21 ; 
pounds including bat 
teries. It is fully tran 
sistorized and operates 
on batteries or A. C. It 
uses both standard bat 
teries and _— standard 
tape. The hand micro 
phone ncluded has 
duplicate Start/ stop 


controls for remote op 


sing regular f eration and is all push 
Inquiry Card No. 9 a button operated 
Inquiry Card No. 10 


This Erectomatic THE SHREDMASTER 
clip-type shelving from Corp., 384 Woodcleft 
COLUMBIA-HALLO Ave., Freeport, N. Y., 
WELL Div., SPS Co fa is offering this all-steel 
Box 643, Jenkintown e « ps | cabinet especially de 
Pa., features “positive signed for its “Bantan 
locking” double grip - 10 paper shredding 
clips which are said to 4 . a machine The unit 
eliminate shelf wobble a ;, features a large, remov 
and safely support Pe F able waste bin and has 
heavy loads. Hooked at ae drop-leaves on both 
the top the clip is ooh sides for convenient 
easily hung in any of : stacking of paper. It 
the 44” wide post slots measures 2944" by 
by 19” (with 


vertically. Shelves can ; leaves lowered) and is 


spaced 1! apart 15! 


be positioned as close mounted on easy-roll 
as 3” and can be in ing casters which can 
serted or removed with- be locked to prevent 
out tilting or disturb- tipping 

ing contents P Inquiry Card No. 12 
Inquiry Card No. 11 


For More Information Use Inquiry Card on Page 51 


OA-4/61 





the first name in punches! 


2 Sta eae 
> i Ba er 


Mutual Centamatic Punch — No. 300. Centers the paper automatically. 


Make Mutual your one source of supply for all your punch needs 





Two holes; three holes . . . in any combination 
up to seven holes. Desk or hand models. Mutual 
has the right quality punch for you . . . for your 
customers! Don’t look any farther. Come to 
Mutual for all your punch needs. You have the 


Mutual Two-Hole Punch — No. 200. Mutual Spacematic Punch— No. 23. 


customers . . . Mutual has the punches! Many 
models to choose from. Discounts uniformly 
applicable to all punches in the Mutual line. 
For free illustrated catalog — and further facts, 
write to Mutual Products Company, Inc. 


PRODUCTS COMPANY, INC. 


aula: f eae) Centama 


110 Barber Avenue, Worcester. Mass. 


Punches 30 sheets of 16 |b. paper. Light as feather—operates in hand! 


60 
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OVER 1500 ITEMS 
for Business, Industry 
and Institutions 





They voted 


a = LYON 











TO 


MOOULAR 
WORK BENCHES 


acked by |: “If your company were in the market for 


, b ° 
yON—yov re in the steel equipment such as steel shelving 

ou SELL L A rogram . , 
ng national advertising Fa month in lockers, work benches, shop boxes, etc., 
the 


industry: t arene. what manufacturers would you consider?” 
Business Wee That was the question an independent 
Purchasing, Fae survey organization put to key men in 
Equipmer ier Machine SNOD, nce. =] companies throughout the country back in 
atholic Building & Main SRRWER FILE 1955. They gave Lyon 5 times more first 


choice votes than any other manufacturer. 


nance 
Schools, © 


Inacomparable survey made in 1960, Lyon’s 
first choice margin increased to 7 to 1—and 
Lyon received more exclusive mentions than 
the next twenty-two companies combined! 

Your nearest Lyon Dealer offers the 
world’s most diversified and most preferred 
line of steel equipment — quality protected 
to give you the most for your investment. 


LYON METAL PRODUCTS, INC. 


General Offices: 428 Monroe Ave., Aurora, Illinois 
Factories in Aurora, Ill.— York, Pa.—Los Angeles 





STORAGE CABINETS 


\ 


THIS CATALOG ILLUSTRATES 
THE WORLD'S MOST 
DIVERSIFIED LINE 
OF STEEL EQUIPMENT 
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A Venus 


Stationer 
Exclusive! 


Nationally 
Advertised in 


ee 





o! 
oO! 


Time 
Newsweek 


U.S. News 
& World Report 


plus... 


The Office 
Office Management 


& American Business 


Modern Office 


Procedures 


* ball PEN-cil Douwble-Duty N22-10 





«ball PEN-cil Jor $lenographers +ne2 





The Secretary 


Today’s Secretary 


Venus fills these ball pencils 
with ink top to bottom 


That’s why you get more writing mileage per penny than with any other writ- 
ing tool known. And thanks to the wood barrel, they’re as light and easy 
to write with as a pencil. Nothing to click or turn, no refills. And the new 
erasable models have a special ink — that erases fast and clean as pencil 
lead. In 10 styles, 4 ink colors. For every department in the office. 
29¢, 39¢, 49¢ each. Less by the dozen. Order from your stationer. 


For @ free test sample, write us VEN UL] S ball PEN. cil * 


direct on your office letterhead. ©: 
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Copy-CraFt, INc., 105 


Chambers St New 
York 7, N. Y., has an 
nounced an addition t 
its line of photocopy 
papers. The “Agfa 
Multicopy Paper 1s 
aimed to make 5 
photo-exact copies for 
as low as 4¢ each. Re 
productions can be 
ade from any type of 
original, one or two 
sided regardless of 

olor of print, includ 

ing pen, pencil or cray 

[he “Monarch,” a compact portable typewriter witl on notations, spirit du This compact, low-cost, electric ‘“Nordamatic Ad 
extra features has been introduced by the REM plications, ete fron iressor’’ was designed by the Norp PHotocopy & 
NGTON RAND PORTABLE TYPEWRITER Drv SPERRY arbons, blue prints ELECTRONICS Corp.. 300 Denton Ave. New Hyde 
D CORI l rth Ave New York, N. Y va ope fron “ Park, L. I., N. Y. The addressor is capable of obtain 


riche ing more than 100,000 impressions from a typewrit 


yng the new features are: single key-set tabulator 


iry Card N 
Inquiry Card No. 14 ten stencil and designed for high speed printing 


re table and tw r ribbon and stencil control f 
Inquiry Card No. 15 


Inquiry Card No. 13 


rh new relKee 
dual compartment cab 
net has two complete 
key control systems in 
one compact cabinet 
Manufactured by P. O 
Moort IN« Glen 
Riddle, Pa., it has a 
compartment with 

i separate padlock door 
partment pro 

space for up to 
different key changes 
ch must be kept 
irate fror other 
The front has 
Swingamatic pan 
ls that can control up 

100 key changes 


Inquiry Card No. 17 


to atica 


Inquiry Card No. 16 


MANIFOLD Su! 

Co., 188 Third 

Brooklyn 17 

has devel ped a 

rd long typewriter 

on. Called “PANA 

the new ribbon 

s said to provide clean 

sharper typing and 
isy ribbon change 

Inquiry Card No. 19 


[HE LEXINGTON TyP! 
WRITER & ‘TRADING 
Co., 42 Lexington Ave 
1170 Broadway, New York New York, N. Y., is [HE BINDEMATIC CorpP., 1500 W. Third Ave "0 
Jenfred Ware’ desk acces : distributor for lumbus, Ohio, has created a notebook that can be 
cigarette box and lighter lypex a dry type assembled from component parts binder, inserts 
cover — to meet individual customer require 


matte chrome with teak inlay eaner manufactured and 
in a choice of matte ins Sweden and usable ments. The notebook features an anodiz« 


n all typewriters backbone and 12 tapered plastic rings 


or in brass with bronze 
Inquiry Card No. 21 


Inquiry Card No. 18 Inquiry Card No. 20 


For More Information Use Inquiry Card on Page More New Produ 
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Co-chairmen Named for NOMDA's Grossinger Convention 


HAROLD PeEcK of New York City In November, the co-chairmen met 
and EpwWARD PFITZENMAIER of Ard with NOMDA’'s executive secretary in 
more, Pa. have been named co-chair New York City and at that time set- 
men of the National Office Machin tled a great many of the details that 
Dealers Association 1961 Convention are always connected with as large an 
and Trade Exhibit to be held June affair as the annual convention of the 
18-21 at the famous resort, Grossing group. Being close to the Association's 
ers. This is one of New York state’s Canadian members, it is expected that 
best known resorts and is expected to many of the northern neighbors will 


Pfitzenmaier 
attract a record attendance be on hand 


Harold Peck 


Pfitzenmaier was in the thick of the 
planning and work for the NOMDA 
meeting in Atlantic City in 1953 and 
brings a wide experience to the prepa 
rations for Grossinger’s. Peck has been 
on the executive committee of 
NOMDA for the past two years and 
has been intimately connected with all 


the details of the event. 


NOMDA Edition 
Is Biggest Ever 


Just published and distributed to 
the members of the National Offic 
Machine Dealers Association is_ the 
1960 edition of the “Who's Who in 
the Office Machine Industry.” 





The publication is a directory of 
members, manufacturers, trade prod 
ucts and distributors. Data on each 
was carefully gathered and prepared 
A moment of truth for the staple from every member of the Association 

Assembly and production took sever 
al months to complete 


This new issue contains the greatest 


SS In thousands of busy offices each day, as the number of companies and products 
little staple is driven home to fulfill its highly wes Neted in the “Silks Whe 


isted 


his 
useful end, people who appreciate quality and easy, tory. Included are the names of top 


trouble-free operation are accomplishing this with dealers and manufacturers in the 
BATES staplers. The fastest growing line, BATES of- United States, Canada, Mexico, Phil 
fers such innovations as a model that makes its own ! 
staples, one with a staple remover that stows away 
when not in use, a Hand-Grip stapler of revolutionary 
design and electric models that staple at a touch of the 
paper. BATES wide range of styles and models pro- 
vides a stapler to satisfy every need! 


ppines, Puerto Rico, Bermuda, Cuba 
taly 


ind West Germany. 

Who's Who” is an official publi 
cation of NOMDA and is mailed to 
every member of this international or 
ganization. It is a source of reference 
to anyone in the industry. 

Additional copies are available to 
members at the cost of $10.00 each, 
including a copy of the 1961 supple 
ment. Non-members may purchase the 


Standard for Excellence the BATES manufacturing CO. box k for the price of $50.00 from the 
TG! NOMDA office 


For complete information, write 


Orange, New Jersey 
New York Office: 63 Vesey Street, New York 7, N. Y. 


Names Distributor 


NUMBERING MACHINES *STAPLERS *LIST FINDERS * PUNCHES * STAMP PADS * EYELETERS Shrex of Fort Wayne, 712 Clinton 


St., Fort Wayne, Ind., has been named 
area distributor for Art Metal, Inc 
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TWO GREAT NEW IDEAS 
FOR TYPISTS 


TWO GREAT NEW NATIONALLY ADVERTISED PROFIT OPPORTUNITIES! 


Miracle stix wipe dirty keys No messy brushes or putty! Britetype Stix clean type 
clean without soiling hands. quick and easy, bright as new. Package of 10 only 98¢.* 


PERE EC- 
TYPE: 


HOW YOU Cv 





Magic slips of paper correct Now corrections in half the time with every letter “letter 
typed mistakes without erasing. perfect.” Double-size pack, 308 square inches, only $1.98.* 


* suggested retail! 


PERRY-SHERWOOD CORP., 257 Park Ave. So., N.Y. 10 N.Y., Dept. 8 
(1) Please send me free demonstration samples. 
() I am interested in a PERFAX Thermographic Paper Franchise 


COON - 
ii Company . — — 
/ y FOR Address__ ; MY 
/ FREI 
| SAMPLES . Zone___State 
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New Products 


gt 


\ 


=) 


A new folding arm chair said to p 
features found only in 
by Hower FOLDING 
: N.Y. Tee 


with the back 


fine office furn re ha 
Park A 


full-length 


FURNITURE, INC., 1 


chair has 


ind seat, are 


L100 
cushioned with 
Inquiry Card No. 22 


The 
for drafting and chart work has been ann 
by CHART-PAK, INc., 1 River Rd., 
[he tape is available in 11 widths and 
colors 
notations n 


development of matte-surface col 


Leed 
The matte finish is designed to s 


ust be made on the tape 


Inquiry Card No. 24 


Inquiry 


For More Information Use Inquiry Card on Page 51 


66 


BROWN & 
i6th St 


Bro 
New 
trihiitinge epee: 


f 


oo Ad 
et AAR 
BCCCG. 


or white 
S transferred 
carrying sheet and 


with 


surrace 


hs and 
+} 


ings 


Inquiry Card No 


ea 
‘we 
A PI 


S. Broadway 


THE O_p Town 
MFG 8, N. Y. 
Los spirit duplicat 


has ntre ing a ful I COpy 


Corp., 750 Pacific St., Brooklyn 
lesigned the Model 9E 
which has a 9” by 17” 


New type rollers and 


MMER electric 
cylinder 
( ing area 

ne of ma positive feed insut single sheet feeding every 
Ss J 9 
Inquiry Card No. 25 No. 26 


Inquiry Card 


4 
Se} 
Rubber Type Printing Set 


Ame rag 


f ting set for home and office use 

announced by the CaARTER’S INK Co., 239 First 

Mass. The kit consists of an inked stamp 

I supply of rubber type letters 

[hree sizes of type are available 
Inquiry Card No. 28 


Card No 


Ider 
1O1Ce! 


*rals and tweezers 


More New Products on page 71 
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OA CAN BE FOUND 


IN ALMOST EVE 


RY 


DEALERS STORE’ 


During the many years I have been 
associated as a sales representative 
of manufacturers in this industry, 
OFFICE APPLIANCES has always been 
recognized as the leading trade 
magazine Dealers are kept well- 
informed and also receive valuable 
information on sales training 
merchandising and advertising some 
of these articles have been used in 
sales meetings of dealers, which 
proves the value of OFFICE APPLIANCES 
in educating and improving this 
industry. 


OFFICE APPLIANCES can be found in 
almost every dealer's store, and it is 
not "stacked away" until the personnel 
of the organization have had the 
opportunity to survey its contents. 


ee in OFFICE APPLIANCES 
manufacturers whom I represent, 
carries their sales messages to a 
major segment of our industry, which 
in turn, proves beneficial to me 


The knowledge acquired from reading 
OFFICE APPLIANCES regularly with all 
its features and advertising should 

make it a "must" with everyone in 


~ Te. a + 
our industry 


Oh. he NA keke. 


Charles H. Hucke 


Office 


Appliances 








Number 11 of a Series 
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Office Pappiionase 


General area of sales coverage 


wo 
Virginia 
Ps 
Tennessee Pd North Carolina 








South Carolina 
Alabama 


Mississippi ‘exes ae 
Pa 


Louisiana 
(East of the Mississippi River) 


| DED 5 oftice /SAURIN 


Appliances Commun EBwe 


THE'BIG TOP” GOES UP. 
THERE'S MUCH TO SEE 




















new sales 


Mark up 


& profits with the 
pRY 


with the 
EXCLUSIVE 
SPRING-WICK 
VALVE ACTION 
as illustrated 
y Just push down 
ink flows again— 


Will not dry up 
%, if left uncapped 


<¥, a 


aS 


‘ P 
~~ 


packaging...’ 


— 
f he . 
- scapes inkmearkers 


FLAS MDAY 
inkmarkers 
Vig ds May Moborcad! 


ere 


Available in attractive 4, 8 or 12 color 
sets. Also individually carded. (Bubble) 


enew prices... 


eeeeeee 
5 Sizes, 4 different packages and 11 coiors, all com- 


binable for big discounts. List prices range from 39¢ 
to $1.49. 


enew promotions... 


4q Jleaders 


Complete merchandising program, dealer aids 
and national advertising backs you—helps you 
sell! Advertised in Reader's Digest, school, office ay 
and industrial publications. # 


ilable--- 
NEW! now ONS 


eeeeeeeee 


Pocket Size, 





Slimline 
PEN 
MARKERS e 


Ae i! 

and a = : il 
o OU | | 

w@ ) 


MANUFACTURING COMPANY 
169 Murray Street * Newark 5, N. J. 


Ail 





“Makers of the Famous Lewis Safety Knife and Flash Box Opener’’ 





COMDA Makes Tour of 
Victor Adding Plant 


A tour, dinner and program was provided by Victor 
Adding Machine Co. for members of the Chicago Office 
Machine Dealers Association on Tuesday afternoon and 
evening, February 14. 


Victor personnel conducted the 100 attending through 
the plant in groups of six. Impressive was the cheerful 
attitude of the workers assembling the adding machines 
Some 1,600 persons are employed 


After the tour a film was shown, depicting the results 
of employee suggestions. The film revealed, too, how 
a semi-automatic operation has speeded the production 
of the Victor machines. 


WILLIAM LEAHY, sales manager of the Champion 
line, then introduced a panel of speakers. MOE BERG- 
MAN, assistant service manager, told about the service 
schools and the quality of Victor machines. AL GINTOL- 
LI, marketing manager, delineated the business climate of 
today to the machine dealers. He pointed out that when 
conditions are “rough,”’ adding machines were a “must 
because each dollar becomes that much more important 
When business is good, conversely, adding machines arc 


necessary to keep efficiency at a high level. 


FRED HOMAN, credit manager, discussed the impor 
tance of watching accounts receivable and Frep HutL- 
BURD discussed how the office machines dealer can take 


advantage of Victor's national advertising 


Dinner Was SC¢ rved in the company cafeteria. 


GBC Forms New Division 
To Serve Stationery Trade 


A new specialty sales division, 


designed to serve the stationery 
dealer trade has been formed by 
the General Binding Corp., it was 
announced by WILLIAM N. LANE, 
president 

Lane also announced that FELIX 
D. KOLBEN, a veteran of the plastic 


binding industry, has been ap- 


; Felix Kolben 
pointed to head the new division 
He will supervise sales and service of GBC’s looseleat 
binding system to stationery dealers 

Kolben said a newly designed Dealer Pack now makes 
it practical to offer a binding service to the public 
through stationery and office equipment dealers. The 
Dealer Packs are offered in conjunction with a low-cost 
punching machine. The combination will enable deal 
ers to plastic or metal bind any type of paperwork for 
their customers in a few seconds. The complete kit can 
also be sold to customers who have a regular need for 
binding service 

Prior to his appointment to head the GBC division, 
Kolben had been manager of the plastic binding divi- 
sion of Wilson-Jones Co. At one time he headed his 
own European binding firm, Plastic Looseleaf System, 
in Brussels 
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another first for AICO”! 


THE NEW 
“RIP- PROOF” INDEX 
THAT MAKES 
ALL OTHERS 
OBSOLETE 


tabbed with DU PONT’S 


Examine the Mylar index tab. FLEX /7 
and watch it spring back to position. 
[RY 10 (EAR (7 , and be surprised at 
its remarkable strength. FEEL ITS THINNESS, 
and imagine how it will reduce the bulk of 
indexed catalogs or sales manuals. This 
is the first index ever to be tabbed with 
Mylar... the AICO “Rip-Proof” Index! 





1957... AICO* INTRODUCED “RIP-PROOF” 


MYLAR REINFORCING AND MADE 
ALL OTHER TYPES OF REINFORCEMENT 


OBSOLETE 





NOW ANOTHER AICO’ FIRST! 


A ‘‘RIP-PROOF’’* INDEX TAB THAT 
WILL REVOLUTIONIZE INDEXING! 





Z 
N 
50 times stronger! The AICO ‘‘Rip-Proof’’ Mylar tab 


has amazing strength—more than 50 times stronger than 
any plastic tab now in use. Means years more wear! 


40% less bulk! This remarkably-thin index tab has only 
60% of the bulk of now-obsolete plastic tabs. This new 

slim look’’ makes indexed catalogs, reports, manuals and 
presentations look neater...does away with the bulky appear- 
ance they use to have. Ring books can hold more pages, too! 


Tougher beyond our measure! These tabs won't 
break or crack as plastic tabs do. Mylar is so tough we 
could not measure its cracking point! 


Be sure you say “AICO® Rip-Proof’® the next time you order indexes ! 
Tear out this sheet for your information file. For samples write to the closest 
AICO plant listed below: 











__JAICO U_ eg. J. algner company 


426 S. Clinton Street 333 Cactus Drive Aigner Index Company 
Chicago 7, Illinois Oxnard, California 44-16 23rd Street 
Long Island City, New York 





mM G.J.A 1961 No. RP-61 Printed in 





nlinhed 


New Products ... : 


copying machines are being 
Watervliet, Mich. The 
fast, inexpensive 
other 
ot 


portable 
JIMCO, P x 762 
uted fot a TK where 
one-side-only 


sketches of 


i consists two parts an 


ti tir r 
Lit I | 


and 
Card No 


Inquiry 29 


set 
ALI 
ckensack 
ball 


Chis 


the 


been 
PEN 
N. J 


and a 


has 
RIT! 


Brook 


has 


echanis1 


A 


has bee n 


new 


SASSER I 


541 Bridg 


Va 


in < 


The 
ard 
stock and 
sertion 
ers and 
propel 
tations 
either 
by hi 


able 


ina 


whit 
blu if 


i SIZES 


Inquiry 


For More Information 


OA—4/61 


a developing chat 


JACK 


Positive destruction otf obso 
but 
provided 
Shred paper 
the INDUSTRIAI 
SHREDDER & CUTTER 
909 Ellsworth Ave 

Ohio. Featuring a 10’ 
throat, it 
cally all oftice 


machine 


conhdential 
by the 
shredder 
PAPER 
Co 


Salem 


lete reports 


“Auto 


trom 


1s 


feed 
will accept 
data 


an 


practi- 
This new 


utilizes automat 


feed shredder housed in a 


fiberglass case which is 


mounted on a matching base 
an aluminum col 
The bin will hold 
normal-sized 


The 


casters 


containing 
lection bin 
up to 

baskets of 


waste 
i arke ted 


machines 
blue 


originals 


paper base is 


equipped with 


line : 
Inquiry Card No. 30 


exposure 


be I 


Hi tror 


Ave 


proved 


lite 
SILBER 
n, N. ¥ 


paper 


punchless binder 
Co Atlant 
has a 
te kee ps 
It 
panel f 


No. 32 


Cri 


Los 


LABEL Co 
Calit h 
color-tinted 


& 
Angeles 
stock of 


tabulating 


THE Pet TAP! 
La Brea 


troduced a 


50 
1Os( 506 in- 


as 
ind in 
the 


new new pres 
Suc papers sensitive labels for 


data 


sure se 


he left side is scored 
title 


Inquiry Card 


with processing machines 


nas a 


Inquiry Card No. 33 


pin label 
developed by the 
Co 
Danville 


die 


oO 


NTI 


cut 


ation 


been 


ured by PIERPONT 
N. ¥ 
to | 
the 


This Model PPA phone at 
IN« 


need 


nplifer manutact 
Ave 
factory 


discussions 


Card No 


INDUSTRIES Franklin Brooklyn elimi- 


the 


the 


nates for and hysically 


tele phone 


office personnel 


hold during and utilizes atest 


transistorized design to achieve voice fidelity 


Inquiry Card No. 35 


Use Inquiry Card on Page 51 
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The ‘Partition’ Folder for “Extra” Sales! 


This multipurpose folder by “GUSSCO” can house 
up to six different subdivisions of one subject 
in a neat, compact, easily accessible manner. 


It is designed to provide instant reference to various Display the ‘“GUSSCO” partition folder in an eye 
papers covering different aspects of the same subject atching display carton containing 25 folders in as- 

sorted colors. These are now available. Place your 
“Extra” filing supply business is assured with the gidee today! : 
‘Partition’ folder . . . . to an important and growing 


Ring up additional sales at a Jealthy profit with the 
market. ; ; 


Partition’ folder by “GUSSCO”. 
For example, the professi yal man wyer Partition Folders letter 4 legal _ ee a 
' heavy 17 point Kraft stock cloth reinforced front an 
countant, doctor, etc. can combine several reports on , P 
; back. Outside covers are fine quality pressboard. Flush 
one subject into a single compact subdivision folder fasteners are attached to partitions permitting use of 
Ideal for the busy sa/esman with several items to both sides of the partition. 
present; for the student to keep reports on different Also available in metal tab and celluloid tab styles in 
all sizes. Red, Gray and Green pressboard. Folders avail- 


ie , nited . 
subjects. Its uses are virtually unlimite able with any number of inner partitions. 


Also manufacturers of ‘“Transfile'’ transfer files — ‘Gussco' filing supplies — "Guide-O-folder'’ — “Guide-O-file' — "Guide-O-tray” 


Guide System & Supply Co. 


335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPRESENTATIVE — GUSSCO SALES \NC., 337 WINSTON ST., LOS ANGELES 13, CALIF. 
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FIRST MAJOR BREAK-THRU 
r | A H IN STENCILS since Frankel created 
= the FILM TOP STENCIL 30 years ago! 


With a ribbon 80 sheer 
And a stencil 80 white, 
It's like typing a letter, 


It's love-at-first-wRITE! 


"aed 


of 


‘Now for the first time it is possible to 


type right on the stencil thru the ribbon 


with KLEAN-WRITE white, super-sensitive STENCILS and 
SUPER KEMLON RIBBONS 
the combination that will revolutionize the entire stencil industry! 


Eliminates need for top film Super Kemlon Ribbons, 
36 yd. length, for IBM per doz. . $40.00 
24 yd. length, for all other 
typewriters, per doz.. . . . . . 28.50 
- oe Klean-Write White Stencils, 
Finest visibility and proof-reading NOMI os 6 ae 6k ke Oe 
qualities ever! Quantity and Dealer Discounts on request. 


No chop-outs, no type-filling 
Easier to make corrections 


Cleaner, sharper copies 


po ~~ = ‘SEND FOR YOUR TRIAL ORDER TODAY!= = = = == 


FRANKEL MANUFACTURING CO. + 285 Rio Grande Bivd., Denver 23, Colo. 

Please send me a trial order of Super Kemlon ribbons and 
Klean Write White Stencils. If I am not completely satisfied, 
I will return the unused portion for-credit. 


FRANKEL 


MANUFACTURING CO. 


Established 1906 


285 Rio Grande Blvd. + Denver 23, Colorado 


MAKE OF TYPEWRITER 
QUANTITY OF RIBBONS 
MAKE OF MIMEOGRAPH 











Name 








In New York, contact 


Crystal Copy Corp. + 4 West 16th St. + New York, N.Y. 
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New Products 


A desk model punch and ten sets of 2” capa 
paper fasteners in one compact package ha 
CHARLES LEONARD, IN¢ 9 

N. Y. The punch comes in 


three 


troduced by 
Ave., Glendale 


and has 
4 


green punching positions 
standard centers 


i 
Inquiry Card No. 36 


INDEXES, INC., Evergreen 

the “Adjust-O-Cover 
justable telephone directory cover 
ction with foan 


and 


PAPI 
introduced 


It is 


cubb 
Cel-( 


vinyl constr 


plated nN 


virgin 


tal parts 


padding 
lab” indexing tape 


Inquiry Card No. 39 
































er 


ine 
lating 


nserting 


The 


Ila > 
collate 


ssorted 


6 


Fifth Ave., New York 


HE PHOTORAPID Corp 
new copier called ‘Dia 


N. Y., has anno 


It uses the electrostatic principle of transferring 
iple, electronically controlled cycle 


ni 
ni 


it srong 
city pron 
inced 


s been in 

11 Cooper fax 
sea to images with a sir 
f operation. The t copies any original without 


ud 


utill 


rin 


i s 


Inquiry Card No. 38 


cn 


Iqt La 


““ 


Merchandise Mart 
new 


Ch 


iS a iuto 


A( announced 


pencil sharpener that sharp 
in nd 


perfect point seconds 


Inquiry Card No ; 
ncil down starts the t 


) r¢ 
stops it 


Card No. 


ncil 


y 1 


Inquir 


“Slide-A-Shelf 
unit. The tof 
n rubber for 


casters and is sturdy 


the 


secretarial 


STEGER Co., has introduced 


convert into 


masonite 


en 


acnhines 


Inquiry Card No. 


Inquiry 
44 


For More Information Use Inquiry Card on Page 51 
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beauty that’s 


more than 


finish deep — 





New Products .. . ovtinued 


A low-priced pen 

aimed at the school 

market has been in 

troduced by the 

EVERSHARP PEN Co 

Div PARKER PEN 

Co., Janesville, Wis 

Called the Big E, 

the cartridge pen has 

a stainless steel point 

in eXtra hne medi 

ul and broad It 

uses a. standard 

cartridge and 

in black 

grey, deep blu ind | ( i BLI 1 ruUAL Propucts Co., IN« 
light blue otl \ A ty 3 is maf arbet t orcester, Mass., has added 
disposable and ketit ts f refills for it the punch to its line of hand an 
permanent lispen i I t f ead units lesk punches t is fully adjustable to 
are being made avai len are pack I holes and will handle p 
able to dealers plastic t 1eets of r at a time 


Inquiry Card. No. 44 juiry Car Inquiry Card No. 46 


A new index, specially designed to provide instant feet rior A nev ynacopy stem for paperwork rept 


reference to tabulated data in thin post binder shelf and storage spa tion, availal n either electric or manual models 
been developed by the G. J. AIGNER Co., 4 t le of heav as been introd 1 by the GENERAL BINDING 
Clinton St., Chicago 7, Ill. Insertable st t heet metal and 1( coki “ Northbrook, Ill. The 
commodate special titles, the index tabs are f re i by 2 ich has 1 heet production capacity pet 
clear plastic b and handles papers up to 17” wide 


Inquiry Card No. 47 Inquiry Card No. Inquiry Card No. 49 





THE PerRy-SHERWOOD CorP 
York 10, N. Y., has developed Br 
dirt from typewriter type. Each stick hi 


Squeezing the stick saturates the wick 


dissolving formula. “Britetype’’ comes packed ten sticks t Inquiry Card No. 51 


a box 


Inquiry Card No. 50 


For More Information Use Inquiry Card on Page 51 
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From our new 
collection of 


Conference Tables 








in boat or oval 

B U R K E 5 I N C . shaped tops with 
star or round 

pedestals 


Available from 


8’ to 24’ lengths 


in all formica 
surfaces 

Shown here 

in 10° oval 
rosewood formica 
at 360.00 retail 

with #35 chair 70.00 


write for descriptive literature 


4056 Trade Mart, Dalias 7, Texas Riverside 8-O0O25 


>hicago, New York, Providence, Dalias, Los Angeles, San Francisco, Seattle, Honolulu and Toronto, Canada, 





CASH AND CHARGE 

(Form 465CC) 

All Purpose Cash and Charge 
Form for retail, service, com- 
mercial or business use. Build 
your profits with these! 


AMERICA’S 


MOST WANTED 
FORMS... 


There’s a form for 
every need! 


QUALITY =f 
THAT SELLS ITSELF.Xe® \ 
Means fvaremtee’ QQ EATRA PROFITS 
‘ FOR YOU... 


You buy for 
less from Royal! 
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more volune...more repeat sales...more protit 


REGISTER FORMS — 


Phone Number y 


FIRM NAME 
DESCRIPTION OF YOUR PRODUCTS 


F A STEST cies City & State 
DELIVERY YOU PO ti 
CAN GE7... —— 


7 to 14 days on 
regular, 14 to 21 days 
on custom forms. 















































100% 
DEALER SALES... 


Forms never sold 
direct to your 
customers! 




















ROYAL'S SPECIAL VOLUME DISCOUNT PRICES MAKE EXTRA PROFITS FOR YOU! 


PLUS 40% SAVINGS VIA ROYAL’S SPECIAL EXPRESS RATES 
DEALER'S ADDRESS WEIGHT REG. EXPRESS ROYAL RATES 
NEW YORK.NY.._—‘75 7 
DETROIT, MICH. — 
ATLANTA, GA. 
ST LOUIS.MO. ‘75 Ibs. 
REGISTER COMPANY _ 


measnua, NEW HAMPSHIRE Write today for Dealer Information, Illustrated Catalog, 
Prices, Discounts. Address Dept. CC-3, Royal Register Co., 
Nashua, N. H. 
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The new “600” Line represents 
quality craftsmanship, featuring a 
contemporary styled cast aluminum 
base and compietely weided square 
tubing frame usually found only 

in higher priced chairs. 


the Quality is High 
the Price is Low 


The “600” Line chairs are built up to 
MILWAUKEE’S high quality standards and 
priced down to meet all competition. 
Fourteen different models are shown in 
Catalog M-108. Write for your copy today. 


MILWAUKEE METAL FURNITURE CO. (Not Inc.) 
101 N. Campbell Ave., Chicago 12, Iilinois 


makers of 
fine chairs 
for over 
half a century 
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THE Paper Mate Co., 444 

Merchandise Mart, Chicago APERG 
54, Ill., has introduced a new 
permanent fixture for its ball 

pens and refills. This open 

front, wood counter display is 

framed in polished walnut 

and holds 36 pens with space 

in the rear for reserve stock 

There are also separate pock- 

ets for three types of refills 

All merchandise is clearly 

visible and the pens are held 

securely in place by a locking 

device controlled from the 

back of the display. By flip 


> ] ¢ 
sheet display-dispenser box is new ping a lever, the clerk can 


) Div. Moore BusIness ForMsS 
od. N. J. Each box holds ) ' the customer can make a se 
in a variety of colors. The box fection 

Inquiry Card No. 102 


tilt all 36 pens forward so 


hite double-face corrugated b 


Inquiry Card No. 101 


This fu r display with 
revolving center piece is be 
ing oftered fr of charge to 
STOP, LOOK | ~~ = NEW dealers b REMINGTON 
LIST'EMs oe 08 MONARCH RAND PorTA! [YPEWRITER 
1 EXTRA PORTABLE BY Diy SPERRY RAND CORP 
FEATURES ania REMINGTON 315 4th / New York 10 
ess $ON% I Y. Measuring 16” wide 
0” high and deep, the 
display featur a cardboard 
dummy" of e new Mon 
arch typewriter which can be 
folded down, allowing an 
actual machine to be inserted 
in its place. The revolving 
cylinder, which lists the type 
writer's 12 extra features, has - 

no mechanical parts. A bulb THe W. A. SHEAFFER PEN Co., Fort Madison, Iowa, has 

inside the cylinder lights the designed two new window displays for its ballpoint pens 

display and causes it to rotate with “Reminder” clips. The unit at left shows the $2.95 

Inquiry Card No. 103 model, the other shows the $3.95 pen 
Inquiry Card No. 104 


An index planner and sample 
catalog for use by stationers, 
printers, bookbinders and other 
suppliers of indexed materials 
has been developed by the G. J 
AIGNER Co., 426 S. Clinton St., 
Chicago 7, Ill. The index plan- 
ner contains samples of all 
styles of index tabs, tab colors, 
tab sizes, paper sticks and My- 
lar plastic reinforcing. It con- 
tains layout sheers for fast easy 
layout of tab titles. The book is 
available on request by writing, 
on company letterhead, to the 
ompany 


Co. Crestwood. Wilkes Inquiry Card No. 106 


this dispaly for its Noblot “‘Erasa 

inimum use of counter space 

ying, this display offers the consumer 
1 two points 


Inquiry Card No. 105 


For More Information Use Inquiry Card on Page 51 
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NOW: 

YOUR 

SPIRIT 
DUPLICATING 
CAN 

BE AS 
CLEAN AS 
THIS 

PAGE 


The degree of cleanliness achieved by 
Spirit Ready-Masters was but a few 


dream and a typist’s hope 


This new cleanliness is the prod 
development. It is obtained by the 


dyes suspended in plastic comp 


In preparation, handling and dug 
from simple carbon units to cc 
applicat ons an 


figuratively and 


In addition t 
throughout the 
ability t re-rur 
KA 


sters 


Ready 


resultant waste 


Whether it's in flat sheets 
typewriter rolls or interleaved set 
handle the b. Get this new clea 

MA 


na sters 
sters 


For free demonstration 
dealer nearest you. For fur 


Division" at their address below 


PLASTISOL SPIRIT MASTERS 


Columbia Ribbon & Carbon Mfa 


Columbia Ribbon & Cart 


New Catalogs 


THE AMBERG FILE & INDEX Co 
Kankakee, IIl., has announced the re- 
lease of its new catalog No. 1060 
The 56-page book contains complete 
information on the hundreds of items 
currently offered by the company. The 


AMBERG FILE & INDEX CO. 


catalog features full illustrations of 
the products, along with cost and 
transportation data. Items shown for 
the first time are prominently marked 
included are several new covers and 
portfolios and the new personal file 
covers are illustrated. 
Inquiry Card No. 107 


THE SMITH SYSTEM MEG. Co., 212 
Ontario St., S. E., Minneapolis 14 
Minn., has released its 1961 catalog 
sheets which are usable both as cata 
log inserts and for sales promotion 
Magazine racks, bookcases, literature 
racks, record storage cabinets, lecterns 
film racks and slide cabinets ar 
among the products illustrated and 


” 1 odd 


described on the 9” by sheets 


Inquiry Card No. 108 


ARD Mec. Co., INc., 19 Vine St 
Evansville, Ind., has published a 1961 
catalog. The catalog pictures and de 
scribes accessories for restaurants, caf 
eterias, hotels, offices and stores. Spe 
cially featured is the company’s new 
line of Early American style chairs 
ind stools 


Inquiry Card No. 109 


A new 100-page general catalog (No 
100-K) has just been released by 
LYON METAL Propucts, IN«¢ 

Plant Ave., Aurora, Ill. The book 
illustrates the complete line of steel 
equipment products for business, in 


dustry, institutions and homes. It con 
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The Courtier 
5801 arm chair 


Introducing the new 


Stanley Courtier 


The perfect blending of the elegance of past centuries with 
the styling of today. Here is a family of fine furniture 
appropriate for the most tasteful offices ... and homes. 


STANLEY MANUFACTURING CO. 
2310 N. Main Fort Worth, Texas 
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COMPLETE SELECTION 
COMPLETE PROTECTION 


,uekh* 


es « 
pa 


Series T-200 (9 models) Series 70 (8 models 


17 BURROUGHS CHECKWRITERS TO CHOOSE FROM 


There’s a checkwriter for everyone in this fast-selling line. Price? 
The widest choice. Features? Widest choice, too—from the solid 
efficiency of the series 7O for voucher type or regular checks to 
the maximum control, protection and economy of the series 2OO. 
On top of that, Burroughs quality throughout, a warranty to 
cover customer operation losses. For complete details fill in the 
coupon below and send it to Dealer Sales Department, Burroughs 
Corporation, Detroit 32, Michigan. Burroughs—TM 


Burroughs Corporation 


Fill in and 
mail today to DEALER SALES DEPARTME 


BURROUGHS CORPORATIO DETROIT 32, MICHIGAN 
Gentlemen, tell me more at it Burroughs checkwriters 
Name 
Firm 


The Sign of Address 


an Outstanding 
Jea er 


New Catalogs ... continued 


tains product views, complete specifi- 
cations and installation photos. In- 
cluded in the catalog are several new 
products which are illustrated there 
for the first time. Among them are: a 
complete line of office chairs, a new 
12” high bookcase and Lyon slotted 
angle and accessories. 
Inquiry Card No. 110 


THE NUCRAFT FURNITURE Co., 1615 
Eastern Ave., S. E., Grand Rapids r. 
Mich., has released catalog No. 60 
covering its lines of office furniture 


The 50-page book illustrates and de 


orraerer 


Pt mvirine 


scribes bookcases, credenzas, utility 
and telephone cabinets, shelving, ta 
bles lettertrays and  wastebaskets 
Metal leg and metal frame tables ar 
also shown as are new, easy-to-install 
modular shelf units 

Inquiry Card No. 111 


THE ELLINGSWORTH MEG. Co., 200 S 
Peoria St., Chicago 7, IIl., has issued 
a new price list covering its line of 
loose leaf covers. The list offers new 
prepaid freight plans, liberalized 
quantity discounts and lower prices 
on certain items 
Inquiry Card No. 112 


THE AMES SuPPLY Co., 564 W 

Randol; h St., ¢ hicago 6, Ill., has pre 

pared a catalog and price list of f1 

quently used typewriter parts 
Inquiry Card No. 113 


A catalog of templates and letterins 
guides has been published by th 
ROARK TEMPLATE Co., 3803 E. First, 
Fort Worth 11, Tex. Catalog No. 561 


continued on pa | 
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| ere) anv stowe! 
be selling 


SHEAFFERS 


on television 














See for Yourself...HOLD THIS PAGE UP TO THE LIGHT 


Then, for more good news, see other side 


























SHEAFFERS 


puts I'V’s 2 top salesmen 
on your team...starting May 1 


Your top-profit line of Sheaffer pens, pencils and ballpoints are going to be pre-sold on 
the whole NBC-TV network...in addition to local newspapers, national magazines 


and colorful merchandising materials. 


THE THE 


JACK = DAVE 
PAAR GARROWAY 


TODAY SHOW 


SCHEDULE May 26, Fountain Pen 
May 3, Cartridge Pen May 1, Cartridge Pen May 29, Fountain Pen 
May 8, Cartridge Pens May 5, Cartridge Pen May 30, Cartridge Pen 
May 12, Cartridge Pen May 9, Cartridge Pens May 31, Cartridge Pen 
May 19, Ballpoint May 11, Cartridge Pen June 6, Ballpoint 

May 24, Cartridge Pen May 16, Ballpoint June 7, Cartridge Pen 
May 31, Cartridge Pen May 18, Ballpoint June 8, Balipoint 
June 2, Fountain Pen May 19, Ballpoint June 12, Cartridge Pen 
June 9, Ballpoint May 22, Cartridge Pen June 14, Cartridge Pen 
June 16, Cartridge Pen May 23, Ballpoint June 15, Cartridge Pen 


SCHEDULE 


Tie in your own advertising with this 


spring-time, gift-time merchandising calendar 


ARING AIDS 
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NEW 


May % 


“ANUARY = FEBRUARY V MARCH 


$195 


NO. 300 


Holds 1 to 3 Years Supply of Checks 
Accommodates All Sizes of Checks 


RETAIL 


Permanently Positioned Guides “occccccccccccccccccccccccccococce® 
Heavy Luggage Latch 
Metal Hinges 


Here is a low cost, compact filing case 
for canceled checks. Made of sturdy 
binder’s board, the new Amfile Check 
Case provides a permanent, system- 
atic method of filing canceled checks. 
Overall size is 3%” high by 94” wide 


by 918” deep. 18 lbs. for carton of 12. 


The 4 attractive colors blend with any 


interior color scheme. 


Sol 


Heavy Gold Gummed Labels for Flexibility - Versatility 


« 
Each case includes a set of e year, two year and three year Y Atpsthive Chlorp 
heavy gold gummed labels for outside of case so user can CHERRY RED 
quickly locate the exact set of eled checks desired ind 
a set of alphabetical labels for those who prefer to file check SEA GREEN 
by name SKY BLUE 


NAVY BLUE 
PLEASE TURN PAGE 





File Folders — Filing Supplies 

Brief Covers — Agates and Box 
Files — Albums and Scrapbooks. 
All five lines from one single 


source—Amfile. 


Every one of 789 stock items is 


carried in factory stock. When FAST . R 


you want an organization geared 


to your need for quick service — S E We V I C E 


call on Amfile. 


The lowest price tag in each pro- 


duct group is an essential to LOWES 
good merchandising. Amfile (COSTS 


puts you in line with competition. 


This is the time to look us ower. 


(ur Ne] illustrated catalog is GET NEW 
just of pre Write for you CATALOG 


copy ft 


AMBERG FILE & INDEX CO. 
1625 DUANE ST. KANKAKEE, ILL. 





AT THE 
REMINGTON 
“LIFE TEST” 

LAB! 


How this adding machine printed over 


19 miles of tape in 90 days (and nights 


When this REMINGTON adding ma- 
chine came off the production line, it 
could have gone to a heavy duty user. 
And run trouble-free for 5 years. 

Or to a moderate user. And run 
trouble-free for 10 to 20 years. 

Instead, it went to the Remington 
‘Life Test’? Laboratory. And was 
tortured for 3 months. 

Automatic machines gave it a 
workout. 10 robot fingers “‘played”’ it, 


guided by a punched-tape program 
(much like a music-roll on a player 
piano). 24 hours a day. 90 days and 
nights. Without a stop. 

It added and subtracted 2 digit 
numbers and 8 digit numbers. Full 
loads (all 9’s) light loads (all 1’s) and 
alternating loads (19191919). Every 
number and every key got a workout, 
as it reeled off 6 million cycles. 

Humans “interfered” for three dif- 


ferent reasons. To feed tape rolls 
(over 19 miles of it). To check print 
consistency. To dismantle the machine 
after the test and microscope every 
single part. 

It passed all tests. Or it wouldn’t 
be in the Remington line. 


Office Machines Division 


Memington_ Flan. 


DIVISION OF SPERRY RAND CORPORATION 


For greater adding machine profits, the man to see is from Remington, Contact your nearest office or write Remington Rand, Dept. 941-0A, 315 Park Ave. South, N. Y. 10, N. Y. 





Feminine angle in selling 


worth considering, too 


by FRANCIS LEE 


special writer 


Y STORE ARRANGEMENTS, window dis 

plays, and advertising are planned to interest 
women,” says Harold L. Williams. ‘Dealers seem to 
overlook the fact that feminine customers are as impor 
tant to an office supply business as they are to a dress or 
gift shop.” 

Williams, co-owner of the Manhattan Typewriter Cc 
217 S. 4th St., Manhattan, Kan., believes in taking ad 
vantage of the statistical fact that women wield thi 
purse strings of the nation 

“Women executives aren't a rarity, continues 
nor should we ever forget that usuall secretary 
makes the final decision when a new pi of office 
equipment is purchased. The executive's wife is im 
portant, too. In many cases sh¢ had beet business 
woman herself, and has a knowledgeable background of 
the appliances needed for a smoothly running office 

To attract this feminine trade, Manhattan Typewriter 
is presently preparing a direct mail campaign based ot 
the slogan, ‘‘Help your husband remodel his offic 

We're planning an illustrated brochure showing 
tinctive office furniture at reasonable pri 
these to the wives of the men on our 
the idea of stimulating sales by selling th 


Williams explains 


while adequate reasons for re-modeling 


through his home,’ 


be given directly to the buyer, they 
weight if they are presented to him by his wv 

Closely allied to this campaign is th 
rating service offered by the company 
the respect that nobody else in this 
with the same idea,’ Williams states 
very simple way. There is a professional decorator with 
one of our suppliers. We take the measur nts of the 
offices and send them to the decorator with w details 
about the kind of business and the departments which 


are being re-designed. If it’s for a private office only 
we include some information on the hobbies and per 


sonality of the executive. The decorator works out th 


90 


theme from these descriptions 

When asked what he would do if the services of a 
decorator weren't available to him, he said thoughtfully, 
‘I believe I would either hire one, or have a cooperative 
arrangement with a local decorator. If neither of these 
were feasible, I'd study decorating myself!’ Williams 
reasons that there is an increasing emphasis on having 
offices designed for beauty as well as utility in order to 
increase efficient operation. ‘Again, it’s the ladies’ in 
fluence that has brought this about. They know that a 
comfortable home combines both of these ingredients 
and they conclude that if this is true in a house, it must 
also be true in a business office. By our offering the 
services of a professional, we appeal directly to the 


woman 


Precede a Popular Woman 
Their TV and radio advertising is also slanted to a 
feminine audience. “If you analyze TV, you'll find that 
t's centered around women's programs. This is also truc 
of radio,” Williams says. “In these mediums we lik 
short spots with go d repetition We always try to 
precede a popular woman's program. This theory has 
given us excellent results 
Kansas State University is located in Manhattan, which 
means that the business thoughts of the community must 
be geared to attract student purchases, and in this re 
spect, Manhattan once again concentrates on the distaff 
side 
We particularly liked the RCA-Remington Rand 
promotion called “Be A Hit at School,’” Williams re 
ports. The promotion consisted of giving an RCA hit 
record to everyone who came into the store for a Rem 
ington Rand typewriter demonstration. “We pushed it 
on TV and in the school papers,” he continues, ‘ad 
dressing our advertising copy to the girls. Our approach 
paid off very satisfactorily 
The store features a minor gift department all year, 
idding to the number of items at Christmas time. Under 
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A MOVING DISPLAY in one window of the Manhattan Typewriter Display Co. is designed to catch, 
10 attention of the casual passer-by. If the passer-by is a woman, the store feels that she is worth 


dD ng power 1s so important 


sign reading 


Business Gifts For Business People, 
these articles are displayed in sparkling glass showcases 
in the center of the store. They include luxury office ac- 
cessories designed to catch the feminine eye for gift- 
giving, such as a lucite paperweight-thermometer com- 
bination, a set consisting of a letter rack, memo pad and 
pencil cup in beautifully worked Italian leather, and 

lectric pencil sharpener, as well as regular desk sets 


brass or leather, and handsome clocks 
Men Need Unusual Gifts 
Because unusual gifts for men are difficult to find, 
women like to purchase the presents we have here,’ 
Williams states. “We advertise them on and off all 
through the year, but of course we step it up at Christ- 
mas. The gift department has proved advantageous to us 
from every angle. The display catches the interest of 
people who drop in for supplies and they make a mental 
note of it for future giving, and those who come in for 
the gifts stay to look around.’ 
During the year usually one or more of the gift items 
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is incorporated in the window display. Windows are im- 
portant and they are completely changed every other 
week, alternating each window weckly. 

Women will window-shop an office equipment store 
as readily as they will a hat shop if they're given some- 
thing interesting to look at,’ Williams feels. The store 
shows a complete model office on one side, and uses the 
other to display office machines and supplies. ‘In our 
model room, we take turns showing executive and sec- 
retarial offices. We've even used a kitchen office for the 
home!” They attempt to keep their machine and supply 
window imaginative and uncrowded. “We like to use 
an eye-catching color, or a moving display,’ Williams 
Says 

From their clean and uncluttered display of equip- 
ment and supplies to their advertisements in the college 
newspapers, the Manhattan Typewriter Co completely 
believes in the importance of attracting the feminine 
customer. ‘The basic principle behind our business is to 
sell the woman an idea. Her influence will do the job of 
selling the buyer for you,’ Williams concludes 





You can’t miss with a full line——sell the full “addo-x” line of versatile adding machines, (economy models 


included) printing calculators and special purpose machines. Continuous duty design assures minimum servic- 


ing to preserve profits. 4-way guarantee builds customer confidence. Smart, modern dealer aids to help sell the 


“addo-x" line. For franchise availability in your territory, write now to the nearest convenient office of 


“addo-x" 300 Park Ave. New York 22; 3339 Temple St. Los Angeles 26; 6549 West North Ave. Oak Park, Illinois 


[—“addo-x” pronounced:— add-oh-ex— ]} 


o1l0loio-x 
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LARGEST 





| SELL MORE, EASIER 


with this 5000-item franchise 





“Built Like a 
= Skyscraper 


Pay, 
aed 
Rea, “ 


The Best Known Trademark 
in Office Equipment 


... and the Most Desirable Dealer Franchise 


Topay’s ExcLUSIVE SHAW-WALKER DEALER 
offers his customers more 5000 items 
matched in appearance and matched for re- 
sults. All bear the symbol of quality “Built 
Like a Skyscraper”’ the best-known trade- 
mark in office equipment. 

The Shaw-Walker Dealer 
the field with products not available elsewhere, 


exclusive leads 


exclusive items that buyers order and reorder. 
The 252-page Office Guide Catalog distrib- 

uted by Shaw-Walker dealers, is the biggest 

single source for new and repeat sales. It is 

the only complete sellers’ and buyers’ catalog 

in the industry. 

OFFICE 


EXCLUSIVE MAKERS OF 
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FURNITURE 


Extensive national advertising, a constant 
flow of sales helps, and seventeen strategically 
located showrooms and warehouses are a few 
other sources of extra profits for the exclusive 
Shaw-Walker dealer. 

Right now there are a few cities in which 
we are willing to make a change. Yours may 
be one of them. Ask about it. 


GHAW-WALKER 


Factories and Home Office — Muskegon 3, Mich. 





AND FILING EQUIPMENT IN THE 


WoRtLibD 
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OA Staff Report 


Getting to know 


The Dealer of The Year 


1 


from his father who retired in 1958 Despite his life- 
long association with the industry, the personable Bill, 
Jr. is a “youngster” in the business 

Before joining his father in 1948, Bill was with 
Kopper’s Co. where he served in engineering, personnel 
and sales departments. He is a graduate of Massachusetts 
Institute of Technology with a degree in engineering 
ind business 

Bill claims that a minor business problem lured him 
into the office equipment industry. In 1948, the well- 
established Howard W. Boise Co. boasted a complete 
line of office supplies and machines as well as a camera 
department, which had been a part of the Boise opera- 
tion since the early 1920's, and a printing company, also 
established in the 1920's. Illness struck Bill’s father and 
other key personnel, leaving unattended a heavy admin- 


“ istrative responsibility 


BACK DOOR to sales. Boise’s store boasts a back entrance Bill, Ir 
ill, 


accepted the challenge and was on his way 
just as fancy as the front. It serves the parking f i y 


toward a new career in office supplies and equipment 
His immediate task with the company was control over 
the reams of paper work involved with the independent 


HEN Orrice APPLIANCES recently presented Boise Printing Co. Later, Bill was freed to learn all 
Howard W. “Bill” Boise, Jr. with a plaqu 


honoring him as 1960 Office Equipment De sler of th as president of both Boise’ companies. By this time, sales 


areas of the company’s operation. In 1958 he took over 


Year,’ the business publication simultaneously recog volume in supplies, machines, photography, furniture 
nized one of the most complete and effective offi and eventually visual aids required closer management 


equipment organizations waypes vara 

The 48-year-old Howard W. Boise ¢ of Plainfield i : a 
N.J. has gained recognition throughout its home stat Divide and Supervise 
and within the industry as a dynamic and progressiy The company now has four major departments Each 
dealership department is run like a similar business. Each is re- 

In presenting the plaque at the luncheotr remonies sponsible to a manager. The general supplies and store 
of the Retail Merchants Association of the Plainfields, operation is under the able leadership of Art Williams 
OA Assistant Publisher Charles W. Gilbert cited Bill Edward Moraller heads the growing office machines de- 
Boise for effective business operation and outstanding partment and William Gilbert, at present, is in charge 
civic and community service. Boise was the fifth r of the office furniture department, which has showrooms 
cipient of the OA annual award. Previous winners wer in the printing company building across the street from 
Ivan Allen, Jr., John Coleman, George Stuart and the main store 
William Morris The newest and most up-and-coming department in 

Bill Boise is a second-generation offi juipment the Boise operation is the visual aids area, headed by 


dealer, having acquired the presidency of the company Robert Bidelman. This department includes a franchised 
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CONGRATULATIONS! OA Assistant Publisher, Charles W. Gilbert (right), presents the Dealer of the Year plaque to 
Howard W. B 


r tor Bell 


and Howell Co 
tur for 


SIX YyCars Ww nil 
r his own area, the 


y exclaims wonder at his 
but it is just modesty. | 
ous task of general compa 
lay § recei 


pt checks b 


ary tunction 


lm is TO OV 
profit making ente rp 


i 


usiness demands that 


ferreted out, analyzed 
dic check eliminates genet 
nd allows each department 


rth 


icular needs 


various 





in areas of th opera 
h a department head and atten 


the p 
I 


pt ft 
‘tT 
urticular sales or administrativ 


se Co. maintains that each de partment 
in who is tops in his field, and his 
ndustry is relied on for developing an 
ind sales program. The effectiveness 
borne out each 


year as one Boise 
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AND BEST WISHES! Andrew Nelson (left) of the Gunlocke 
Chair Co. congratulates Bill Boise on receiving the award 
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Sales increased 50%_ 
last year... 


get your share 
for 1961 


ROAD ATLAS 


RAND MSNALLY 


Completely up-dated and ready for bigger-than- 
ever sales 


Final 1960 census figures for each of the 24,000 


places listed in the comprehensive index 
Complete 


10,000 changes and revisions since last year’s edition FINAL 

. CENSUS _ 
New color ribbons (yellow for toll roads, green FIGURES 
for freeways) show latest developments on turnpikes 


and toll roads 


Up-to-the-minute information on the expanding 
Interstate Highway System—showing 24,500 miles 
of super highways completed, under construction, 
or planned 


11a" x 14%" 
112 pages 


$¥95 


De luxe edition with 
ATES > CANADA™ Me fabrikoid cover, $3.95 
Both ready March 1 


America’s favorite auto travel guide hit a new all-time 
high in sales last year—its remarkable new 4-color maps, 
distinctive color markings for freeways and toll roads, 
and large-scale inset maps of 170 cities, made an instant yniTeo ST 
hit with car owners everywhere—and for business use 


too. Don’t miss your share of the fast-growing market 


Dealer Aids Free! 
® Shipper Display Units (hold 12 copies) 


for this perennial best seller. Contact your salesman or 
wire your order for the new 1961 RAND ME¢NALLY 


ROAD ATLAS today! ® Window streamers (packed with each dozen) 


® Coop ad mats for your use 





FOR PLUS SALES — up-to-the-minute 1961 edition of 
another perennial favorite 


Rand M‘°cNally 
VACATION GUIDE 


VACATION 


Free personalized travel service 


UNITED STATES 
CANADA ) Legible, easy-to-use trip maps and 


mexico 
excellent photos 


parks — including specific rates 
and accommodations 
Helpful tips on sightseeing, ac- 


commodations, sports, and much 

more — for 60 major vacation 

areas throughout the continent 
@ Covers all 50 states, Canada and 
Complete information on national Mexico 


ih is Now available in a new shipper display case if desired 
= af (14 dozen per unit 
= 8” x 1034" Ready April 15 Only $1.95 


RAND MSNALLY & COMPANY 


Trade Mep Department, P. O. Box 7600, Chicago 80, Ilinois 
In Canada: Thomas Allen Ltd., 266 King Street West, Toronto, Ontario 


Details on package tours by bus, 
rail, and air 
Best and fastest travel routes 
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RNG aR Sic, 


sy eon 


A New Look in Contemporary 


Slim...Trim...Timeless! Renae eb ran 


Commercial and Institutional 
Installations. 


Reception area to “Executive Row”, the 
4 DIPLOMAT 


Custom Quality 
gance at truly modest cost. Nine basic Features 


Diplomat offers impressive modern ele- 


pieces adapt to any floor plan; offer an 100% Foam Rubber 


unlimited number of distinctive seating Reversible Cushions 


arrangements. Available with button Full Coil Spring Platform .. . 
Springs Hand Tied 8 Ways 


Interlaced Web Base 
or washable Elastic Naugahyde. Write Sclect Mardweed Frames 


tufted or plain backs ...in tasteful fabrics 


for illustrated brochure. Full Contract Construction 


Tis 6 di tek ei 


A Division of MODERNIZE, INC. 
666 Lake Shore Drive ¢ Chicagollt,Illinois ¢ Factories: Pontotoc, Mississippi 


SHOWROOMS 
CHICAGO * Space 1445 © American Furniture Mart /DALLAS © Spoce 267 * Homefurnishings Mart 
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Dealer of the Year . . . continued 


New ideas and expansion 


are Boise's watchwords. 


Complacency is out. 


\ 


A DOG'S BEST FRIEND, Bill takes time out from his duties 


to play with the tamily’s pe 


salesman or another is honored by various industry asso 
ciations for Outstanding service 

New ideas and expansion in various areas are always 
under consideration. This is the Boise philosophy for 
increased sales. Complacency is not a part of company 
makeup Even when a particular department is realizing 
outstanding sales, additional promotion is given to 


further increase that profit. Downward sales trends r 
“THIS IS A NEW ONE.” says Art Williar 


quire careful consideration as each department is 
goes over a recent shipment of office 


pected to contribute a share toward the overall profit 
picture 


Bill Boise works very closely with his st 

only in checking inventory, but in k ; : 

ae Awards are apparently only an after-thought for the 
industrious Bill Boise. He has been active in many Ccivi 
ind business organizations and has continually displaye d 
the type of strong and principled leadership which hi 
uses to guide his company. Boise believes an individual 
can not enter a job or association with selfish motives 
Benefits derived from various endeavors are only as 
great as the effort put into them. He regards his mem- 
berships in NSOEA, NOFA, NOMDA and NAVA 
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ADMIRING FANS gather around the Dealer of the Year. Asking Bill how he won the award are 


his family (left to right): Heidi, 3; Mrs. Ann Boise; Joey, 15 


(National Association of Visual Aids) as valuable 
building blocks to a profitable business. 

This type of thinking is visually evident to a visitor 
to the commercial hub of Plainfield. As in many sub- 
urban areas, downtown Plainfield merchants have felt 
the impact of nearby modern shopping centers. To offset 
the competition of outsiders, the Plainfield Chamber of 
Commerce began planning downtown improvements to 
bolster shopper convenience. 

Bill was one of the first and most instrumental mem- 
bers of each committee. He served on the development 
committee which installed new mercury lighting in the 
shopping area. He later helped in forming Plainfield 
Shopping Plaza, Inc., an organization of 30 merchants 
who have rear access to a new city parking lot 


Sell from the Back Door 


A decision was made after completion of the parking 
urea in December of 1959 to have each tenant and land- 
lord provide a modern and uniform rear entrance to 
their store adjacent to the parking area. Howard W. 
Boise, Inc. was the first merchant to comply with the 
decision. In October of this past year Boise had an open 
house celebration for the remodeling of the store 

Taking full advantage of the opportunity to redeco- 
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Linda, 11; Bill; and Gretchen, 9 


rate, Bill analyzed selling areas of the store and rear- 
ranged departments so as to fully benefit from the two 
entrances. Greeting cards were placed nearest the front 
entrance so as to receive the most attention from the 
sidewalk traffic. Photographic and machine departments 
were moved to the parking lot entrance near the rear of 
the store. Within a period of a few months, Bill claims 
results in the form of more sales are being realized from 
the expansion and reorganization. 

The Boise's organizational theme carries into Bill's 
newly constructed modern split-level house in Watch- 
ung, a mountainous community near the Plainfields. Bill 
and his wife Ann have been married 17 years. They 
have four charming daughters: Joey, 15, Linda, 11, 
Gretchen, 9, and Heidi, 3. Each of the girls is a poten- 
tial department head and is responsible for a certain 
chore during homemaking hours. 

Business, home and school keep the Boise's busy 
throughout the week, yet both Bill and Ann find time 
to take an active interest in the activities of their young- 
sters 

Moving into a new home and readjusting has kept 
the family off the ski trails this winter, but Bill and the 
children look toward next year and hope they'll be back 
at their favorite out-door sport. 





COMPLETE 
PRINTING 
COM 
FACILITIES PLETE 
READABLE 


CATALOG | 


Where else can you find 

ALL these dealer advantages? 
When it comes to “showdown” 
... the Quality Park Package 


is your guarantee that... 


The Dealer Always Wins! New Quality Park Catalog No. 81 lists 


= : " +) over 800 items, provides valuable sales 
(That’s YOU!) tips. Your inquiry invited. 


Sold through Dealers Only 
QUALITY PARK ENVELOPE CO. 


Main Office and Factory, 2520 Como Ave., St. Paul 8, Minnesota 
Atlanta Office and Factory, 650 Murphy Ave. S. W., Building E-12, Atlanta 10, Ga, 
Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
West Coast Office and Warehouse, 837 Traction Ave., Los Angeles 13, Calif. 
Dallas Office and Warehouse, 1203 Dragon Street, Dallas 7, Texas 
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A customer can feel a Harter chair’s comfort. He 
can try the adjustments. Harter chairs give you 
tangible features to sell. So, concentrate on chair 
sales first. Orders for other office equipment will 
follow. Harter makes it easier for you to get 
started on the right track immediately with this 
special free Seating Center display. 

A Seating Center in your store is a tremendous 
help to you in selling chairs. It helps you “‘sell-up” 
by bringing all Harter chairs together in one 
central, organized spot for comparison. Chairs 
are arranged by price and type from the center 
out. You start in the center, pick the chair type, 
work out and down in price and then back up. The 
customer tries, sees, and buys. 

You have a choice of two displays. One combines 
a complete representative stock of 16 chairs and 
the full 14-foot display. The chairs are uphol- 
stered in a variety of colors and fabrics to empha- 
size breadth of choice. Harter also furnishes with 
this fine Seating Center display a valuable copy of 
our complete upholstery and color Visualizer at no 
additional charge. The complete display with 
chairs takes only an 8x16 foot section of floor space. 
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FREE 8arter SEATING CENTER DISPLAY 


organizes chair selling — increases chair sales — takes minimum floor space 


SPECIALIZING IN HARTER CHAIRS HELPS YOU SELL OTHER OFFICE EQUIPMENT 


The smaller package, for dealers “pinched” for 
space, consists of 13 chairs. The display is re- 
duced to its basic two central panels, sign and 
shelf, and the Visualizer. The result is a dominant 
floor display and demonstration center concen- 
trated in an area of only 8x 12 feet. This is ideal 
for increasing sales in the small store. 

Dealers who have used the Seating Center plan 
have increased sales up to 25%, and so can you. 
You sell faster and easier. Your customers find 
exactly what they want for more complete satis- 
faction. You have fewer call-backs and you re- 
ceive larger, more immediate orders of chairs as 
well as other equipment. You'll sell more of every- 
thing by becoming a Harter chair specialist, now. 


Find out all the benefits of becoming a Harter dealer There 
no obligation. Also receive free literature on the entire Harter 
line by just mailing this coupon along with your name and 


ellerhead to 


A 
Vv 


HARTER CORPORATION 
425 Prairie Avenue, Stur Michigan 


Harter Meta! Furniture, 139 Cardigan St 
elph, Ont 
Briones-Harter, S.A. Lago |sea, Mexic 





‘Show-window’ store 


opened by Scrantom’s 


Scrantom’s Book and Stationery Co 
N. Y., selected a new shopping center 
forth and latest branch store 
Ridgemont Plaza, in the Rochest 
was chosen because the location had what 
Brauer, Scrantom’s vice-president, considered th 
sary prerequisites for the successful 
branch stationery store proper locattor 
downtown and other plazas, sufficient 
and location in a growing community 
“We wished our entire store to appear 
window,’ said Brauer, ‘so we provid 
i-inch deep windows on either side of 
entrance, running the width of the stor 
of these windows, cabinet type doors op 
of display material 
The interior of the store is done in | 
light colors. A soft beige was chosen for the Bulmar 
metal fixtures. The walls were painted a pale blue-green 
and the ceiling white. The floor was covered with tan 
asphalt tile to match the fixtures 
“By resisting the tempeation to ordet special size 
fixtures in order to fill an ideal layout, we drastically 
cut our fixture costs and achieved almost total inter 
changeability in our shelves, not only between islands 
but between islands and wall fixtures,” states Brauer 
The basic wall fixture is a seven-inch high wall cas 





with adjustable metal shelves ranging from eight to ten 
nches in width. The islands are all standard 48-inch 
sections with adjustable shelves. The only “special” fix- 
tures the store ordered are inserts for books, magazines 
yr bulk items and pegboard backs on some of the wall 
fixtures Also notes Brauer, “we found nothing 
ivailable to suitably hold artist papers, large-size card 
board and blotting papers. A specially designed wooden 
fixture for these items was built to our specifications 

An important part of the sales area is a well-lighted 
ilcove adjacent to the stock room. (illustrated below 
right). Here, large items such as files, chairs and draw 
ng tables are displayed away from the heavy traffic of 
the store proper. Set into a corner of this alcove is a 
lesk for customer use in selecting personalized sta 
tionery or greeting cards 

The problem of increasing our lighting in this 
store, without increasing the cost of fixturing,’ says 
Brauer, “was solved by installing three rows of double 
strip flourescents. Thus, we appreciably increased the 
illumination in this store in comparison with our other 
branches 

In commenting on branch store operation, Brauer 
pointed out that periodic visits to the branches by main 
store buyers and weekly meeting for branch managers 
and buyers help keep all stores uniformly stocked and 
all merchandising people uniformily informed. 





It's a 


It's a Snap for you . . . an entire line of 
modern, stock Snap-a-Parts which will 


move off your shelf fast. 


Hano Dealers asked for a complete, mod- 
ern line of stock Snap-a-Parts in a Flip-Top 


box. Here it is .. . the top line available. 


t It’s new 
s Now Hano makes this profit-making line 


available for new Dealers, together with 


a rush-delivery imprint service 


*Hano stock 
Snap-a-Parts 


mn new midnight blu 

Flip-Top box include Inter- 
office Memo; Sales Form, Invoice, 
Statement; Purchase Order 

oner Purchase Order; Che« : 
Voucher, Expense Voucher; : i COMPANY, INC 
surance Invoice, Insurance Credit; 
Garage Repair Order Meter MAIN OFFICE AND FACTORY 
Ticket, Fuel Dealer Repair Form; HOLYOKE, MASSACHUSETTS 

Bills of Lading: Scal« Ticket, - die 7 . - 


Blank Snaps; Hano-Copy 


PHILIP 


BRANCH PLANT MT. OLIVE, ILLINOIS 


Philip Hano Company, Holyoke, Mass. 147 


Why wait, [}) We are interested in becoming a Hano Dealer — please supply full particulars. 


Mr. Stationer? () Please send complete information on your new line of stock Snap-a-Parts. 
Get the facts sine 


NOW ! Dealer 


Address 
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Mosler Holds 
Sales Seminar 


These regional systems specialists and 
branch managers were photographed it 
the New York headquarters of the 
Mosler Safe Co. at the first of a series 
of systems seminars. The seminar fea 
tured applications, case histories of suc 
cesstul sales and a general pooling of 
experiences in S¢ lling Mosler’s Sele 
tronic’ record file 


Royal McBee Appoints 
Four to Marketing Posts 


Royal McBee Corp. has announced four key sal 
appointments within its recently reorganized national 
marketing organization 

M. G. HossomM was named _ produ 
processing sales for the eastern division 
quarters in Stamford, Conn. Hossom w 
comptroller for the company’s Athens, Ohio 

M. A. KENNEY becomes product manag 


sales for the southern division, with h 


M. G. Hossom M. A. Kenney 


Atlanta, Ga. Kenney has previously h 
pany’s Tulsa, Richmond and Montgon 
offices 

C. A. Roy was named product manag 


sales for the western division, with headquart 


C. A. Roy W. B. Thomas 


Alto, Calif. Roy was formerly district sales 
the company’s Hartford, Conn. office 

W. B. THOMAs was named product manager-data 
processing sales for the midwestern division, with head 
quarters in Chicago, Il]. Thomas was formerly director 
of the company’s technical department, and before that 
midwestern regional manager of the compan lata 
processing division. 
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Business Forms Study 
Planned by Institute 


LESTER J. JOHNSON, executive vice-president of 
Atlantic Register Co., Waltham, Mass and recently 
re-elected president of the Business Forms Institut: 
has announced a new program for 1961 

The new program includes a study in April by a 
group of leading men in the industry on accounting 
and financing, industrial relations (factory and office) 
manufacturing, sales, production and statistical and pro 
motional aspects of business, forms 

New officers for the institute were announced and 
include GARNER DUNKERLEY JR., president of Ennis 
Business Forms, Inc. who was elected first vice-presi 
dent of the Institute; THOMAs A. TAYLOR, vice-presi 
dent, Schwabacher-Frey Co., who was re-elected second 
ice-president and Mrs. L. F. MELONEY was named 
executive director of the association with national head- 
quarters in Greenwich, Conn 


Hamilton Sales Staff Holds Meeting 


Field representatives of the professional products de- 
partment of the Hamilton Mfg. Co. gathered at the 
firm’s home office, Two Rivers, Wis., for their annual 
sales conference. 

The week-long round of meetings was devoted to the 
company's drafting products. Included in the agenda 
were reviews of 1960 activity and consolidation of sales 
plans for 1961. Advertising, sales promotion and dealer 
aid programs were outlined by advertising manager, T 
A. RAMEY and MALcoLM LUND of Howard A. Monk 
and Associates, Inc., advertising agency. 

Improved product features, new products and long 
range product development plans were revealed by F. R. 
AMTHOR, vice-president, engineering. 

Although drafting products were the principal sub- 
jects of the conference, the company's other product 
lines were reviewed by the respective sales managers, 
litho and printing products, H. A. Nack; Erickson 
portable folding products, Hat GOgrTSCH; contract 
products, C. H. Rippe; appliances, V. F. PETERSON. 
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Bigger office sales in 
5 easy SCOTCH” Brand ways 


LINERLESS' 


Double-Coated 


\ Transparent Tape SCOTCH BRAND 


4 No. 665 4 | Megie Meeidinng Frpe 
No #810 


STICKY ON BOTH 3/0683! 
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“SCOTCH” Brand Double-Coated Tape “SCOTCH” Brand 
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“SCOTCH” Brand Magic Mending 

Tape is the only tape that’s prac- 

tically invisible! Its no- 

glare backing lets you 

read through it. Looks 

white on the roll, but when 

pressed down on paper it al- 

most disappears. And you can 

write on it with pen, 

pencil, ballpoint or 

typewriter! Resists 

9. Perfect for mending torn docu 

yrds, file copies, punch cards—lasts 
is the paper it mends! 
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“SCOTCH Brand Dusting Fabric 


‘‘SCOTCH"’ Brand Dusting 
Fabric works so fast it makes 


Dusting 
Me MORT “wcrae isivc, wan von 


lions of tiny dusttraps, picks 

up dust and holds it... 

than ever leaves no trail of lint and 

oily film. Can't scratch or 

mar the most delicate surfaces, 

before yet is tough and resilient—highly 

absorbent sheets can be used 

over and over before they're thrown away. Keeps 

hands clean, too. Ideal for desk tops, cabinets 
—anything around the office. 


“SCOTCH” Brand Typewriter Cleaner 
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Ul@al] «scotcnu” Brand Typewriter 
Cleaner lets you type the dirt away! 
ied ° Use like paper—just roll 
| V DEW T] rey sheet into typewriter, 
/ | set machine to stencil 
‘ and strike each key several 
TAVC [ times. That's all you do! No 
AC) y DY stains, no spatters—hands 
stay clean. Comes in perforated 
| y Ing sheets(tear off used portions and 
* save the rest). Clean type on 
other office machines, too, for less than 5c per 
cleaning! 


Make sure you have these “Scotch” Brand office helpers in your office. Call your “Scotch” Brand supplier today! 


Miimwesora Mimine a AND © Manuracrunine « COMPANY 
-.. WHERE RESEARCH IS THE KEY TO TOMORROW 








Knoll Designs 
Conference Room 


ind a neutral color 

e create an itmosphere of quiet 
egance in this conterence room, one ot 
ral areas i to office interiors 
les show room of 
Sliding wood 
separate the con 
executive offices 
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National Blank Book 
Elects New Officers 


PAUL B. BUCKWALTER, executive vice president of 
the National Blank Book Co. since 1953, was elected 


+} 


resident of th ompany by the board of directors at 


the annual rganizational meeting. He succeeded 
RICHARD P. TOWNE, who became chairman of the board 
ind chairman of the executive committec 
The new president has been with the company since 
1923. He started in the sales department ind, among 
ther positions, was manager of the New York office, 
president charge of sales and executive vice 
president 
The election of Buckwalter marks the first time since 
917 that the presidency of the 117-year-old company 


} 


1as been held by someone outside the Towne family 
IVAN ALLEN, JR. was named as a new director to 
eplace RICHARD M. WEISER, SR., who retired from 
tive management, Louis F. OLDERSHAW was elected 
rk of the corporation, also succeeding Weiser. Other 
officers and directors were re-elected 

Ivan Allen, Jr. is vice-chairman of the Ivan Allen Co., 
Atlanta, Ga., one of the south’s largest office outfitters 
He is past president of NSOEA and is now on the 


it 


uty ymmittee of that organization 


Ace Names New Vice-president 
WALTER M. FisHER has been 


named vice-president for manufac 
turing of the Ace Fastener Corp., 
it was announced by JACK LINSKY 
president 

Fisher has been manager of the 
company’s manufacturing plant 
since 1957. Prior to joining Ace, 
Fisher was with the Sturgis Posture 


Walter Fisher 
Chair Co 
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A. B. Dick Co. Announces 
Sales Performance Winners 


The A. B. Dick Co. has announced that four of th 
firm's more than 200 distributors have won the 1960 
Albert Blake Dick, Jr. Award for outstanding sales per 
rormance 

These awards are given only to the top distributors in 
the company s Pacemaker award program 

The A. B. Dick Co. of Seattle, Inc. became the 1960 
leader among distributors serving territories having 
more than $1.5 million of available business in dupli 
cating machines and supplies JOHN H. FRAseR ts th 
general manager 

Harper Brothers, Inc. of Greenville, S.C., is the top 
distributor among firms in territories having trom $860 
thousand to $1.5 million of available duplicating equip 
ment business. H. CALDWELL HARPER is the president 

Halsey and Griffith, Inc. of West Palm Beach, Fla 
won the top award among distributors serving territories 


having from $460 thousand to $860 thousand of availa 
J. L. WauGu is president 
Stanfield’s of Cheyenne, Wyoming became the lead 


ble busine SS 


ing distributor among firms in territories having less 
than $460 thousand of available duplicating products 
business. DONALD O. STANFIELD ts the president 

All awards are based on sales exceeding established 
quotas plus sales balance between some 12 principal 
duplicating product lines of the company 


Evans Appoints New 
Exec-Units Distributors 


As part of a program to expand distribution, Evans 
Products Co.'s Haskelite Mfg. Division in Grand 
Rapids, Mich., has announced the appointment of two 
new distributors for its ‘'Exec-Units”’ movable partitions 

The Michigan area has been assigned to the R. L 
Leggette Co. of Dearborn, Mich. Ohio, with adjacent 
Pittsburgh, Pa. counties has been assigned to the George 
P. Little Co., Cleveland, Ohio 





All these magazines will say 


“GIVE THIS MERRIAM-WEBSTER 
FOR GRADUATION!” 


LIFE 


“LISTEN YANKEE!” 


po 


A cunerian vune < w TUR rurone 
oe EL 
oy SRRRY BRAN 


THE NEXT SUMMIT ytd 
~ Seen A co 


ANBWLY DiBtK ste Por 
ALT WwUrrMAan 


Only Merriam is running such a terrific advertising 
campaign to sell your customers on the idea of giving 
a dictionary at this important gift season. 

This Merriam-Webster provides all the information a 
student needs in high school, college, or in that impor- 
tant first job. Other “Websters” do not even include the 
scientific names for plants and animals — or the rules 


SRPRSES OF THE SUN 


OUR PLANET PAR 


ol 


SAMEEL ELIOT WoRISON 


“ Jay Nurrendered 


CW- 


for spelling and punctuation — both so essential in 
school and business. 

Build a prominent display of Webster’s New Collegi- 
ate Dictionary in its bright-red jacket to remind your 
customers of this ideal graduation gift. There is nothing 
like it for turnover, for dollars of profit. °G. & C, 
Merriam Co., Springfield 2, Massachusetts. 


CONCENTRATE ON 


MERRIAM -WEBSTER 


AND DISCOVER THE DIFFERENCE IN PROFITS 
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The Alma Architectural 800 Series... 





and the Alma Trend Program” 
were designed to help you promote 
complete office interiors and build greater sales. 


+ ompely Moduler fej ALMA DESK COMPANY 
**One Source for all accessories. L aatesnss 





“No. 1 in’61”’ 


Number one in ‘61 keynoted 
Eberhard Faber International Sales Co 
ference which reviewed sales and 
chandising plans for this ir. Shows 
are central district sales representativ 
with company officials (left to right) 
Max Dollens President Louts M 
Brown, Don Kuhn, District Manager 
John R. Mislan, Vice-president, Mat 
keting, John D. Horne, Bill Carrol! 
Vice-president and Sales Manager ( 
Paul Mailloux, Bill Shilkett and Bi 
Bohart 


Edwin H. Mosler, Jr. 
Now Board Chairman 


In line with long range planning for 
versification, the Mosler Safe Co. has 
alignment in top management 

EDWIN H. Moscer, JR., president, b 
of the board and JOHN Moscer, 
dent, becomes president. MARTIN S. Ce 
president and treasurer, becomes executive 


and continues as treasurer 


E. H. Mosler, Jr. John Mosler 


W. A. MARQUARD, JR., vice-] 
named senior vice-president and a member 
of directors and JOHN E. HAMPEL, sales 
for the Central and Western Regions 
national sales vice-president 

In announcing the changes, Edwin Mos 
out that the realignment, a result of cight 
ning for expansion and diversification, w 


executives to devote more time to the 


ti 
tinued growth in the fields of electroni 


tems housings and nuclear protection, ind 
vision of new companies alré ady icquir 
period 

Additional areas of direct responsib iit 
assigned 

Coleman will be responsible for the West 
tions of the company which include the Hern 
Co. and Mosler-Harbor Co. and for Mosl 
Products, Inc., the electronics affiliate 

Marquard will supervise international 
and the newly formed Nuclear and Atomi 
Services Division 
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Thomas Collators 
Forms European Branch 


New facilities have been established in Belgium 
market the products of Thomas Collators, Inc., New 
York . N z. 

On December 15, 1960, Thomas Collator Europe s 
was formed: on January 2, 1961, at opened its doors at 
32 rue aux Laines, Brussels. The new organization, a 
joint venture of Thomas Collators, Inc. and CHRISTIAN 
P. BourG, Belgian industrialist, will provide an outlet 
for the company’s complete line of collators. Distribu 
tion will encompass Western Europe, Great Britain and 
the Mediterranean areas 

The company's sales force will service a starting nu 
leus of about 25 dealers. Product service will be unde: 


the supervision of ANDRE VERDONCKT. Verdonckt re 


APPEARING PLEASED w their decision to establish 
erseas manufacturing and sal ganization for Thomas co 
rs are Christian our tt) and George W. Oliv 

esident of Thon | 

ived product ing at the Thomas factory in th« 
United States a s receiving additional instruction 
from a company rc presentative currently in Belgium. 

Semi-automatic floor model and table-top collators fo: 
overseas distribu vill be manufactured in Belgium 
fully-automatic coliators for export will be manufactured 
n the United States 
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money FAST 


IMPLETE REGNA LINE 
sh registers - adding machines «- safes 


Don’t miss this opportunity of your lifetime! This complete Dealer 
Line (more than 50 models) of low-priced REGNA cash registers 
and adding machines spells PROFITS, PROFITS and more 
P-R-O-F-I-T-S! 

Stream-lined, jet-age models surpass all expectations of business 
builders with an eye on tomorrow. Your choice of electric, hand, 10 
keys or full keyboard machines. 


Write today for informative literature. 





Move fast 
it’s profitable! 


[t’s low-priced! It’s profitable! 
| Mail the coupon—Mail it today— 
Mail it NOW! 


JOELI fire-proof 
safes of unusually 
unique design, are 
covering the globe 
with tremendous 
sales success. Several 
sizes and models 
available. 


REGNA CASH REGISTERS, INC. — 
175 Fifth Avenue, New York 10, N. Y. 


r 
1 
i 
f 
1 
: Gentlemen: 

1 Please rush more information on the 

; complete Line of REGNA Cash Registers, 

} REGNA Adding Machines, JOELI Fire-proof 
3 Safes, and outline advantages of becoming an 

; independent REGNA-JOELI Dealer. 

y 

1 

1 

I 

Hi 

| 

7 

I 

. 


Name 


In Canada: Commodore Portable Typewriter Co. Ltd., Address 
680 King Street West, Toronto 26, Ont. 

OUTSIDE CONTINENTAL U. S:: 
Jorgen S. Lien, Box 522, Bergen, Norway 


City 
Zone State 


Be oe oe oe oe es oe oe eo oe oe ee oe oe oe ed 
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in Precision 


Postal 


Scales 


The new up-to-date styling of this model no. 150 will 

be most appreciated in any home or office. Attractive 

colors of gray, beige, mist green, and antique white. 

Offers the finest in precision weighing and long pre... display stand 


trouble-free life. Capacity: 1 LB. X 2 OZ. ae 
2 #150 postal scales. 


Sales building stuffer available on request. 
Official postal guide with 
each scale. 


Meet four more of HANSON'S ftamily of Postal Problem Solvers 


t) 


No. 1546 No. 1509— 
r LB. X % OZ. model for The 5 LB. X "4 OZ. platform 
type for average office use parcels, 50 LB. capacity 








HANSON SCALE COMPANY- st. 1888—Northbrook, Illinois 
IN CANADA, WITH CANADIAN RATES —SAXON OFFICE 
EQUIPMENT LIMITED, 156 EVANS AVE., TORONTO 18, CANADA 
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best buy BOLING 


No. 9711-CB 





CONTEMPORARY BANK OF ENGLAND 


Widely copied, but never equalled has been 
Boling’s famous Bank of England Series. Here, 
now, is a new version of this old favorite 

which retains all of its basic characteristics in a 
modern design — as comfortable and tasteful as 


it always has been. The combination of cane and 





the finest of furniture woods gives new sparkle and 
appeal to this “classic” design. Available in Walnut, 


Mahogany, Light Oak or Softone Oak finish. Yo No. 9710-CB-VS 


Our Chairs for all business 
W 57th 
Year 


BOLING CHAIR COMPANY 


SILER CITY, NORTH CAROLINA 
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New Catalogs 
ntinuea trom bas gj 


Mutual Sales Manager Honored illustrates poe architectural and 


electrical templates, ellipses and 
O. Eric Peter Ae n th iter Worcester Ar wide variety of lettering guides 
son, director of TI unior 1amber of Commerce Inquiry Card en, 114 
sales and adver nnounced t iward for men “whos« 
tising for the Mu- performance jobs and for the 
tual Products Co., i ee HORDER S STATIONERY STORES, IN¢ 


a llent examples ot 
Inc., Worcester, 231 S. Jefferson St., Chicago 6, III 


yond the call 


Mass., has been wage oe has published a comprehensive cata 


named “one of tersot ' mber and officer of log of offic 
the outstanding many : hurch and business o furniture All items are illustrated 


. Peterson ae 
10 young men of nizatior ind fully described. 


machines, equipment and 


Inquiry Card No. 115 


THOMAS COLLATORS, IN¢ LO 
Church St., New York 7, N.Y., has 
ssued new literature describing its 
redesigned 20 and 32-sheet tandem 


type collators 


PRE-Sold <i) £) °° iy cut x 
her for you CE ) Ohio Firm 
Yesterday! o. Changes Name 


Che Columbus-Ohio Pen Co., 46 
High St Columbus, Ohio 
This secretary recently saw an Arrow ad changed its name to Pens, In 
in the Saturday Evening Post. Today, she nounced Calvin R. Trauger, Jr., presi 
No. 210 , is at her local stationer purchasing an dent. The firm offers specialized ser 


Standard Stapler 
$5.95 Arrow No. 210 De Luxe Standard Stapler ice for writing instruments 
Chrome $6.95) for her office 

She is typical of the buying influence 


Arrow exerts on millions of stapling ma- Named Representative 
chine users in every walk of life, through 
consistent National Advertising. H. Dorsey Douglas, Inc., 123 Park 

Ave., Oklahoma City, Okla., has been 


nn 


F “a ef 
No ~ ; POLS Oklahoma City tor Browne-Morse of 
Standard Stapler : . / 
$4.25 


uinted exclusive representative 


quipment 


; A Manufacturer Invests 
Are you one of the many stationers who 


are cashing in on Arrow consumer ac- 
ceptance in office, home and _ industry? 
You can be when you stock Arrow’s well- 
rounded line of staplers, pliers and tackers. 


SOLD ONLY THROUGH THE TRADE — 
No. P-22 NEVER DIRECT TO CONSUMER 
Plier Type Stapler 
$6.50 Over 30 different ARROW models 
for your customers to choose from 
. . . all designed to bring you 
fabulous REPEAT STAPLE BUSINESS! 


Mosler, Jr., president 
ARROW FRSTENER COMPANY. /NC. osle ife Co. and national president 
) Achievement, Inc., makes 
chase in J. A. Selmor C 


vert Oretz, vice-president of tl 


% ONE JUNIUS STREET + BROOKLYN 12, N.Y 
“Pioneers and Pacesetters for Over a Quarter Century” 





evement firm which mam 

CANADIAN REP WESTERN REP e 

No. T-50 Ginnie ttaliutens 5 DA. Gute tacturers and sells stilts. The Mosl 
Gun Tacker 1180 St. Antoine reet 170 No. Roberston Blvd f s a sponsor of the J. A. Sel 

$12.50 Montreal 3, Que Beverly Hills, Calif 
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A P Ls Py’ on rey 
en aE VERSHARP EVERSHARP 


{ Yet Pee Pe COMPAN 2 Orviseom OF | Gb PARTER PEN COMPANY 
von OF 


for Every | Di | bel 
Customer 
in just 
14" 
of Space 


Fountain pens, ballpoints, 


. ° . Here's a complete, volume-priced There's even room for ballpoint re- 
ink sticks and refills pen department stocked with fast- fills and Parker-Eversharp SUPER 


ving ballpoints, ink sticks, car- QUINK ink cartridges now retail- 
ige pens—with a choice of colors ing at a customer-pulling price of 
and point sizes. just 5 for 29¢. 


~ 


= VERSHARP| EVERSHARP 


2» Common OF of The PUREED FEY COMPANY 


4 Dom OF | Rt PAmEEe PUN (OMAN 


Wath 


EVE RSHAR P | PORT TE r 


WWW WL 


LL 


Evens SHARE 1 


le 





The complete assortment costs you This handsome Eversharp Display And, every time you re-order, you 
just $32.54, sells out at $56.54 retail Master—sets up anywhere—up- receive free goods...boosting 
in just 14 inches of space! right or flat on your counter, your profit to over 44%. Ask your 
against a wall Parker-Eversharp wholesale man 

for Display Master Deal EP-51 
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Joshua Meier Announces 
VPD Sweepstakes Winners 


The Joshua Meier Co., Inc. has announced th 
ners of the VPD Ring Binder Sweepstakes. The winners, 
who most correctly evaluated the sales features of VPD 
binders, are: First Prize Winners: EARL F. PARSONS ot 
Dobson's and PAUL S. Foster of Standard Printing and 
Publishing. The ten runner-up winners are: J 
of Hicks Office Equipment; W. CANTOR 


THE WINNING ENTRIES are presented 
Smith, Joshua Meier advertising manager, b 
of the Marketing Service Co., the organ: 
VPD Sweepstakes entries 


Stationery Corp.; VERN BrAVER of Stationers, In 
HAROLD M. BARTON of Marshall-Smith; ABE PALLE) 
of Palson’s, Inc.; R. J. WALDO of Norman's Office Sup 
plies; SIDNEY SHAPIRO of Sidney Offic Supply Co 
ANTHONY M. Hoski of J. K. Gill Co.; WILLIAM 
KLaAss of Wm. Klass Co.: and Mrs. R. O. Kocu of 
Heffley'’s Printing and Office Supply C: 

Foster's prize is a seven-day, all-expense-paid trip for 
two to Nassau, as the guest of Joshua Meier. Dobson 
won a comparable trip for two to Mexico ¢ 

Runner-up winners were awarded their cho 
valuable merchandise prize, valued at about $ 


Sheaffer Writing Contest 
Sets New Entry Mark 


An all-time record has been established for numb 
of entries in the Scholastic Writing Awards, a literary 
competition for junior and senior high school students 
sponsored by the W. A. Sheaffer Pen Co 

More than 158,000 youngsters in the | 
sessions and Canada have submitted manus 


thirty-sixth annual contest conducted by Scho! 


azines, Inc., according to WALTER A. SHI 
president of the pen firm 
Thirty prominent American authors 
cators will select the winners in eight 
of creative writing, including short story, poetry, essay 
and dramatic script. Among them are STANLEY KUNITZ 
Pulitzer prize poet; TAD MoseL, television and stag 
dramatist; SHIRLEY Jac KSON, novelist and short story 
writer; WHit and HALLIE BURNETT, authors and edi 
tors; and LUCILLE FLETCHER, film and radio writer 
Entrants are competing for more than 300 cash 
prizes, college scholarships, gold keys and Skripsert 
cartridge fountain pens 
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OFFICE EQUIPMENT 


LL a) et — a ae) oe) — ae ee | Ol | a Oe ee ee Oe) eS) eee) 1 hI 


MODEL 5482 
with tray 


H-O-N CASH AND BOND BOXES 


With or without coin trays. Strong, attractive steel 
units with rounded lid front. Latch and key lock. 


ORDER THE H-O-N PRODUCTS ON THESE 


PAGES FROM THE FOLLOWING WHOLESALERS: 


Associated Stationers, Chicago, Il. 
Associated Stationers, Cincinnati, Ohio 
Associated Stationers, Milwaukee, Wis. 
Associated Stationers, St. Louis, Mo. 
Bainbridge-Florida, Orlando, Fla. 
Bainbridge-Maryland, Baltimore, Md. 
Bainbridge-Southern, Charleston, S. C. 

J. H. Bandes Co., Williston Park, N. Y. 
Carpenter Paper Co., Denver, Colo. 
Carpenter Paper Co., Fort Worth, Tex. 
Carpenter Paper Co., Houston, Tex. 
Central Ohio Paper Co., Cleveland, Ohio 
Central Ohio Paper Co., Columbus, Ohio 
Central Ohio Paper Co., Indianapolis, Ind. 
Detroit News Co., Detroit, Mich. 

Federal Stationery Co., Kansas City, Mo. 
Federal Stationery Co., Oklahoma City, Okla. 
Federal Stationery Co., St. Paul, Minn. 
Kerr Paper Co., Amarillo, Tex. 

New Orleans News Co., New Orleans, La. 
Office Equipment Whse. Co., Dallas, Tex. 
Prior, Inc., Boston, Mass. 

Prior, Inc., Englewood, N. J. 

Railey Paper Co., Austin, Tex. 

Ramsey Co., Charlotte, N. C. 

Ramsey Co., Tacksonville, Fla. 

Ramsey Co., Greenboro, N. C. 

Ramsey Co., Orlando, Fla. 

Ramsey Co.. Tampa, Fla. 

S. P. Richards Paper Co., Atlanta, Ga. 

S. P. Richards Paper Co., Charlotte, N. C 
Salt Lake Desk Exchange, Salt Lake City, Utah 
H. A. Steger Co., St. Louis, Mo. 

United Office Furniture Co., Miami, Fla. 
United Stationery Co., Chicago, III. 


THE H-O-N CO., MUSCATINE, IOWA 
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H-O-N CARD FILES 


These H-O-N STEEL CARD FILES have a full measure of built-in 
sturdiness for lasting service. They are pleasingly styled with a 
rounded lid radius. The construction elements ensure very good 
alignment and fit. The bottom is dimpled to prevent marring. 
Order from this selection: Four models in the 3 x 5 size. (275 to 
1200 cards). Three models in the 4 x 6 size (450 to 1200 cards). 
Three models in the 5 x 8 size (450 to 1200) cards. The larger 
capacity units have a cover stop and a positive locking follower. 


COLORS: Gray, Sandalwood, Spruce 


MODEL 3357 
3 x 5-8'/2" deep 





MODEL 3359 
3 x 5-13" deep 


MODEL 335! 
3 x 5-3" deep 


PATENTED H-O-N CARD CABINETS 


TILT-BACK 

FOLLOWER This is the popular line of H-O-N CARD CAB- 
INETS with the tilt-back follower. This feature 
permits cards to lay back for visibility and 





easy handling. The drawer moves on nylon 
glides. Solid aluminum pulls and slanting label 
holder are attractive features. Rubber feet. 
Self-stacking units in 3 x 5; 4x 6; 5 « 8: 6 x 
9 (3300 cards). 


COLORS: Gray, Green, Sandalwood, Spruce 
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NOMDA Board Members Gather in New Orleans 


i vr ee 
weet ti ba thas 


ti redee 


+ heeds 


ri 


gall 


The board of directors of the Nation a Beaumont as n assman, Victoria, Texas 
Jan to go ove Harold Mann, Executiy cretary; Edwin T. Feigle, Houston 
’ Kennedy, San Jose, Calif.; Herb Blake, Hamilton, On 

, |, Philadelphia; Paul McWilliams 


igo; Liston Jackson, Fort 


Association met in New Orleans 
packed agenda. In the photograph 
meeting. From left they are 


FRONT ROW-—Mario Teschion, St Kurt I ortl iward Phtzenmaier, Ardmot Pa.; Gale Mead, De 
Angeles; Henry Van Daltsen, Bever f n V both aout Yo \ net aes 


cent, Topeka; Ernest Von Rhine, Los Ang Jack Thor 
Lawrence, Mass.; Charles Meyers e Tr REAR ROW —Kell Reimann, Arlington, Va.; Ike Little, Om 
Springfield, Mo.; Everett Villarrubia, Ne : C. M. Duncan, Austin, Texas; Vern Booher, San Pedr 
Soosten, St. Louis; Samuel Cantrel bar nd if.; E. McHale, Cincinnati; \V A. Johnston, Knoxvill 
Currie, Memphis; Irwin Ritchie, New r Beut illiam Patrick, Shreveport: Charles Krause, Jr., Legal Counse 
Chicago; Sam Stein, New York; and vy York Russ Brown, Evanston, Ill 

nner, Indianapolis; Cliff Felt 


phia fare k ew | 
tor hnson irleston, S.C. and John Wid: 
SECOND ROW— Alfred H. Foxcroft 


Mead Elected to 
General Gilbert Board 


EMERSON E. MEAD president of 


Smith-Corona Marchant Inc., has been 


NEW! K & C % 
Budget fine elected to the board of directors of 


ral Gilbert Corp. according 
| 


ae ° } 
24 non-suspension a recent announcement. According 
STEEL FILE to a general Gilbert spokesman, th 
addition of Mead to the board will 
@ 4 Boll Bearings to each Drawer @ Side 
Locking Follow Blocks @ Extra Reinforced permit xpansion of yornt manuf ac 
Roller Track @ Gravity Drop Prevents Drawer . . 
from Rolling ovt @ Sparkling Non-Tarnish Alu- turing ind distribution activities fof 
minum Trim @ 16 Gauge Girder Channels © 
Durable Baked Enamel Finish @ Extra Welded 


Corner Bottom Plates @ 4 colors @ In Letter 
and Legal Size, with or without plunger Lock 


two companies 
iith-Corona Marchant acquired 


distribution rights to the 


make money & keep it a tr —— snag me of the 
~ s ner Gilbert ¢ orp. during 1960 
when you sell K«C quality 


re K&C quality cuts costly servicing, so you keep | CARtoap— Phoenix Firm Moves 
u 


-|_ 4 your profits on our fast-moving promotional YERs 
steel equipment me Jot 
Files, desks, storage cabinets, combination units 
ie =e all are precision made of heavy gauge ; 
t+ steel quality-finished nm a choice of colors ws, t it | N Second Ave , Phos nix. 


ark Office Supply & Equip 


located for the past 43 years 


z 
4 Write, wire, phone TODAY for complete catalog and price “# eS al : y . 
list and NEW K&C Ist ORDER Bonus Plan ATI as moved to 111 W. Osborn 
Newspaper Mats Available 8 


% . , 
Ke GB verter PRODUCTS cq@., INC, n 1 \ location in mid-tow! 


= 1011 Greene Ave., Brooklyn 21, N. Y. © HYacinth 1-4510 nix as 15.000 square feet of 
OVER A DECADE OF QUALITY AND PRECISION IN STEEL EQUIPMENT 


: wit é rik 6 ing acili 
Representatives: a few choice territories available; Inquiries invited. h um} le } irk ng i 
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SALES - 
MAKER 


ACCOGRIP® is the revolutionary 
new instant binder by Acco. 

It opens and closes at the 
touch of a finger. It grips 

better, wears better, and has 
greater consumer demand than 
any other instant binder 

on the market. Unique 
spring-action clamp. Genuine 
pressboard cover. 5 colors. 


ACCOGRIP 
S FIRST 
BR 
FIRST | 


Year after year Acco sales-makers help you meet 
the demands of modern office efficiency. For pres 
tige and profits throughout 1961, feature the com 
plete Acco line, including these long-time favorites 


ACCO PRODUCTS 4A Division of Natser Corporat 


Ogdensburg, N.Y. * In Canada: Acco Canadian Co., Ltd., Toront FOLDERS ACCO BINDERS ACCO FASTENERS 





Save valuable office space with Cole’s n 


FILE-TOP STORAGE CABINETS 


Fits on top of 


3 LETTER FILES ~ 


No. 


Fits on top of 


<2 LETTER FILES 











Fits on top of 


2 LEGAL FILES 

















MATCHING 

FILING CABINETS... 
“File-Top” Storage 
Cabinets match 
perfectly in size 
and color with 
Cole’s Standard 
Cabinets. 


Send for our color catalog. COLE STEEL EQUIPMENT COMPANY, INC., Dept. 210, 415 Madison Avenue, New York 17, N. Y. 
CHICAGO * PHILADELPHIA + LOS ANGELES * SAN FRANCISCO * HOUSTON + ATLANTA * TORONTO, CANADA 
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individual distinction 





dignified utility mu UN paralleled flexibility 


the new concept in office interiors by 
GLOBE -WERINICKHE 


Unlimited custom arrangements possible . . . Laminated plastic or wood 


tops ... natural finished anodized aluminum legs . . . choice of decorator 
colors—or facades of laminated plastic or exotic woods for pedestals 
and cabinets. There's a bright future ahead for dealers selling Echelon, the 
sensational new business furniture. Leading office architects, designers, 
and decorators are now specifying Echelon. Get full information today 
on how you can become a Globe-Wernicke dealer. Write Dept. DO-4 


success depends on the strength of your line ° The Globe-Wernicke Co., Cincinnati 12, Ohio 





‘““Ad Panel’’ Recording 
Available to Groups 


Local affiliated NOMDA associa 
tions are having the opportunity t 
ent at one of their meetings th 
tape recording of the advertising panel 
which was conducted at last year’s 
° convention in Coronado. This is th 
first t in NOMDA history that 
recording of a part of the convention 
program has been made 
Plenty of excellent professional ad 
ice will be heard and included in th 
discussion are practical methods for 
office machine dealer to ap 
own store advertising. Th 


panel, under the direction of V. | 


KENNEDY, of San Jose, Calif., was 


the most informative sessions 
National meeting. Bookings for 
the tay are being accepted by th 


NOMDA offi 


Robert E. Smith New 
All-Steel Dist. Head 


All-Steel Equip 


Smith 
man 
Mary 
1 and 
D.< 
ds L. P 


istrict manager ror 


R. E. Smith 


has retired. The office h 
sat 1814 Jefferson Pla 
ishington, D.¢ 


Shaw & Borden 
Promotes Three 


WILLIAM W. Goss, formerly vic 


president has been appointed pres 


as and treasurer of the Shaw & 
OYVUCL. IN AUXILIARY SEATING Borden Co., Spokane, Wash., it was 
announced by MARK M. GILL, chait 


man of the board 





Every one of your customers is a potential buyer of Clarin vs 
HAROLD T. NOBLE, treasurer was 


Reserve Seating. 144 decorator combinations of highly styled promoted to vice-president and JOHN 
nylon and naugahyde—upholstered over Urethene. Fits per- ATHAN EDWARDS was elected 
t1 pl sident 


fectly with your customers’ decor. For sales meetings, plan- 


ning sessions and wherever auxiliary Seating is needed. 
Names Vice-presidents 







Tolmer lcm leM level cMlatielsur-lilelim-leleltht 
1 , 
FLAT J G. RAIKEs and E. C. Wut 


FOLDS 
Reserve Seating, write Dept. 33RS 


been elected vic pr s 
Bemis Bros. Bag C 


LJ s director of eastern opera 
for the company and Whitmor 
s director of product planning 


CLARIN -MANUFACTURING COMPANY 
\ } 4640 W. Harrison Street, Chicago 44, Illinois 














the furniture, of course, by All-Steel 


ALL-STEEL EQUIPMENT INC 


All-Steel’s 4000 and 6000 Line of Office Furniture 


most complete selection to do the most exacting offices. The styling 


is right. The colors are right. You can be sure of the quality, serv- 
a ice and performance. Plan your sales around All-Steel for a profit- 


. able, pleasing experience. Interested in a franchise? Write today. 


gives you the 





..P..- Of fice 
Appliances 


KEY TO THE Meee CAce 


door-opener 

to bigger profits 
for every 

office supply... 
office machine... 


and office 


furniture dealer... IDEAS ON... MERCHANDISING 
SALES MANAGEMENT 


OFFICE PLANNING 
BUSINESS AUTOMATION 
ADVERTISING 

FINANCIAL MANAGEMENT 
PLUS ...NEW PRODUCTS 
INDUSTRY NEWS 
CONVENTION REPORTS 
INDUSTRY RESEARCH 





Ad Clinic 


by JACK BEDFORD 


advertising consultant 


‘Go To School’ 
For Good Publicity 


PROBLEM: An office equipment dealer writes: “I 
have been asked to give a talk at my local high school 
on the career opportunities in the office supply and 
equipment business The more I think about it, the 
more I believe that this is good advertising. Can you 
give me some ideas on how to make my public relations 
program more effective with the s« hools ?”’ 
SOLUTION: Schools are mighty important publics 
for an office equipment dealer to reach in an effective 
public relations program. This includes all grade levels 

elementary, high school and college; and all types 
of public and private, profit and non-profit schools and 
colleges 

Here are some ideas you may be able to use to ex 
pand your public relations program in the school area 

SCHOLARSHIPS 
full-time public relations personnel working on their 


Several large corporations have 


scholarship programs. These firms award thousands of 
dollars in educational assistance to deserving youth in 


all parts of the country. Obviously, these firms would 


not continue these scholarship programs unless there 
was a good return public relations-wise for the money, 
time and effort expended 

Your business may not be large enough to afford 
awarding many scholarships. However, an award of only 
one or two fifty or one hundred dollar scholarships to 
top students in your community will give you good local 


public relations 
Let Outsider Make Choice 


lo maintain good public relations in your community, 
you will probably find it advisable to have outsiders 
select the student to receive your scholarship. Then, in 
case the final selection of the student or students is not 
popular with some people, there is no reflection on your 
business 

Scholarships provide a natural vehicle for publicity 
in the local press. This can be spread out over several 
months starting with the announcement of the scholar- 
ship, the selection of the judges for the competition, 
and the announcement of the award 

TOURS: Students have a natural curiosity about 
what makes things tick. A behind-the-scenes picture of 
your business can do a great deal to improve your pub- 
lic relations standing in your community. 

Tours that bring students to your firm take on a 
serious note. The students have been in the habit of 
thinking in a serious manner about school subjects and 
the tour is a part of their training. They will be ob 
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If you had to type 


tothe «qu ZaA®\ 
moon... 


@, 











...and you wanted to go 

the farthest on the first shot, 

with fewer and easier 
ribbon changes, 


you'd pick 


PANA-WU4L2 


the space age ribbon geared for distance typing 


PANA-71L0e 


gives you more than a mile of jet-propelled typing, 
cleaner, sharper, more colorful. 

PANA- 71100 

specially treated leader makes every ribbon change a 
perfect launching. 
PANA- 710005 

36 whopping yard length requires fewer ribbon changes 
PANA- 

costs less per yard than ordinary ribbons. 

. . and don’t forget your extra bonus—sharper carbon 
copies—sharper Unimasters*, than ever before. 


Ask for demonstration—call your local 
PANAMA-BEAVER man, always a live wire! 


Pour foo 


RIBBONS anc CARBONS 


Coast to Coast Distribution 


MANIFOLD SUPPLIES CO. 


Brooklyn, New York 
*Reg. T.M 


Always send a “TIME SAVER” cour esy carbon copy 





EB for ww 


EATON PAPER CORPORATION, 


128 


CORRASABLE BOND 


TO BRING EXTRA EBARNINGS TO YOU! 


The same extra effort that gave Eaton 
dealers the world’s first erase-without-a- 
trace Typewriter Paper continues to keep 
Corrasable Bond far ahead of all imitators 

ahead in quality, ahead in consumer 
demand! New. bright-white Corrasable 
Bond is todav’s outstanding modern 


Typewriter Paper 


The extra effort Eaton makes in consumer 


EATON'S 


PITTSFIELD, MASSACHUSETTS + Showrooms: NEW YORK, 475 Fifth Ave 


advertising, packaging and promotion to 
assure dealers of superior Corrasable Bond 
selling performance pays off in more new 
users and profitable reorder business. It is 
the extra effort America’s most successful 
stationers benefit from, when they stock, 
recommend and sell the complete Eaton 
Berkshire Typewriter Paper line, with a 


correct paper for every business use. 





Berkshire 
Typewriter Papers 





CHICAGO, 6 N. Michigan Ave. 
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Don't throw out money with a dried-out marker 
— Flo-master is refillable—tips are replaceable! 


Unlike ordinary markers, you only have to buy a Flo-master felt-tip © 
marking pen once. When it runs dry, it refills easily. It comes with five 
different felt tips that are interchangeable and replaceable. F!o-master 
inks dry as you write...are smudgeproof and waterproof. They mark 
on glass, metal, paper, plastics—anything! Inks come in 8 transparent, 
vibrant colors. Perfect for mail room, charts, graphs, storage binders, 
etc. Flo-master comes in 3 sizes. (Shown above.) Esterbrook Advanced 
Flo-master, $3.00. Refill ink, large 2-oz. can, only 60¢. 


{Re =e ee Omeok .¢ 
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servant, ask intelligent questions, and talk favorably 
about your business when the tour is over 

Faculty members need and want first-hand informa 
tion about local firms to use in class work. A tour of 
your firm, a dinner, and a discussion will not be very 
expensive in relationship to the value to your total pub 
lic relations program. 

TALKS: Some businessmen are a little reluctant to 
make a talk to a school group. They remember the way 
teachers made critical remarks about the speeches they 
gave when they were in school. But, times have changed 

. you are an authority on the office equipment busi 
ness and have earned the right to talk about it to any 
group of people. 

Volunteer Your Services 

Most schools have regularly scheduled faculty meet- 
ings. The program chairman of these meetings has a 
problem getting something interesting organized for 
the session. If you will volunteer your services for some- 
thing of this kind, you will be contributing to your 
total public relations program in a most effective way 

Meeting with a class in school welcome oppor 
tunity for the teacher to relax . . . and for the students 
to learn something new. As an authority, you will be 
well received and create a favorable impression of your 
business in the minds of your student listeners 

BOARDS: A successful businessman needs to serve 
on various boards to provide a well-rounded public re 
lations program for his business. Serving on charity 
boards is good, but you can reach the school public with 


1 Lb. PRINCESS 
Terrific impulse 
seller, 
wonderful 

gift item! 


2 Lb. COUNTESS 
Complete 


the same amount of effort by serving on educational 
boards. 

Many colleges and universities have Advisory Boards 
made up of local business leaders. In addition to the 
prestige you receive on these boards, you can contribute 
guidance and inspiration through this phase of your 
public relations program. 

Serving on the School Board may be a thankless job 
in some respects. However, you will be associating with 
other successful businessmen in your community. 

EMPLOYMENT: In addition to improving your 
public relations program, you can utilize students and 
faculty for employment. This can consist of part-time 
employment of students during the school year and 
during the summer months 

Summer vacation replacements present a problem for 
most businessmen. Teachers with the three months sum- 
mer vacation may provide an answer for qualified peo- 
ple to work for you. . . and to give you an opportunity 
to improve your public relations program in your com- 
munity with this influential school group. 

PLAQUES: Business firms have made awards to out- 
standing athletes for a number of years. This reaches 
one segment of your school public and gets you plenty 
of newspaper publicity on the sports page to augment 
your public relations program for your business. 

There are other accomplishments that might warrant 
some type of plaque for students. For instance, it might 
sound too simple, but a plaque for the best speller 
might put more emphasis on this important educational 
quality. 


America’s Largest Selling 
pring-Type Offic 
=-.4POStal Scales! 


2&5 lb. 
« "IZ" LINE 5 
Easy-to-read 
design... 
* | perfect for 
if most on 


THE ONE COMPLETE POSTAL SCALE LINE. 


5, 10, 25, 

50 Ib. 

“yy” LINE 
For all heavy 
duty, parcel 
post and 
shipping 


FAMED FOR ACCURACY, BEAUTY, DESIGN! 


Models for every use —from 1 to 50 Ibs. 


ORDER TODAY! 


PELOUZE MANUFACTURING CO.,1212 Chicago Avenue, Evanston, Ill. 
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CrsinersU tity Beauty Acceptance 


BUILT RIGHT! PRICED RIGHT! 


No. 1842 $ 
Counter Height 
Cabinets 


Same heavy 
gauge construc- 
tion as Standard 

Cabinets. Top 
provides con- 
venient working 
surface. Two 
adjustable 
shelves. Shipped 
K.D. One per 


carton. 





No. 3618 S$ 


Sturdy, 
Standard Size 
Storage 
Cabinets & 
Wardrobes 


Heavy gauge 


steel, with baked- 


on office-grey 
enamel, chrome 
handles with 
lock, adjustable 
shelves. 
Shipped K.D. 


One per carton. 


No. 2418 § 


Storage 
Cabinet or 
Wardrobe 


Heavy gauge 
steel, baked-on 
oftice-grey 
enamel finish. 
Chrome handles 
with lock. Stor- 
age cabinet 
equipped with 
4 adjustable 
shelves. Ward- 
robe has shelf 
and hanging 
rod. 

Shipped K.D. 


One per carton. 


~ 
~) 


No. 3414 D 


Typewriter Tables 
Size 26/)"H x 16"D x 22"W and 
34" overall with shelf extended. 
Finished in baked-on office-grey 
enamel. 2" rubber casters. 
Shipped K.D. One per carton. 


CUBA MANUFACTURING CO. 
CUBA, MISSOURI 
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For Visible Efficiency... 


Call the Man from B&P 


He’s got Visible Equipment that’s as new as tomorrow in these days of 
automation. Records are instantly available for posting or reference. 
Complete systems can be installed in one compact unit. Single binders 
like the one shown hold over 1,000 records. Multiple unit systems can 
hold up to 8,000 records 

You'll sell efficiency with Boorum & Pease Visible Equipment because 
there’s no waste motion, no fumbling in files, no lugging of heavy books 
or binders. B& P Visible Binders with automatic shift make it easy to 
insert new sheets or close up spaces when records are removed. They last 
and last because of precision-made mechanisms, tough metal hinges, 
rustproof steel rims, rugged binding materials 

Be sure to promote exclusive Boorum & Pease Brass Reinforced 

Visible sheets. They defy wear, save replacing torn sheets, protect 
valuable records. 

Call the Man from B&P for full details about the best in Visible 
Equipment, including every auxiliary need: individual supports, multiple 
unit racks, shelves and tables, and a host of visible forms and indexes 





Boorum & Pease 
SINCE Siam 2IRO\ —«1842 


R 


Blank Books _# ~ Loose Leaf 


B«P 
a 


General Offices: 84 Hudson Avenue, Brooklyn 1, N. Y. « Bosto 
Chicago 7: 310 W. Polk Street * New York 13: 349 Broadway * 
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yplne bd Ohai 


Of sli ncle © Dr 
Do i, Ol NEON 


introducing the new 


CONTINENTAL 














executive posture chair 


No. 1768 HRM showing 
optional head rest and 
optional aluminum base. 








JOHNSON CHAIR COMPANY 


7109 Merchandise Mart 
No. 1768 with walnut base 


(also available with aluminum base) Chicago 54, Illinois 





Memo: Purchasing Agent to Salesman Who Brings Ideas 


by THOMAS A. MIHM 


purchasing agent, 
Associated Hospital Service 
of Philadelphia 


Have you, as a salesman, ever looked 
on the purchasing agent as a salesman 
himself ? 

Here, take a look: it may help you to 
better get our point of view. Each of 
us must SELL 
ices, Our Companies. I'm no exception 


ourselves, Our serv 


I have to sell myself to you as a dé 


pendabk ontact, and to my superiors 
is a responsible agent to handle their 
funds and on my ability to keep hun- 
dreds of supply items flowing steadily 
through our entire organization. I have 
to sell you on my ability to get your 
information to the proper operating 
and to get action when you 
Also, I have to 


sell my own organization, as a worth 


pe ( ple 


have what we need 


while prospect and customer 


And, it’s a rare purchasing agent 


WHICH girl belongs to these legs? 


Not Miss Clock-Watcher. She's been 
standing on a hard floor all day and 


her feet and back are aching—she 
can hardly wait to go home. 


These legs belong to Miss Effi- 
ciency, above, whose boss pro- 
vided her with a HYGIENIC 
FOOT COMFORT MAT. She's 
been standing all day too, yet 
her work is still accurate and 
efficient at closing time. Even 
her friendly “welcome cus- 
tomer” composure remains 


unruffled. 


Bree € ERLANG Pi eT MINES 
Your selection of a beautiful rubber 
tile flooring is bonded to a sponge rub- 
ber base. Unlike cheap utility mats, this 
combination provides proper support 
without being mushy—will wear for years 
without denting or puncturing. Edges are 


beveled for safety and appearance. 


Both Mats and Runners 
8 Decorator colors to 
match any office decor 





For details and prices write to 


FLOORING DIVISION—Dept. A 
THE HYGIENIC DENTAL MANUFACTURING CO. 


AKRON 10, 


OHIO, U.S.A. 





who's had your opportunity for inten 
sive sales training. No wonder we de 
pend so heavily on your ideas, talents, 
knowledge, resourcefulness, exper! 
ence, imagination and judgment. 

In 10 years as Blue Cross purchas 
ing agent, I've seen 5000 men like 
yourselves, and the net profit of my 
experience is that your toughest task ts 
to sell yourself. It’s not easy to avoid 
the opposite pitfalls of presumption 
and despair. Nor the opposing faults 
of boring buyers or high-pressuring 
them. Occasionally, you have to have 
steel intestines and numb nerves in the 
face of complete and seemingly hostil« 


strangers 


Respect Those Ulcers 

Try to bear in mind that a buyer 
may not really be the bear you think 
he is, but may be under special ulcer 
growing pressure. Remember, too, that 
his decisions often require consultation 
or clearances and that pressure for an 
ok can embarrass him. 

But selling is like praying: If you 
do it with naturalness, patience and 
sincerity, you are likely to be heard 

As important as approach, is pre 
paredness. Naturally, you know your 
own products cold. But do you know 
their relationship to companion prod 
ucts that make for office systems? Do 
you know your competitors’ products, 
and not alone their short comings? 

Are you familiar with alternate 
products to yours ones which, 
doubtless, will not do the job so well ? 

Do you learn as much as possible 
about the buyer's business and his use 
of your products? Do you know the 
technical details of your product which 
may be of interest to the operating 
staff, or to the systems analyst? Are 
you prepared in all ways to build the 
sale: to gain the friendship of the 
buyer, to get across the facts about your 
product, to inject a new and creative 
element into the situation, to deal with 
his questions or objections by inform- 
ing rather than confusing him, to a 
cept the order when tendered, and to 
fill it accurately and promptly ? 

Your book tells you to ask for the 
order. In a proper sale, you don’t have 
to. The transition between your presen 
tation and the buyer's acceptance is a 
subtle one and you can imperil it by 
being premature or clumsy. If the sale 
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the order will hap 

t much f 
be. Many a sale takes perse 
Let’s face 


r super salesmen, if 


research, and fime 
only time will break down some 
varriers. I could list these 
We already have four reliabk 
suppliers 
We've had the same supplier for 
LY years 
We never buy 
We order o1 
We are standardized 


We re 


A because oO! 


from out of town 
1 year’s contract 
using competitive article 
its (genuinely) ex 
lusive featur 

We don’t need any nou 

ts will be use 


ps a dozer 101 


ake your selling 


V.P. Both 
P.A. will re 


competitor ! 
him under with 
tive selling 
Are you busy? 
rative, and you 


have asked his 


Its belittling 
mbuittering Sup 


cht instead ol 


peeved! Irrita 

lisappear if you 
scratching them 

y claim the best 

| products! Prove it 

al 

If you have 

just call Pre 

he won't have 

nd anyway you'll be 
before he does 

< on reciprocity! It’s 


commodity to 


t soap! The P.A 
s 90% lye 
tO name names 
ind use testimonials 
(Where authorized, to 
be sure. ) 
stretch that promis¢ ! 
The disappointing truth 
will weather better than 


the broken word 
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Of one thing I’m sure 
gains in a true sale 


everyone 
The good sale 
happens most often when the P.A. and 
the salesman both realize they're in the 


Same be at 


New Location 


The Perry-Sherwood (¢ orp. has 
moved to 257 Park Ave. S., New 
York 10, N. Y. The company’s new 


phon umber 1s ALgonquin 1+-S858 


Mid-Continent Tab Card 
Opens Houston Branch 


The Mid-Continent Tab Card Co., 
Kansas City, Mo., is installing Hous- 
ton, Tex.’s first plant devoted exclu 
sively to the production and sales dis 
tribution of tabulating cards used in 
electronic accounting machines. ROB 
ERT E. GRAHAM has been appointed 


manager of the new plant 


KEEP AHEAD OF TIME 


YEAR AFTER YEAR with 
KEITH CLARK and 
DEFIANCE CALENDARS 


Here are the calendars that keep your 


customers Ahead of Time 


Through the 


years KEITH CLARK and DEFIANCE con- 
stantly improve their calendars, making 
them MORE useful with such features as 


e NEW Handy Reference Date 


(month/day/year at bottom of page) 
DISTINCTIVE Magnifying Headbands 
Choice of Metal or Plastic Bases in 

Attractive Decorator Colors 
EXCLUSIVE Schedule-A-Date 
Modern Printing and Format 
Plus — Many NEW Calendar 

added to the line 


types 


KEITH CLARK and DEFIANCE Calendars 
are NEW every year to fit your customers’ 


needs 


There are models designed for 


every possible business or personal use 


SELL KEITH CLARK 

and DEFIANCE CALENDARS 
— for added profit 

and better customer 
satisfaction 


The Calenders That Work For You 








Top of its Class! 


THE ESSENTIAL ITEM IN YOUR GRADUATION PROMOTION! 


Year in and year out, the most popular of all graduation 
gifts is a fine dictionary. When they’re shopping for that 
all-important gift your customers are sure to ask for the 
finest dictionary available today: WrsBsTER’s NEw Wor.LpD 
DICTIONARY. 


NEWEST! BIGGEST! BEST! More than 142,000 entries. 1,760 
pages. More than 3,100 terms illustrated. More of every- 
thing today’s graduate wants and needs in a truly superb 
reference book. It’s “the experts’ dictionary,’”’ used by 
leading writers, scholars, and educators, and officially ap- 
proved at more than 1,000 colleges and universities 


Stock up now for the big graduation 
gift-buying season at these generous 
discounts: 5 copies, 40%; 25 copies, 
41%; 50 copies, 42%; 100 copies, 
43%. And, remember, WEBSTER’S NEW 
WORLD DICTIONARY is always at the 
top of its class. That’s why it’s your 
biggest profit-maker in desk diction- 
aries, not only at graduation time, but 
every month of the year. In various 
bindings, from $5.75. 


THE WORLD PUBLISHING COMPANY « Cleveland and New York 
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SCHOOLKIDS: the biggest, richest, buying-est market for portable typewriters. And 
growing strong and fast. What's more, purchase patterns have shown that the hig 
buying characteristic of this market is that it trades up. Point: we're now running one 
of the broadest advertising campaigns ever for our top-quality, top-price machine, the 
Royal Futura. It's aimed directly at the school market—selling the Futura as “the 
portable for better schoolwork.” Point: the Futura is the most wanted portable sold today. 
Point: There is more volume profit for you in this portable—and it's a protected profit. 
Need we say more? Well, yes: how’s your stock of Royal Futuras? R@YAL PORTABLES 
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Executive Swive/ Mode/ 2200 and 
Matching Model 2250 Straight Chair 


The years-ahead features built into all 


only make them the most-comfortable, 
and institutional chairs, but also elimir 
costs during long periods of initial 

ing and repairs finally become necessary, they 
in the chair design and may be a 


mum cost 


Fitted to the exact physical characteristics of th 
five-point adjustability, Rest-All chairs 
comfortable, healthful support imaginable 
sive Nylon base sleeve plus unmatched 
leathers, full selection of luxurious fabri 

of plastic-finished, simulated leathers or 
forated or plain; or special. Aluminum 
satin or color anodized. Seat, back and armr 


foam rubber cushioning. Write for new cata 


FINE CHAIR SPECIALISTS 


COMPANY. INCORPORATED 


410 ™ MERIDIAN 8D YOUNGSTOWN OMI 


———_ 


NEW YORK SHOWROOM: 440 FOURTH AVE 
EXPORT DEPT.: 44 BEAVER ST., NEW YORK 4, N. Y 


Vien on the Move 


KEVIN J. VOLL recently joined 
the sales staff of the W. H. Gun- 
locke Chair Co. He will represent 
the company in southern New 
Jersey, metropolitan Philadelphia, 
Maryland and Virginia. He will 
make his home in Baltimore 
Voll has had previous experience 
in the equipment and furnishings K. J. Voll 
field which will enable him to give 


assistance to dealers in his area 


MARVIN E. ADKINs has been ap- 
ointed sales representative ror 
stempco office accessories in the 
northern California and _ Pacific 
Northwest, it was announced by 
Wott C. STEMPEL, vice president, 
sales, Stempel Mtg Co 

Adkins will maintain headquar 
ers at 420 Market St., San Fran- 
cisco, Calif., and will work with 


Marvin Adkins 


Mort GREENES, western division manager for the 


company 


[he appointment of T. REED 
DALY as sales manager of the lab- 
oratory furniture division of the 
Borroughs Mtg Co. has been an 
nounced by GEORGE BENNETT, 
president 
Daly has been consultant to top 
management groups, architects and 
ngineers on laboratory layout, and 7 R Daly 
the design and development of 
laboratory equipment 
He was formerly manager of the laboratory furniture 
division of the Hess Co. and sales manager of the 
Amlab division of American Standard Corp 


[he appointment of WILLIAM 
|. WARD as sales representative in 
New York and northern New 
Jersey has been announced by the 
Bentson Mtg. Co 
Ward was formerly a salesman 
with a Chicago store, later became 
purchasing agent for the Pennsyl- 
vania Railroad, and for the past William Ward 
five years has represented various 


office € quipme nt manufacturers 


Guy V. SWEET, JR., has been named regional repre 
entative for the drafting products of the Hamilton 
Mig. Co., in the northwestern area of the country 
In his new position, Sweet will work closely with the 


company’s distributing organization in the states of 
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You profit 4 ways: 


1. Modern merchandising package eases | 


self-selection and speeds turnover. 


Dust-free poly-pack enhances color bril- 


liance . . . multiplies sales appeal. 
Popular 25c price for 10-foot fold of 
flame-proof crepe increases unit of sale... 
boosts profit potential. 

Displayed on the new Dennison rack or 
your own display unit, it assures more 
volume per square foot. 


Dennison 


Helping you compete more effectively 
FRAMINGHAM, MASSACHUSETTS 
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FREE GOODS OFFER 
INCLUDES RACK 


This special, new rack displays 
a large, bright array of exciting 
Dennison colors. Rotating arm 
speeds self selection. Order 14 
dozen folds and the $11.75 rack 
and Dennison will bill you for 
only 10 dozen folds plus the 
rack ... you get 4 dozen folds 
FREE ... the equivalent of the 
rack cost and more! 


ASK YOUR 
DENNISON SALESMAN 
ABOUT DEAL NO. 590 

TODAY 


are you 
MEILINK TWO-TONE SAFE 


they COSt HO wore 
and ar é handsome additions 
to modern offices 


You can offer your customers any Meilink Safe 

A, B or C label —in any combination of two 
standard colors at no more than the price of a 
one-color model. The standard colors are gray, 
olive green, Heather tan, Inverness green and 
desert sage. Furthermore, you can give your 
customer any special color or colors by merely 
furnishing the paint (which must be air dry 
lacquer). With the current emphasis on con- 
temporary ofiice design, here is your opportun 
ity to prove that a safe can be as handsome as 
it is functional. 


A GIFT FOR YOU 


When you sell a Meilink A label 
safe we will send you one of these 
miniature 14-kt. gold safes con- 
taining a crisp one dollar bill 


Whe vi vou Se / 
label saje we wt ser 
patr of these gold cuff links 


MEILINK STEEL SAFE COMPANY -TOLEDO 7, O. 


IN CANADA: VICTOR ADDING MACHINE CO. (CANADA) LTD., GALT, ONT 
Producers of the ‘ 
EILIN insulated prod. cts 
safes, insulated files 
doors, home VAULTS 
ness machine 


ecommending 


Men on the Move .... continued 


Idaho, Oregon, Washington, Alaska and the Province 

of British Columbia 
He has been associated the company for some 
in other capacities, including district engineer in 


lirm s contract departm nt 


RAYMOND W. JAMES has been 
named production manager of Pho 
tek, Inc., Kingston, R. I., a recently 
formed subsidiary of Textron, In 

James will be responsible for all 
phases ol production as well as re 
lationships with suppliers of chemi 
cals, paper and other materials used 
in the manufacture of copying ma 


Raymond James 
terials and equipment ‘ 


EUGENE S. COPHER has 
named assistant sales manager 
photocopy products in the southern 
part of the United States by Smith 

orona Marchant, Inc 

Copher will supervise the mat 
keting of the new SCM line of 
photocopy machines and will make 
his h idguart rs in Atlanta, Ga ; 

Prior to his appointment, Copher B. & Sages 
was assistant regional manager for the American Photo 
copy Equipment Co 


LEE Hervey and FLoyp McKay were recently 
named sales representa \ r the Alma Desk Co 
Mi 


Kay, who has been in t oftice furniture business 
tor the past five years, will service Tennessee, Ohio 


Hervey F. R. McKay 


gan, Kentucky, West Virginia, western Pennsyl 

ia and western New York 
Hervey, who will cover Maryland, Virginia and 
District of Columbia, has been in the office furn 
line for eight years. He was formerly branch man 
ver of National Manufacturer and general manager ot 


wholesale showroom 


STEWART D. Warts 


r t i 


ger of the newly-created Cleveland region of 


ni promoted to regional 


Moore Business Forms, Inc.'s central division 


Watts. who has bees anager of the tormer Cleve 
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WESTINGHOUSE ELECTRIC CORPORATION 


AMERICAN NATIONAL BANK 
GERBER PRODUCTS COMPANY VI S | @) N 
UNION OIL COMPANY 

GENERAL BRONZE CORPORATION f 


C AND H SUGAR COMPANY Far-sighted businessmen in 
FIBREBOARD PAPER PRODUCTS CORPORATION 


SOUTHERN BELL TELEPHONE COMPANY these and hundreds of other 
HUMBLE OIL AND REFINING COMPANY companies have opened their 


UNITED STATES RUBBER COMPANY plants to the life-saving pro- 
NEW YORK LIFE INSURANCE COMPANY 4 
WEST POINT MANUFACTURING COMPANY gram of the American Cancer 


WASHBURN WIRE COMPANY Society. Ask the ACS Unit in 


DELTA AIRLINES INCORPORATED a , 
AMERICAN AIRLINES INCORPORATED your community about a free 


STAR AND CRESCENT BOAT COMPANY education program to guard 
AMERICAN THREAD COMPANY your employees against 
BARDEN CORPORATION 
INTERNATIONAL SILVER COMPANY | Cancer. 

BRIDGEPORT BRASS COMPANY t 
UL _American Cancer Society 
A. C. GILBERT COMPANY 
FAFNIR BEARING COMPANY 
UNITED AIRCRAFT CORPORATION 
RUMFORD CHEMICAL WORKS 
PRUDENTIAL INSURANCE COMPANY OF AMERICA 
REVERE CORPORATION OF AMERICA 
SESSIONS CLOCK COMPANY 
SOUTHERN NEW ENGLAND TELEPHONE COMPANY 
STANLEY WORKS 
TRAVELERS INSURANCE COMPANY 
VEEDER-ROOT INCORPORATED 
WAUREGAN MILLS INCORPORATED 
ARMSTRONG RUBBER COMPANY 
BARD PARKER COMPANY, INCORPORATED 
CHARLES PFIZER AND COMPANY 
1ONA MANUFACTURING COMPANY 
TRACERLAB INCORPORATED 
ESSO STANDARD OIL COMPANY 
GILCHRIST COMPANY 
WESTERN ELECTRIC COMPANY, INCORPORATED 
NEW ENGLAND ELECTRIC SYSTEMS COMPANY 
BOSTON AND MAINE RAILROAD CORPORATION 
SOCONY VACUUM OIL COMPANY, INCORPORATED 
MIDDLESEX COUNTY NATIONAL BANK CORPORATION 
GENERAL ELECTRIC COMPANY 
MASSACHUSETTS MUTUAL’ LIFE INSURANCE COMPANY 
INTERNATIONAL BUSINESS MACHINES CORPORATION 
MONSANTO CHEMICAL COMPANY 
LAWRENCE A. C. LEATHER COMPANY 
STATLER TISSUE CORPORATION 
JOHN HANCOCK MUTUAL LIFE INSURANCE COMPANY 
PAN AMERICAN WORLD AIRWAYS SYSTEM 
THE LIQUIDOMETER CORPORATION 
KOLLSMAN INSTRUMENT CORPORATION 
BULOVA WATCH COMPANY 
CARSON PIRIE SCOTT AND COMPANY 
AMERICAN BRAKE SHOE COMPANY 
NEWMAN-CROSBY STEEL COMPANY 
SAFEWAY STORES INCORPORATED 
FRIDEN, INCORPORATED 
MARCHANT CALCULATORS, INCORPORATED 
KAISER AIRCRAFT AND ELECTRONICS 
STANDARD ROMPER COMPANY 
PHILCO CORPORATION 
COATS AND CLARK INCORPORATED 
SUN OIL COMPANY 
CADILLAC TEXTILES INCORPORATED 
BETHLEHEM STEEL COMPANY 
COLLYER INSULATED WIRE COMPANY 
CORNING GLASS COMPANY 
DAVOL RUBBER COMPANY 
FIRESTONE TIRE AND RUBBER COMPANY 
FRAM CORPORATION 
PENNSYLVANIA RAILROAD 
AMPEX CORPORATION 
PORTLAND CEMENT COMPANY 
LIBBY, MeNEILL AND LIBBY 





Any uny yu loobatit?. 


and the more you look, the 
more convinced you'll be that... 


“The Fulton Quality Line” of 
MARKING DEVICES and INKS 


@ Manufactures the most complete line. 
@ Are made with traditionally fine craftsmanship. 
@ Have the smartest sales provoking package designs 








ati 


PO ea 


We welcome 

any special 

ink problems 
submit 

sample for 

extra fast service. 


Write for. 
FREE CATALOG 
and PRICE LIST 

Prompt deliveries. 


We manufacture 
Stamps, Stamp Pads, 
Numberers, 
Daters, 
Business Outfits, 
Rubber Type Holders, 
Rubber Logotypes 
Sign and 
Price Markers 
and all types 
of Marking Inks 


ae yar) 
FULTON MARKING EQUIPMENT COMPANY 


82 Fulton St., Elizabeth 1, New Jersey 
“Manufacturers of Marking Devices for Over 50 Years” 
| eteneieiaieeiall 


142 


Men on the Move .. . continued 
land zone, will head the region which comprises the 
larger parts of Ohio and Kentucky. 

WaLTER P. GyER was named Cleveland district ac- 
count manager and WILLIAM A. HEWITT was appointed 
Cleveland district territorial manager, completing the 
field management group 


The appointment of two new branch managers was 
recently announced by the Victor Adding Machine Co 
RAYMOND J. MACDONALD now heads the firm’s West 
chester branch and DONALD L. HorsLeEy is in charge of 
its Salt Lake City operation 

MacDonald, 1960 as a 


management trainee, has had seven years previous sales 


who joined the company in 


R. J. MacDonald Donald Horsley 


xperience in the office equipment 
| 


industry, including 


management re sponsibilities 


Horsley, who also began in 1960 as a management 


trainee, has had four ycars sales expe rience in the office 


equipment industry, two of which were as a branch 


manager 


Changes in sales territories in the southeastern sec 


tion of the United States have been announced by th 
Quality Park Envelope Co 
ROBERT AULD 


southeastern se 


covered the entire 


Tennessee, North 


who _ formerly 


tion, will now serve 


f=) 


: 4 
m Ms 


‘A 


Robert Auld 


Ben Davis 


Ramon Sammons 
ind South Carolina, Florida, Atlanta and the lower se 
tion of Georgia 

RAMON SAMMONS of Atlanta has been assigned 
Mississippi, Alabama, Atlanta and the north portion of 
Georgia 

The city of New Orleans will now be served by BEN 


Davis, with headquarters in Dallas, Tex. 


Fritz C. BERNSTORFF has been appointed Toledo of 
fice typewriter manager for Smith-Corona Marchant, Inc 
He succeeds Forrest B. CHEEK, who was transferred to 
the Pittsburgh branch. 

Bernstorff, who has been with the company for two 


continued on page 14 
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NSOEA Show 


Speakers Give 


Profit-Packed 


Information 


VERN VALLET 


presiding at the Management session, introduces Edward O 


(left) of Stationers & Publishers Board of Trade. Mr. Kallmann’s address on financing 


talls packed the 


HENRY BERRY dran atically n ake s 
ring his convention address deal 
ethods of good in-store and 


slay, a highlight of the 


OA—4 /61 


conference room to overflowing 


Slow turnover of accounts receivabk 
Inade quate gross profit 
Excessive expenses 
Over-expansion. 
Over-trading 
Excessive withdrawals 
Paying off retiring principals 
Non-adjustment to fit declining market in dis 
tressed areas 
The best way to recognize these pitfalls, Kallmann as 
serted, “is through a study of the financial statements 
regularly prepared by the dealer's accountant. Thes 
statements should be studied for changes and trends 
from year to year and when any deviation from a normal 
financial position is indicated, a correction should im 
mediately be made. Your statements should break down 
operating results by departments Management who fails 
to departmentalize is operating blindly 
Other featured speakers were Dr. Frank C. Baxter of 
the University of Southern California, who addressed 
the luncheon meeting, and Clifford R. Bollman, western 
regional director of Dale Carnegie Courses 
Separate meetings of old Districts 12 and 14 were 
held on Saturday forenoon, setting up the procedure for 
NSOEA’s first shift from 14 to 10 regions. Appoint 
ment of five men from the western states to serve as re 
gional chiefs for 1961-62 in the newly-constituted Dis 
tricts 9 and 10 were announced at these sessions 
Appointees, made by NSOEA’s executive committec 


continued on ] i4 





DEAL YOURSELF A ROYAL FLUSH 


Royal Metal, because 


+ 


with the company that puts dealers first! Dealers’ choice 


neyer + 


ARNOT Partiti 
and DELUXE 


thr 
4c 
4 


leteness, the diversity that extenc 


From single office w 


val fills the bill with office chairs, 


mponents, VISCOUNT modt 
OFFICE FURNITURE 


ll in the hig 


1d get you 
ROYAL METAL MANUFACTURING COM- 
In Canada—Galt, Ontario. 


ch ire 


y 
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STOP, LOOK J NEW 
“LIST’EM: MONARCH 
POR 
1 EXTRA REMINGTON 
never before assembled in te 38 $99 


any portable under *100°"! 


a 
je 2 


) MeN ae oem ti 


Remington = 
eo eeesaeaeee 

eeoeceeseaeee2 
Ye oaoaeeaoeoeses 
i= oveseveeeee 


~ 
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Here’ S why it’s so easy to sell Remington Portables: 1. Remington 
is the quality line and every model looks it! 2. Remington Sup- 
ports dealers with the most compre- 
hensive promotions in the field! It 
brings in customers ready to buy! 
3. Remington has the most exciting, 
liberal, profitable ‘‘Partners in 
Profit” sales plan ever developed! 
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Sterling Hiles, Director of Marketing 
Remington Portable Typewriter Division 
Sperry Rand Corp. 

315 Park Ave. South, N. Y. 10, N. Y. 


| want to know more about how | can cash 
in on Remington's ‘Partners in Profit’ 
sales plan. 


NAME 
ADDRESS. 





| 
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HASCO’S 
rover: BRAND 


All-New Typewriter 
SLIDE-A-SHELF 


for standard and electric machines 


Converts any desk (wood or steel) into a sec- 
retarial desk. 

Does not eliminate drawer space—al!l drawers 
usable. 

3” casters for easy rolling—with brakes. 
Height is adjustable—folds up for easy storage. 


Sturdy, dependab'e for electric machines. Top size 16” x 26 
Masonite rubber or Formica tops. Gray, Tan, and Mist Green 
frames. Packed single, can be mailed porcel post. Weight 11 Ibs 


manufactured and guaranteed by 
|e ae: Pa i LCD > | Se Oo) OF 


822-824 Spruce St. © St. Louis 2, Missouri 


Note: Write for our new, free, full-color brochure covering the 
entire HASCO line of Office Machine Stands 








Men on the Move 


years as a salesman, will cover Ohio, Michigan and parts 
of Indiana and West Virginia 


ROBERT L. ScHuTT, formerly 
Detroit office regional manager, 
has been named general manager 
of the counter equipment division 
of Diebold, Inc. He will make his 
headquarters in Hamilton, Ohio 
Schutt joined the company in 
1948 and was named Iowa re 
gional manager the following year aes ORs 
He moved to Canton in 1951 as 
assistant sales manager of the bank division wa 


issigned to the Detroit office as regional manager 


1955 


Davip R. SEEBER has_ been 
named manager of the western di 
vision of the Ohio Chair Co 

Seeber will maintain offices in 
Los Angeles, Calif., and will rep- 
resent the company in all of the 
western states 

Before joining Ohio’ Chair, 
Seeber represented the coated — 
fabrics and Koylon foam rubber om. Se. Soaeee 
d partment of the U. S. Rubber Co 


Henry LueKE has been promoted to branch manag 
of systems sales in the Louisville, Ky. district office by 
Remington Rand Div., Sperry Rand Corp 

Lueke’s territory includes the southwestern part of 


Kentucky and parts of southern Indiana 


ROBERT H. HILt has been appointed branch manag 
of Remington-Rand’s adding-calculating division 
Oklahoma City, Okla 

Hill joined th npany 1952 in Des Moines 


lowa, where he was products sales manager since 195 


PAT PATTERSON has beet ippointed manutacturetr 
presentative by the Plymouth Rubber Co., Inc., for 
the company’s lines of rubber bands and plastic tapes 

Patterson will serve the territory of Ohio, Kentucky 
Indiana and the city of Pittsburgh. He will headquarte: 
n Cleveland, Ohio 


NORMAN H 
named western 
the H-O-N Co.. 
by WILLIAM DUuVAL, vi 
dent 

Vanek brings a_ recor 
years in sales work and 
ment with the A. B. Dicl 
his new position. Most recently : - 
served £ Dallas regional manager mM. OF. Vensk 
for + Dick, supervising an 

ight state area 
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NSOEA Sh« 


the m« mbership in a unique situation 
of regional territory, arc 
E. Forgey, owner-manager of Bow 


ery Co., Santa Cruz, Calif., governor; 
n, vice-president and general manager 


Co., San Francisco, lieutenant govern- 


ighton B Cress, president ol Clark 
Eldon R 


ger of Albuquerque Stationery Co., 


Phoenix, Ariz., governor 
w Mexico, and Merlyn Carpenter, 
itionery Store, San Lous Obisp« Calit 
Yosemit Na 
9 including northern California, 
Colorado and Wyoming; and 
it Scottsdale-Phoenix for District 
southern Nevada, Ari 


ites for 1962 are 


ilifornia 
ravelers and the 49ers hailed new 
official business at enthusiastic 


1 
lay morning. Claren 


eld Division, addres 


ny non-members to join NSOEA 


at the 25th anniversary meeting 
lers Club are 

Anderson, | seph Dixon Crucible 

ts, Loyal Carlon, Bates Mfg. Co.. 


Fullerton Engineering Sales Co.: 


Bud Sangler, Universal Paper 


ed Caldwell, National 


president, 1 


a} 


GOLDEN STATERS 


a 


+ 


ice-president 


From left are Loyal Carlon, new first 


Stewart Anderson, newly-elected president; George 
sident, and Ken Fullerton 
eeting of the Golden State Travelers 


ring pt second vice-president, 


t the breaktast 


— 
ord 


> % 
| 

> = @ 

Be + 
+ ia " 


ai 


(left) 


ediate past president 





new pre sident 


} 
) 


lent, at the 


wosen and installe 


DIVING You might call this as Jean 
Ideal Systems girl » the Pearl 
booth to make dra oO P 
camera given to person who filled out lucky coupon 
DAILY OFFICE APPLIANCES 
Kerznet Pearl 


PEARI 
Duncan, the 
Engraving Corp laroid 
which appeared in 


William B 


Watching are 


president of 


hibit to enter the and Al Silverberg of California Typewriter Exchange 
Winner was Morgan Gilbert 


SHOW VISITORS ni é the Wilson Jones ¢ r 


re asked to guess e western distributor 


Mesa, Ariz 


( | es 


of Strauch’s 
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Governor Tells Dealers Value of Regional Attendance 


by QUINTUS FREDERICKSON 


governor, 6th regional 


Once a year a regional is held in 
cach NSOEA district. The purpose is 
sociability, stimulation of thought in 
the various phases of the office supply 
industry and introduction of methods 
to eliminate losses and increase profits 


in our means of livelihood 


These regionals have become better 
ind better each year Dealers are wak- 
ing up to the fact that these« regionals 

helping then make better profits; 

making their business more attrac- 

that they are learning more and 

how to becom¢ 
office 


These same dealers look around at 


better supplie rs 


these regionals and find very few of 





FIRE and 

BURGLAR 

PROTECTION 
for 


Inventory Records 
Accounts Receivable 
Personnel Records 
Many other Records 


Burned and Damaged 
Records can cause 
bankruptcy and busi- 
ness failures. 


SCHWAB'S new Visible Record Safe 
houses two 20-slide visible record cabi 
nets for 5x8 cards. Lower two-thirds of 
safe door pulls down to provide a work 
area while upper one-third of door is 
raised. Handle actuates three live lock- 
ing bolts for Fire and Burglar protection 
when door is closed. Single cabinet also 
available ID: 22!/44" wide, 24!/4"' high 
2817." deep. OD: 2644" wide, 2834"' 
high, 32'/2" deep. 


Our Products Are 
Your SAFE Protection 





Announcing SCHWAB'S New 
VISIBLE RECORD SAFE 


Model 


It pays to be safe nea 


Over-Nite Service from Nearby Warehouse 


Rugged Quality Since 1872 


SAFE Co., Inc. 


LAFAYETTE, INDIANA 


CASH IN ON SCHWAB’S COM- 
PLETE LINE OF INSULATED 
EQUIPMENT 


SAFES: Underwriter's Class A, B, and 
C, labeled 

VAULT DOORS 

BURGLAR CHESTS 

INSULATED FILES-Ledger, letter, Legal 
Plan and Map, Simplified Credit Sys- 

Send for descriptive literature and prices 

— Modern Styling, New Office colors 








the 24¢@ who ended up in the red last 
year. Where are the 24%? They arc 
not in The 24% that 
should attend could help themselves 
greatly by attending the regionals and 
participating in the round-table and 


attendance. 


panel discussions. These are not lec- 
tures, long discourses and talks, but 
open discussions. You and they dis 
cuss your problems. 

The 24% 
and should attend the regional are at 
home trying to maintain their sales 
This is not altogether logical. To main 
tain their sales they will end up 24° 
in the red and be one year older. They 


who ended in the red 


must ‘crease their sales or cut their 
expenses or both. They must be in 


formed how to do this. 


Want To Solve Problems 


These regionals are meant for this 
purpose. Manufacturers and travelers 
want the dealer to increase his profits 
in fact they will help him do it. How ? 
Attend the regionals and see. You will 
find the traveler and the manufacturer 
there in a panel discussion asking for 
your problem. They are actually ther¢ 
seated with you in groups. (In the past 
years it was long, dull talks; no more 
now you're a part of it now.) At 
Springfield this year you will see hin 
at the Leland Hotel, not on the golf 
course (he may be at the bar but he 
will be there to sec you ). And by the 
way there are a lot of coffee drinkers, 
too, who enjoy conventions also. At 
Springfield this year you will find your 
fellow-dealer at the round-table dis 
cussing your dealer problems. Honest, 
outspoken views, respectful variances 
in opinions, different approaches to 
the same problems all these things 
will be discussed by people with mu 
tual problems 

While you and perhaps some of 
your sale spersons are at these meetings 
there is concurrently a ladies’ program 
going on also. This year two days of 
thought-provoking discussions, panels 
and sociability are yours at Springfield, 
Ill. Be with the National NSOEA 
troupe who will bring this professional 
down-to-earth, up-to-date information 
Again 


the dates are June 2 and 3 at Spring 


on our industry direct to us 


ric Id 
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eee Operations Stanfield Stores Consolidated 
onsolidated 


The Royal McBee Corp. has an Stanfield’s, Cheyenne, Wyo. station- made sometime in July and would 


nounced the consolidation of its busi ery store, at 1706 Capitol, will con volve the merging of the two stores in 
ness equipme nt sale Ss operations i) solidate with Stantiel« |’ § Office Sup pP ly to one business at the present lox ation 
Buffalo, N. Y., under the direction of 


in the newly remodeled building at of the retail supply company 
JOSEPH T. FOLEY as district manager 


61L W. 18th St., announced DONALD Plans are also being completed tor 
Foley wiil be responsible for all STANFIELD, president. an off-the-street parking space adjacent 

marketing functions in this area relat Stantield said the move would bx to the building 

ing to the company’s office typewriter, 

processing and electronic com 


I 
putor products 


data 


Recis H. KENNEDY will manage 


sales of data processing and electronic G (> a cr) B- Ni = a | @ ra “ 
oe Se Bocail® . 3 


computor products and WILLIAM H 


Y ERROW has been ippointed to man | 
o¢ sales of type writer products for the 


ftalo area 


at Dealers handling 
Sedin, ioe KT. JUSTRITE | 


At New Location , . 
ay 5 Deposit Receipt Cases 
u lealer. moved into 25.000 square \ | \ are 
et of showroom, office and ware mn making MONEY! 


hous space at 320 W. Ohio St.. a 
ording to GERALD L. HALL, presi 
lent. The building at 109 S. Wacker, 

which the con pany has been situ 


ited since 1956, is being dismantled 


According to Hal space at the new 
quarters is approx se double that | et Hee tae 


at the old. The building is on the 
Northwest Expressway’s eastbound 
outlet at Ohio St. The company has 
private loading dock and fre ight el« 


vator facilities at the new location 
WALLET STYLE 
Legend says everything King Midas 
touched turned to gold. Phooey! Dealers 
s handling JUSTRITE’S Deposit Receipt Write 
Osur Named Vice- = Cases do much better. They turn them ! 
. into money ... profits! Used by banks samples an 
president and savings asdinethee these durable complete infor- 
envelope cases provide long-lasting us- isi mation on these 
age for holding mechanically printed == 
Rochester, N. Y., has elected RICHARD § deposit receipts, as well as customer 
convenience. Come in red rope or col- - selling Justrite 
ored fiberine stocks. 2 popular styles. 7 envelope prod- 
of operations. He has been with th | Wide range of sizes, including those for ucts 
195 | Burroughs and National Cash Register 
' machines. For money’s sake, get ’em! Velllel" 14: Baa 70 3 


FSR: SSS s - SS Se 


our factories for 


Th Rochester Stationery Co., 
and other fast 


D. Osur as vice-president in charg: 


Oompany since 


New Location Announced 
NORTHERN STATES ENVELOPE CO. 


The Cole Office Equipment Co., 300 East Fourth Street ¢ Saint Paul 1, Minnesota 
formerly located at 719 Leopard a JUSTRITE ENVELOPE MFG. CO., INC. 


Corpus Christi, Tex., has moved its 523 Stewart Avenue, S.W. « Atlanta, Georgia 


printing plant and office equipment Direct to you— NATIONAL JUSTRITE ENVELOPE CO. 


| Leo we do not sell consumers 2220 West Beaver Street « Jacksonville, Florida 


ston k to a new location at 1302 


pard St 
ps LLORES TOD 
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Western NSOEA Show 


participation of prominent in 
atic talents blossomed while 


SURPRISE PACKAGE at the Golden W 
dustry figures r up stationers in t 
the audience howled laughter 


Blank Book Co.; secretary, Tom Olson, A. W. Faber 
Castell Pencil Co.: treasurer, Harold Bass, manufactur 
rs’ representative 

Ray Langley of Old Town Corp., San Francisco, was 
hailed as new president of the 49ers Travelers Club 
Elected with Langley are Harry Shook of Sanford Ink 
Co. as vice-president and Wally Jones of W. A. Sheafter 
Pen Co. as secretary. Serving with these officers as mem 


bers of the executive ommittee are Robert Heath 


Boorum & Pease, and Dick Dickerson, Minnesota Miu 
ng & Mtg Co 





A collection of antique furs highlighted a fashion 
show and luncheon for women attending the convention 
It was held on Saturday noon at Sportsman's Lodge in 


North Hollywood 


The antique furs amed with costumes of _ the 


Diamond Jim Brady and Lillian Russell era, topped oft 


showing of original designs by Oleg Cassini, Don 


Loper, Blackwell, Marion McCoy, Papagallo, Cyano and 

Kay Cantonwine. Headlining the collection was a pre 

TYPICAL family group in attendance, and tl ; a miere of bathing suits by Mr. Cassini, personal designes 
that of Henry Palmer of J. M. Davis ¢ f t for Mrs. John F. Kennedy 

Margot (Mrs. Palmer) and their tw ght A gala Golden West dinner in the Biltmore Bowl 

with entertainment directed by Michael Paige concluded 

the convention program on Saturday night. There wer 

6l/, hours to see the exhibits on Sunday and hundreds 

of dealers and store personnel from throughout Calitos 

tinued 
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_ a dramatic new 
concept in modular 
wood office furniture! 


This sparkling new series recently in- 
troduced by HOOSIER, was created to 
fill a definite niche in modern office 
planning. The many Portfolio components 


permit an almost unlimited number of 





modular office furniture combinations. 
Tops, frames and pedestals in a wide 
range of sizes and styles provide variations 
for every installation for executive and 


general office. 


CHECK THESE FEATURES: 


e All exteriors of Select Walnut Veneers © Watco oil and resin process walnut finish 
© Anodized aluminum visor-type pulls © Pedestals and boxes of 5-ply, 34" stock, solid 
lumber core @ Desk tops are |-!/,"" thick, 5-ply, veneered © Drawer interiors are all 
Walnut, smooth finished © Full-suspension slides in all drawers © All desk pedestal 
drawers locked from knee-well space @ Frames are |-!/,"" square extruded and anodized 


aluminum @ Concealed adjustable glide in bottom of each leg 


The addition of the Portfolio Series is further proof that 
HOOSIER DESK is your best single source for quality 
wood office furniture . . . modular, modern, traditional 


. in styles, and at prices, to fit every requirement. 


“BUILT TRUE HOOSIER DESK COMPANY 


CLEAR THRU” — 
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seritss 
BALL PENS 


MEDIUM POINT 


39¢ 


EXTRA FINE POINT 


~ PENS 


® ALL COLORS 
REGULAR INKS 
REPRODUCING INKS 
MEDIUM POINTS 
FINE POINTS 


isher 


MEANS QUALITY 
and EXTRA PROFIT 
FOR YOU 


WRITE FOR CATALOG 


FISHER PEN CO. 


FOREST PARK, ILLINOIS 


Men on the Move 


} 


Diebold, Inc. has announced the appointment of 
Jack O'DONNELL to Philadelphia regional sales man 
iger of the bank division and DONALD WHIPP as Phil 


Jack O'Donnell Donald Whipp 


adelphia branch manager in the office equipment divi 
sion 

O'Donnell was most recently regional sales manager 
n York, Pa. and will continue to service that territory 
as well as Philadelphia 

Whipp, vacating the position assumed by O'Donnell, 
moves within the branch to office equipment division 


Mnanager 


WILLIAM BurT and ROBERT MARSHALL were recent 
ly appointed held representatives for the Bankers Box 
C4 


William Burt Robert Marshall 


They will cover Iowa, Kansas, Missouri, Nebraska 
ilso Moline and Rock Island, Ill. Their headquar 

rs will be at 2804 W. Slst St., Shawnee Mission, Kan 
Simultaneously, the company announced that afte: 
forty-nine years in the industry, A. F. Sengbusch has r 
tired from active duty. He had represented the Bankers 


Lei STROCKER has been named district managet 
f sales for Colorado, New Mexico, W yoming and west 
rn Texas by the General | ireproofing Co. 

Strocker joined the company in 1953 and has served 

shelving sales, national account sales, desk sales and 


then dealer sales. He will headquarter in Denver 


W. J. Secrest has been appointed Fort Worth, Tex 
area salesman tor the Addressograph division of the Ad 
dressograph-Multigraph Corp 


RALPH C. LeGe has been named as district manager 
tor the ¢ hampton Adding Machine division of the Vic 
tor Adding Machine Co 

He will represent the fir in Alabama, Arkansas 


Continued on Pa 
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Western NSOEA Show continued from 


CHARLES R. BARRY CO., San Francisco firm of manufacturers’ representatives, had nine men at the western show 
Pictured are Leland C. Adams and Arthur O. Carlson with their associates Richard E. Wallace, Donald H. Carlson 
\X W. Gagnon, Stanley R. Breton, George Frey, Gene Eckert and E. Garvin Holman 


re of this opportunity. Many com idea or two to take back and use in your business 
ct that it was the first time they had Districts 12 and 14 have given up their own indi 
ewed « xhibit of the office supply and equipment vidual meetings this year, but I do believe this exhibit 
ndustry and show has been well worth while and rewarding to 
President Patrick in his remarks of the Golden West them. May I say thank you to both districts for their 
ner well summed up the sentiment of the Association co-operation but particularly to District 14 which has 
oncerning the first western show when he said done such a magnificent job under its Chairman Dean 
We have witnessed at this convention what | hope Despic 
will be the start of a new era in NSOEA progress It You have been a wonderful and appreciative aud 
s my sincere hope that this meeting has been a profit ence for our speakers. The manufacturers hav: had gt 


you, and that we have g nm you a exhibits 


STATIONERS CORP. of Los Angeles salesmen get together with DRAWING for a wrist watch is made by Sheldon Rose (right) 

Nicholas Picchione (right), president of Dome Publishing Co., Inc. Fros of Ace Loose Leaf Bindery Co. in Keith Clark-Defance booth 

t tl ire George Redman, Gaston F. Lopez and Daniel P. Lutje Watching are John W. Burns (left) of R. L. Smith Co. and 
John Laux of Keith Clark-Defance 
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UMPH 


new exciting 
modernistic 


1961 


Exclusive 
Dealer Franchises 
YOURS for... 


- Prestige 

ie 
-Price protection 
-Top profits 


- Strong consumer 
demand 


of Hae 

West Germany’s 
finest quality 
portables 


TRIUMPH, world renowned for over half a century for finest 
precision engineering and workmanship . now brings you 
the latest advance designs in a full line of prestige portables 
at truly promotional prices! 


Outstanding quality features superior “office machine” 
performance . . . quiet, smooth operation rugged con- 
struction smart styling and attractive two-tone finish 
for “buy-appeal” and proven consumer demand 


The ‘“PERFEKT’ has everything: 
Incl. automatic front set tab 
Salesprice $119.50 


“GABRIELLE” Is a beauty. . 
complete in every way — 
handset tab 

Salesprice $109.50 


‘ . and the super-slim ‘‘TIPPA”’ 
the finest compact by far. 
Salesprice’ $69 
Realistic retail pricing protected to give you maximum profits 
and your customers finest values! 


Clip and mail coupon to Exclusive Importers & Distributors 


Trading Corporation 
6 East 18th St., New York 3, N. Y. 


> Cee 


0.K. — tell us all about exclusive TRIUMPH ful! line 
franchise, price protection and TOP PROFITS 


portable 


FA 


ATE 


154 


eeeeeeeceseeee 


Men on the Move te continued 


Louisiana, Mississippi and parts of Florida and Ten 


nesse 


been 


appointed Dallas, Tex 
North Haven 


JAMES R. BIsHER has 
sales manager for the Soundscriber (¢ orp., 


Conn 


subsidiary of 


Ltd 


has announced the establishment 


Canada Crayon Co Canadian 
Binney & Smith, Inc., 
of direct sales operations throughout Canada with the 


McLeop 


and 


appointment of two sales representatives, A. L 


will sell the company's line of educational col 


McLeod Pierre Roberge 


rn Canada from the Great 
PIERRI 


mercial art supplies in west 
Lakes to Pacific 


cover the Province of Quebe« 


the Coast, and ROBERGE will 
For the last four years, McLeod directed western sales 


for Frank Arnott & Co., Ltd., former agents for Canada 
Crayon 
Roberge previously handled sales for Eberhard Faber 


Pen & Pencil ¢ orp. in Queb 

The 
nounced the appointment of Rick 
ARD B. SPRINGER as the Pittsburgh 


has an- 


Dic taphone ¢ orp 


main branch manager 


ae 


T\ 


Richard Springer 


Springer comes to 
from Wichita, Kan., 
been Dictaphone branch manager 
He joined the 


Pittsburgh 
where he has 


since 1958 ompan) 
in 1954 as a salesman in Portland, 
Ore., 


the Dictaphon: 


member o 
Club 


been a 


Achievement 


and has 
for the past sever 


years 


C. L. SCHEFFLER has been named sales representative 
tor the Valco Co 


lahoma, Arkansas and Louisiana 


He will cover the states of Texas, Ok 


Scheffler has been a manufacturers representative for 


the past years and is alse 


i 
Texas Travelers Club 


ten a past president of the 


Art Metal Appoints 
Marketing Vice-President 
The appointment Of W. R 
dent, market development for Art Metal, Inc. of James 
ih» RAYMOND ] 


DERVEY, vice-president, sales and marketing. 


SEABERG as ViCEé presi 


town, has been announced by 
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LEGAL POCKET SEALS 


Finest quality, low cost pocket seals 

used by Architects, Clergymen, 

Corporations, Engineers, Fraternal PERMANENT 
Organizations, Lodges, rots 
Notaries Public and Sur- IMPRESSION 
veyors. 


TO MAKE IT 


Make beautiful raised 
letter, tamperproof, per- 
manent impressions on 
various types of docu- 
ments and legal papers. 


3 die sizes to suit most every possible 
use. Dies are interchangeable permit- 
ting lifetime of use. 


SUPPLIED 
WITH 


FREE 


PERSONAL 
POCKET 
CASE. 


When ordering pocket seals be sure 
to specify LEGAL POCKET SEALS. 


Liberal, profitmaking discounts. Selec- 
tion of sizes and styles plus guaran- 
teed quality. 





CONSOLIDATED STAMP MFG. CO., INC. 
CHICAGO+ DALLAS+ LOS ANGELES+ NEW YORK CITY* SPRING VALLEY, N.Y.» TORONTO 





Keep Klean Imprinted 
Typewriter and Business Machine 
Covers help you sell more! 


Keep your old customers ‘Dealer Con 
scious” and bring in new ones — by 
sending out your trademark and mes- 
sage with every machine you sell! 
Tough, durable gray plastic, gray rub- 
ber and black rubber. Write today for 


prices, discounts, etc 


KEEP KLEAN PRODUCTS CO., INC. 
4077 PARK AVE., N.Y. 57, N.Y. 


NOMDA Names Leahy 
Second Vice-president 


An era of increased dealer 
sistance from manufacturers of ¢ 
nce equipment was forecast 
W. R 
charge of Champion machine sales 
for the Victor Adding Machin 
Co. This prediction came at the 


recent meeting of the board ot 


directors of the National Office i 
Machine Dealers Association in h 


New Orleans. At this meeting W. R. Leahy 


LEAHY, sales manages 


Leahy was elected second vice 
pre sident of the association and appointed to its execu 
tive commiuttec 

Being independent businessmen, dealers are blessed 
with much freedom of action,” stated Leahy, “yet arc 
hampered in some ways by this self-same reliance 
Through increased co-operation between dealers and 
manufacturers, we hope to make up for this shortcoming 
by: study of retailers’ problems, collective thinking on 
them, assimilation of fresh ideas and programs mak¢ 
helptul information availabl« 

Speaking as chairman of NOMDA’s Manufacturer's 
NOMDA can function as a kind 


of ‘board of directors’ for each dealer to help solve some 


Division, Leahy said 


of the management problems with which dealers cannot 


deal effectively on an individual basis.’ 


SCM Establishes 
New Subsidiary 


Smith-Corona Marchant Inc. has established a new 
subsidiary in Switzerland, according to EMERSON | 
MEAD, president 

Smith-Corona Marchant International, S.A. will have 
overall responsibility for all activities outside of the 
United States and Canada, 
handled out of Syracuse, N.Y 


DupDLEY PINKS, new managing director, assumes the 


including those previously 


sponsibility tor this operation and will report to 
VicToR G. SEVERIN, vice-president, International, who 
will continue to be located at the corporation's world 


, New York City 


vide hi adquarters it 410 Park Av 





fe 
No. 77 CAST —— 7% 
COIN CHANGERS 
DISPENSES PENNIES ili 
THROUGH DOLLARS 











CHIPBOARD, 
COLOR KEYED@ COIN BOXES 
PENNIES THROUGH DOLLARS 


COLOR 
KEYEDR 
ALUMINUM 
WRAPPED 
COIN BOXES 


ROLLED 
COIN TRAYS 








=| DEPOSIT 


IN BANKS, STORES, OFFICES, SCHOOLS... 


_ WHEREVER MONEY IS COUNTED 


YOU CAN COUNT ON 


MAJOR METALFAB 


@ America’s Foremost Line of 
Bank and Cashier Supplies and Equipment 


Write for FULLY ILLUSTRATED CATALOG No. OP.560 TODAY 
“ MAJOR METALFAB, INC. 


P.O. Box 3323 * Merchandise Mart 
Chicago 54, Illinois 


TICKET 
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Another FAUETLESs Product 
to increase your 
profits! 





THE FAULTLESS METER READING BINDER... 


Unique, efficient, durable! 


Her a real opportunity to increase your sales and profits. 


Your public utilities and municipal water department 


Ih 


t the practical features, easy operation, and extra s¢ urity 


Telescoping sectional posts make more 

capacity available always! Unique oft th 
expanding center locking post holds 

securely for quick, easy, sheet inser- 

tion. Available for various punchings 

of most all meter reading sheets inder. B 


Faultless X-P Meter Reading Binder its a 
from such makeshifts as the old-fashioned thong 
sure your pow com} anies and other 

ts are kept aware that no other route binder 

eM sO many outstanding advantages 

binder is another of the many unique products 


1 by’ Faultless exclusive with Faultless 


1 tor the profitable advantage of Faultless dealers! 


< into this... today! 


Posting Arches permit easier, faster 


ostin ; rovide flat writing surface. 
aa ’ @ SUPERIOR FEATURES e FOREMOST QUALITY 


STATIONERS LOOSE LEAF COMPANY 
246 E. CHICAGO ST., MILWAUKEE 
114-116 E. 13TH ST., NEW YORK 


OA—4/61 





right 
down 
to 


DOr pP. has everything 
and we mean everything in fine business cases! 





Are you sure you’re making as much as you can 
’ ay eT, i DOPP Leather Goods are Nation- 
on Leather Goods? If not, latch on to Dopp, anc sin Adeustinh and Pei Quld tes 


you'll be first in styling, first in quality whatever You in These Prestige Magazines: 
the price category, and you'll be making HIGHER @ HOLIDAY @ ESQUIRE 


PROFITS than ever before! Dopp sells more busi- ® NEW YORKER @ TIME 


ness cases than any other line, offers you variety, © SPORTS ILLUSTRATED 


uality, styling, a terrific national advertising 
ich aeillalalh -shil | | 8 CHARLES DOPPELT & CO., INC. 
program, and the fullest mark-up in the industry. 2024 $. Wabash Avenue * Chicage 1, Illinois 
Pe - , ‘ New York—389 Fifth Ave. 
Write for complete catalog and price lists. Los Angeles—712 S. Olive St. 
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NEW! Ard’s Early American Style 
Captain’s and Mate’s Chairs 


Exquisitely crafted imported reproductions for dining rooms, reception 
rooms, offices, etc. Strong hardwood frames, maple finish. Naugahyde 
tailored seats optional at extra cost. 


Captain's Chair, saddle seat, cat. price 
Captain's Chair, upholstered seat 
Mate's Chair, saddle seat 

Mate's Chair, upholstered seat 


Usual dealer discounts. 


Send for new 1961 Catalog No. 18 . . . more than 77 
Profit Makers for Dealers. We sell dealers only. 


YL MANUFACTURING CO., INC. 


13° VINE STREET EVANSVILLE, INDIANA 





Old Town Appoints 
Two Vice-presidents 


JAMES H. McGraw, III 
Old Town Corp., 


} 


ot MARSH MAZER 


president and treasurer ol 
has announced the appointment 


as vic president and general 


rmerly vice president tor research 


continue to function in thts area 


Marshall Mazer FE. F. MacLean 


of sales, manufacturing and 


the company in January, 1960, Mazer 
National Cash 
hairman of the research planning board 


with the Register Co 


i director of the chemical development 


N has been appointed VICE president ot 
formerly general sales manager for the 

to this was the vice-president and 
Thermo-Fax Sales Corp. of the Minne- 
Mtg. Co 


Peerless Elects New President 


RICHARD E. HANSON has been 
clected president and chief execu- 
tive officer of Peerless Photo Prod- 
Inc., according to an an- 


VALENTINE E 


ucts, 
nouncement by 
Macy, JR 

Hanson 


chairman of the board 


was formerly a con- 
sultant in the field of photo-draft- 
ing techniques and manager of the 


products division of the Richard Hanson 


special 
Oxford Paper Co. His services with Oxford included 
four years in the corporate product diversification pro 
gram oversecing new products development projects 

Previous to this, he spent ten years with the Ozalid 
Division of the General Aniline & Film Corp. as mar 
keting development engineer and later as east-central 
regional sales manager. He was also with the Charles 
Bruning Co. for five years as assistant production man 
ager of coated products and as supervisor of product 


research 


Esterbrook Forms International Division 


The formation of an international 
Esterbrook Pen Co. was announced by SypNry E. LONG 
MAID, president. PHitip E. Scorr, JR. was appointed 
vice-president in charge of the new division. 

All foreign sales and manufacturing operations will 


division of the 


be combined in this division. 


Extensive variety! Pads now dozen-boxed, 
gross-cartoned and distinctively labelled. 

Write today for comprehensive 96 page 
1961 Catalog. Keep it handy for advising 
and servicing your customers. 


WHILE YOU WERE OUT 


TELEPHONE MESSAGE 


Made in U.S.A 


PETTY CASH VOUCHERS DON'T FORGET 


» RECEIPTS 


Reg. U.S. Patent Office 


ADVANCO PRODUCTS, INC. 
76-05 51st Avenue, Elmhurst 73, L.1.,N.Y. 
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Milo Harding Holds 


Sales Conference 
Tempo stencil duplicating experts 
® vathered recently from all parts of th 


tor the Tempo National Sal 


Conterence in Montercy Park, Calit 

This conference, at which the abov 
photo was taken, was conducted by 

7 the Milo Harding Co., manutactu 

= of Tempo Stencil products 

Shown with the experts are six of 

the fourteen stencil duplicators d 
Ne) | NCING| ussed at the meeting. They includ 
the | | ) 


dual-cylinder silk-screen Temy 


A New Caster To — duplic yi the a tii I. 
the empo scope for stencil art and 
Roll-Up Greater Sales! ger, 


proofing and the Geha-Electros 


“a ” which prepares stencils electronically 
MASTER STAR FLITE CASTER Our regional sales managers g¢ 
together to exchange ideas, discuss the 
Operates on orbital principle—wheel revolves 
angularly around base. Designed for all 
furniture. Effortless, jamproof, dust- 
proof. Soft or hard wheels. All stems. 

Five designer finishes. 


many different applications for stencil 
y and co-ordinate futur 
ins observed JAMES M 


resident of the company 


THE “MASTER CASTER” New Address for 


James Davison 
Quality double races. Steel 


bearings and bearing James Davison, retired manutactu 
surfaces hardened rs. sr presentative, IS spending the next 
to guarantee last- hree or four months on the island 
ing performance. f Mallorca. He invites his friends 


{ 


associates to contact him there 


FREE smart counter display! Write for attractive discounts! at the Villa Pinky, Calla Vista Alegre 
S/M, SN, Palma De Mallorca, Spain 


Rubber Cushions : . Desk Guard 
Long wearing, in Brown or : ? Protective angle-shaped rubber 
Gray, round or square. 4 : ' strips. Available in 6” and 18” 
sizes of each. lengths. Brads included 


Given Franchise 


The Executive Sales Co., 2834 El 
, 


Blvd., San Diego, Calit., has 


been given an equipment franc hise for 





Cushion Glides ~. Chair Stripping 
Mirror finish base allows fy Flexible rubber bumper stripping on Dice County feom Teisnale Bus 
easy gliding. Rubber cush- to protect walls, cabinets, desk 
ion eliminates noise. Brads to attach supplied ness Machines, Inc 








ompany owned by LesrTer | 


MASTER MANUFACTURING CO. 9iRRa nee 


Triangle line of transfert 
9200 Inman Avenue -Cleveland 5, Ohio 


pa 


supplies 
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Pencil Promotion By Delivery Truck AMgtlann 
“a 
on featured by Highland Office Interiors & Sup [ee ae In werlors ee 


I is a new Volkswagen truck with a huge 
i Dixon Ticonderoga pencil atop the root 
wagon is being used to celebrate the firm's 


ww also includes a c mplete ne of office 


Thomas Collators 


Opens Chicago Branch 
Thomas Collators, Inc., New York 
C ity 


recently opened a new Chicago 


ubsidiary in the State-Madison Build E 
vo 22 W. Madison St.. which will 
the Chicago, Joliet, and Rock 


d, Ill., and Gary, Ind., areas 


Located in the heart of the city’s FOR STORAGE? 


oop the subsidiary provides com 


plete parts and service facilities as well Now you can make molehills out of 
a large display area where the com mountainous storage problems! The 
plete line of Thomas collators, staplers answer is Erecta-Shelf. Erecta-Shelf’s 
ind other related products are on ex steel rod construction has been load 
hibit. JAY POLLARD, formerly a reg- tested to 1,000 pounds per shelf. It 
onal anager, has been ap offers lightning-fast assembly without 
: the new branch special tools, nuts or bolts. Erecta- 
Shelf units may be added back to 

back, end to end or one atop another. 

Space between shelves is adjustable. 

Available floor mounted, wall mounted, 

Paul Schrilla, manager of Maywood or on casters. Unlimited uses at a 
Office Supply, Maywood, Ill., has limited price. Variety of sizes. Fits any 


joined that ‘ ity S npaign committee floor plan. 
for the Westla ‘Geaen Hos 


Joins Hospital 
Fund Program 


Get storage problems off your mind 
Neoregelia — find out about Erecta-Shelf today. 
The $2,300,00¢ xpansion program 


the hospital will s« the completion Write for free catalog! 


pital Expansion Fund Program 


I 
i two new wings plus the renovation 


the present buildir 


New Location Announced 


apnetards 


Lehman's Book & Stationery, Inc., 
which has occup! d the Evans Build 
ng in downtown Fort Wayne, Ind.. 
since 1894, has moved to a three story 
building at 136 E. Berry St 


The Seal of Sanitation Quality! Available chrome plated or stainless steel 


San Antonio Firm Moves 
The Business Equipment Co has 4 = ; A 4 i HELF 
moved to the 700 Block of Culebra 


Rd., San Antonio, Tex. The company 
was formerly located at 423 N. Main ty product of METROPOLITAN WIRE GOODS CORP. 


Ay N. Washington St. and George Ave. + Wilkes-Barre, Pa 
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UNE-SIXTY 


bookkeeping 
machine 


system 


Naki nals 
ONE SIXTY F 


OE 


..-eliminates month-end work peaks...speeds collections 


With the National One-Sixty, ledgers always show 
current balances. Accurate postings—proved daily 
—assure a quick, easy trial balance at end of the 
month. Statements are ready for mailing when you 
want them to go. 


3-IN-1 POSTING. Statement, ledger, and journal, 


—posted simultaneously —must always agree. All 
three records are accurately machine calculated and 
printed. 

The National bookkeeping machine system pro- 
vides management with daily control totals which 
include: 


1. Total of all outstanding account balances. 
2. Total of all charges posted. 
3. Total of all payments received. 


This vital information is obtained as a by-product 
of regular posting, with no additional work on the 
part of the operator. 


EASY TO OPERATE. No special skill or train- 
ing needed. Automatic features and the exclusive 
“Live” Keyboard do much of the work for you, 
greatly reducing operator decisions and mistakes. 


For more information on National Bookkeeping Machines, phone your 
nearest National Branch office or Dealer. Or, MAIL THE COUPON. 


| | would like more information on the National One-Sixty Bookkeeping Machine system 


*TRADE MARK REG. U. &. PAT. OFF. 


al. 


[) | would like more information on a National Adding Machine dealership. 


Dept. NS-3 Address 


City_ - be Zone 


ADDING MACHINES 
CASH REGISTERS * ACCOUNTING MACHINES 
ELECTRONIC DATA PROCESSING 


State . nce Paper (No Carson Require) 


1039 OFFICES IN 121 COUNTRIES * 77 YEARS OF HELPING BUSINESS SAVE MONEY 


162 
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R-B's “Customer-Keeping” Spo | S eald 


/ 


uo Customer-keeping because it’s customer satisfying! Exclusive, 
“spotseald”’ feature on each roll minimizes waste, saves time. 
Every roll uniform in quality, weight and texture... wound 
without breaks or patches...with a red warning signal. 


R-B means REPEAT BUSINESS—Prove it to yourself! 


NEW/ 


NO. 1600 


ee ree - _ Roc kwell-Barnes Com pa ny 


100 sheets, watermarked 


ee Las Specialists to the Stationer Since 1903 


HOME, OFFICE 


2101 GREENLEAF AVENUE *« ELK GROVE VILLAGE, ILLINOIS 
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BORROUGHS 


the MAGIC word for SALES 








Dietrich 


and PROFITS in sliding-door cabinets 


THERE’S NOTHING MYSTERIOUS about the coast-to 
coast popularity of Borroughs Sliding-Door Cabinets. 
They’ve got everything in value appeal—graceful design, 
durable quality, exclusive Borroughs features—and they're 
priced to make customers and dealers mighty happy. Long 
vertical door pulls slide doors easily, smoothly and quietly 
on nylon rollers. And the door pulls and roller tracks are 
anodized aluminum with beautiful butler-type finish. Slid- 
ing shelves are adjustable without nuts or bolts. Choice of 
5 modern colors. 
send for illustrated 
price list 





Ideal as machine stands 


fed a gelifcy || Ss MANUFACTURING COMPANY 


OF KALAMAZOO 


A SUB ARY OF THE AMERICAN METAL PRODUCTS 


Perfect as desk companions 


OMPANY OF DETROIT 


3004 NORTH BURDICK ST amp KALAMAZOO. MICHIGAN 
» 





4th District Notes 


R. E. HILBURN, correspondent 
P.O. Box 2935, Greensboro, N.C. 


Cecil's Office Supply, formerly at 3 E. Guilford St., 
Thomasville, N. C., has moved ‘‘downtown.” It is now 
at 14 Salem St., just a few doors off the main drag and 
next door to the man with all the money, the First 
National Bank. The new location is much better for 
drop-in trade and as the store is now well into the “gift 
held this is most important. HAMMET and THEDA expect 
to have themselves a real ball in the new layout and will 
expand their gift lines even more. Although the new 
store is not quite as large as the old one, it is more com 


pact and will be easier to handle in every respect. 


Orlando, Fla. had a rash of 
of February and one of our boys was included. Ramsay 


break-ins” the early part 


Company, wholesalers, had its building ransacked but 
they got off with the small loss of about $40 petty cash 


Cocoa, Fla. had a ‘break-in’ too, but not of the Ram 
BREEZI 
vost Office Equipment Co., 
ing visitor drop in on him. Seems the local gendarmes 


Say Variety PROVOST, proud owncr of Pro 


had an early Sunday morn- 


were hot after a speeding auto and it was unable to 
make it around the corner so elected to make its own 
drive-in’’ window, winding up smack in the middle of 
the display floor amongst the desks and files. Breez« 
posted a sign on the boarded up window next morning 
innouncing to one and all that the “drive-in’’ window 


was closed and to please use the regular entrance. 


RAy KOHL, JR., Ray Kohl Office Equipment Co 
Boca Raton, Fla. made the papers recently with an auto 
crash on U.S. No. 1 
more than a hard knock on the head, Ray credits his 


safety belt with saving his life. However, his brand new 


Coming out of it with nothing 


61 Mercury didn’t do so well. It is a total loss. 


Dick MARSELLAS, Steelcase, finally got smart and 
moved to Charlotte in order to get closer to the ‘mid 
dle” of things. This naturally eliminates that 900 miles 
or so back and forth from his old location at Grand 
Rapids. His new address is Apt. No. 414, Queens Apart 
ments, 1300 Queens Rd. Now Dick's dealers won't have 


vO SO Tar in order te get his valuable assistance 


Joe E. Harris, who for many years was connected 
with Zac Smith in Birmingham, Ala., and later with 
two of the larger office supply dealers in Houston, 
has moved back to the Southeast. He has recently 

en appointed manufacturer's 
Stempel Mfg. Co. of Dallas, Tex. He will cover the 
entire Southeast and make his headqurters at 2120 


Pioneer Lane, Bluff Park, Birmingham, Ala 


repre sentative for 


Here's one you'll like. Jim Scott, long time Rockwell 
Barnes man and manufacturer's agent and, for the past 
several years, in the boat manufacturing business in 
Florida, has come back to the fold. He is with Red Long 
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n Miami. Jin 


na 


is in charge of the furniture department 
is looking forward to seeing many of his old friends. 
Still another new Miami arrival is RALPH SOULBY 
vho is now with Skagseth Stationery, holding the office 
vice-president in charge of sales and promotion. This 
eaves HIRAM GATES more time to handle administra 


tot ek 


Bos MILLS 
Howard Hunt Pen Co. and will still headquarter in 


Atlanta 


formerly with Blaisdell, is now with ¢ 


JOHN E. HucGytey, president of Legerton & Co., 
Charleston, S.C., was recently tendered*the high honor 
of being re-elected as president of the Charleston Retail 
Merchants Association Nobody gets re elected to 
inything ut he has done an outstanding job so, 


John, our hats off to you 


Have money—will travel’ is a new theme song 
taken over by ALVIN and BERTHA BOWEN, owners of 
Eastern Offi Ahoskie, N.« and 
Kinston Office Supply, Kinston, N.C. They have just 


; 


returned from a month’s stay in Florida and Nassau so 


Equipment Co. 


now maybe it’s a new sound entitled, ‘‘Have traveled 
had money 
Quite a few new arrivals since last time around. BIL! 
Ellis Office Supply, Mullins, S.C., has 
made it ‘ex mption No. 2” with the addition of 
id new son. BILI Jr. CONNU and Bill were both 


Ss, Owne}:l 


ng well last time I saw ‘em 


1 


To you travelers who have been so used to see ing that 
pretty little secretary “Rep” Hoyt has had holding 
lown the buying spot for lo these many years at Hoyles 
Office Supplies, Asheville, N.( 
ngs. She is now the proud mama of a daughter, born 


I bring you glad tid- 


January 29. This is their first child and both are doing 
fine. We will all miss you around the Hoyle establish 
Doris, but want to go on record here that this is 


your best job to date 


LILLIAN, wife of JOHN KANZLEMAR, buyer for 
Bishop Office Equipment Co., Orlando, Fla., presented 
him with a nine pound son, appropriately named JOHN, 
III. Gonna make an office supply salesman of him, 


Joht 


Now here is one for the book FRED and SARA Gril 
FITH, Palm Beach Typewriter Co., West Palm Beach, 
Fla., after 18 years of married life finally made it. A 7 


pound o OZ oy, 1t Was, born November 4 (how come 


I 
I'm just now hearing about it, Jack?) 


JERRIE KEITH, secretary to BOB SIEMAN of Halsey 
Griffith, West Palm Beach, has had a long stay at the 
hospital with a brain hemorrhage but is expected to be 
back on the job soon with no harmful after effects. Our 
good wishes with you, Jerric 

It would look very much like the ailment suffered by 
Jerrie was catching because one of Halsey-Griffith’s star 
salesmen, MIKE FEIFAREK, came down with the same 
thing on Christmas Eve and has been convalescing at 
home ever sin 


However Mike 1s expected to be back 
n the job soor 


Automobile wrecks have been responsible for the 
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CUSTOM 
DESIGNED 


LOCKS by NATIONAL LOCK 


Special lock problem? National Lock engineers 

will work with you in creating custom lock mech- 

anisms to your bore and mounting specifications 
. for files, desks, credenzas and cabinets 

Inquire, too, about National Lock's complete 

line of hardware for office equipment . 

including casters, label holders, pulls and 


leg equalizers ... ‘all from 1 source. 


NATIONAL LOCK 


INDUSTRIAL HAROWARE DIVISION 
NATIONAL LOCK COMPANY «+ ROCKFORD, ILLINOIS 
INTERNATIONAL DIVISION «+ 13 E. 40th ST., NEW YORK, N. Y. 
CABLE ARLAB 











Import and Prosper! 


Beat competition with 
these useful new items 


—— 


NITER PEN AND PENCIL STAPLE KING 
Lights as it writes! Sel! one for every ple remove taple 

car, every home. Ideal for doctors tack with st ¢ Sturd 
nurse all who must take on truct 

the-spot note Uses standard batter 


res, Comes with extra lead 


COLOR SLIDE : 


ombination ' 


AUTOMATIC NUMBER- 
ING MACHINE Numbers uy 
to 999,999. Prints clear and sharp 
Ruggedly built to take constant pound 
ing. Nickel plated steel frame For 
office, factory and home 


VA Pa PPP Pe Lee een ss 


VISIBLE CARD BOOK 
LOOSE LEAF RINGS For “perpetual” inventories, produ 
AND MULTI-RING = {io contro! record 
BOOSTER Made of steel. fin 
ished in gleaming nickel. Both rinas 
and boosters come in all sizes 


NASON 


TRADING CO., INC. 


specialists in high quality imports 


303 FIFTH AVENUE, NEW YORK 16,N. Y. 











deaths of two of our people. RoBert C. HILL, manu 
facturers’ agent, was killed in January when his car 
swerved head on into a palm tree in Jacksonville. His 
wife and a friend were seriously injured but are recover 
ing. Bob was well known in the industry, having served 
as manufacturer's representative and agent for the past 
50 years He was 55 years old 

Killed the same day was JACK A. KNIGHT, 44, of 
Knight Bros. Paper Co., Jacksonville. His small foreign 
car smashed into another vehicle 

J. E. DUNBAR, Dunbar’s Office Supplies, Naples, Fla 
died December 19th 

ALEXANDER C, CULPEPPER, long time partner (with 
his brother EARL) in E. H. Clarke & Bros., Memphis, 
Tenn., passed away on February 11. Alex, as he was 
known to his many friends, died of leukemia after being 
seriously ill for about two months. Those who knew him 
well said his work was his hobby. He took special pride 
in never having missed a day of work until 1957, when 
he retired 

The boys came through much better than they have 

ntly so now that the ice is broken (again) maybe I 
can realize a wish of long standing and not have to 
needle’ them into producing the news 

My heartfelt thanks to JOHN (S.P.) FLoyp, BIL! 
(Bainbridge) KEENAN, JACK Cooper, TED Myers and 
INKY (Sanford) LypDIARD. An assist from our ALMA 


HUCKE was ni too 


Stationery Trade Fair 
Held in London 


The Seventh Annual Stationery Trade Fair, organized 


on behalf of the British Stationery Industry by the 
Stationers’ Association of Great Britain and Ireland 
was held at Alexandra Palace, London, N. 22, on Feb 
ruary 20-27, 1961. It was the only exhibition in Europe 
devoted exclusively to stationery 

Besides British goods the products of a number ot 
leading toreign manutacturers wer¢ displayed on. the 
stands of agents and concessionaires, and a new foreign 
xhibitor A B Sture Lyjungdahl from Sweden 
showed envelopes and gift stationery 

he official opening ceremony was performed by th 
Rt. Hon. Iain Mcleod M.P., Secretary of State for the 
Colonies. This was the first occasion on which a Cabi 
net Minister visited the Fair and served to illustrate its 


growing importance and prestige 


Norelco Announces 
Sweepstake Winners 


Twenty-five persons each won grand prizes of Norel 
co Dictating ‘Transcribing machines as well as a Norelco 
Speed Shaver and another 210 persons won Sessions 
Clocks in the Norelco’s 5S O'Clock a and All's 
Well Swepstakes, which was sponsored by the Dic 
tating Equipment Division of the North American 
Phillips Co 

To qualify for the sweepstakes, which was open to 
veryone, all the entrant had to do was agree to a dem 
onstration of the Norelco dictating machine in his of 


hice, at no cost oF obligat on 
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Sth District Notes 


PAT PATTERSON, correspondent 
3710 Grosvenor Road, Cleveland 18, Ohio 


Regional Convention will be held at Louisville April 
27-28-29 at Brown Hotel, Governor (JACK BURKE), 
Office Equipment Co., Inc., Louisville, and his commit- 


tees have come up with the following scheduled pro- 
I 


yram 


Thursday, April 27 
12 noon to 8 p.m.—Check in and registration 
11:30 a.m.—Men’s golf tournament, Audubon Country 
Club 


Friday, April 28 
8:00 a.m. to 12 noon—Registration 
8:30 a.m.—President’s welcoming breakfast 
9:30 a.m.—Governor’s welcome. NSOEA President J 
Howard Patrick gives keynote address 
to 11:30 a.m.—Panel discussion Special. Deal 
, travelers, manufacturers 
12 noon How To Sell Yourselt 
noon—Awarding of golf prizes 
1:30 p.m.—Early Bird Prize. 
30 to 3:30 p.m Workship (two going concurrent- 
ly): 1. How to Get New Business; 2. Managing 
Inventory Dollars 


p.m.—-Governor's cocktail party (Root Garden ) 


Saturday, April 29 
Early Bird Prize. 
20 a.m Workshops 
Dealers Committees reports, introduc- 
tion of new district officers, announcement of date 


® epoxy glue ty 


and location of 1962 convention 
30 a.m.—Travelers’ meeting. 


Saturday afternoon A Day at the Races Opening 














day at famous Churchill Downs (including lunch- 
eon) courtesy of The Fifth District Travelers Club 
to 8 p.m.—Cocktail party 
8:00 p.m.—Convention banquet and dance 
For those who register by April 15, the cost will be 
$20.00 for men, $15.00 for ladies. After that date 
$22.00 for men, $16.50 for ladies. So all of you that 
have been clamoring for that extra discount register 
by April 15! 
Convention committees are as follows: (chairmen): 
Reception and Hotel—Emit RaQur, O'Connor & 
Raque, Louisville 
Dealer Registration—PAUL STEINHARDT, Steinhardt 
& Hanson, Madison, Ind 
Publicity—-HERMAN Kesscer, JRr., Standard Office 
Supply Co., Louisville, and PAT PATTERSON 


Dealer Nomination—HeENRY CHESICK, Century the only place they won't 


Press, Newcastle, Ind - e 
Golt--ANDY GUNDERSON t k y h | 
Traveler Registration—JOHN CRAWFORD and HARRY Ss IC IS on our Ss e ves 

HOWARD 
Traveler Nomination—CaL LONG 
Ladies Program—-Mrs. JOHN BuRKE and Mrs 

NORTHAM 








Elmer's products turn over fast. Profits go up. No wonder 
Ep —with all the ads in top consumer magazines backing 
them. Stock 'em all. See your supplier or write Elmer, 
The Borden Company, Dept. CSV-31, 350 Madison Ave- 


Travelers’ Party—J. Maxwett DOLLENs, Chief nue, New York 17, N.Y. Pat) 
Steward (Available in Canada.) BORDEN &3 


Folks, this year’s rumble should be a real lolly-gagger eT B.C. 
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FOTO-RITER *. 


PHOTO TYPE SETTER 


posiTIVElLy THE LOWES? 
parce * Ow er VEGL! 
mwé MAR 


Write For Catalog & Information 


FOTO-GRAPHIC 


PRODUCTS COMPANY 
311 N. Fifth Ave., Minneapolis, Minn. 














You Want This 


The Cottonsmith 800 Modu- 
lar Series is NEW and, at 
its moderate price, it is 
bound to be a volume and 
profit maker for you. Write 
for folder and price list to- 
day. 


ba ITLL, 
FURNITURE MANUFACTURING CO./AC. 
Box 336, Salem Station 


WINSTON-SALEM, NORTH CAROLINA 











so, come ye one and all SEE Y'ALL IN LOUIS 
VILLE! 

The Cleveland and Detroit dealers and travelers are 
uranging private car accommodations to Louisville by 
rail. For those interested, get in touch with Tep HAL} 
in Cleveland, and DON LAVIGNE in Detroit 


The Queen City Travelers are planning another gi 
gantic Sales Rally in the near future. Watch this column 


for details 


ROBERT A. RIEHL, with Columbus Blank Book Co 
Columbus, Ohio, for the past 31 years, is now manager 
of the office supply division of The Harry L. Morgan 


Co. in that city 


New officers for The Cleveland Chapter of the Fitth 
District Travelers Club are: chairman, WILL VRANEK, 
Esterbrook Pen Co.; vice-chairman, CHARLES MURRAY, 
Ace Fastener Corp.; secretary-treasurer, CLARK AUSTIN, 
Eagle Pencil Co 


New dealer in Coshocton, Ohio, is the Main Oftice 
Supply at 521 Main St. Owners are HAROLD ROOF and 
CHARLES DORNAN 


Pete MILIAN, manager of the Cincinnati division of 
Associated Stationers Supply Co., Inc., and his lovely 
family are very happy about getting into their brand 


new home in the suburbs of Cincinnatt. 


Standard Office Supply Co., Louisville, Ky. an 
nounced the election of the following officers: president 
and general manager, HERMAN M. KESSLER, SR.; 





FUTURISTIC 
GALAXIE PLATENS 


and Office Machine Rolls 


Typewriter Tools — Parts — Supplies 
SERVING THE OFFICE MACHINE TRADE ONLY 


AMES SUPPLY COMPANY 


ATLANTA DETROIT 

1190A N. Highland, N.E. 6527 John C. Lodge Expwy. 

CHICAGO NEW YORK 

564 W. Randolph St. 37 Murray St. 

DALLAS SAN FRANCISCO 

1232 Crampton St. 545 Mission St. 
CLEVELAND 
1122 St. Clair Ave., N.E. 

AGENTS IN ALL PRINCIPAL CITIES 








No TAX Jitters 


for Your Customers 
Who Use BEACH’S 


Show—recommend—and 
sell the expense books 
preferred by MOST 
VIP's, salesmen and 

tax accountants. So 
COMPLETE and 

Easy to Use. Sturdy, 

too, for hard usage! 


BEACH PUBLISHING CO. 


Write for Samples, Prices:19829 W. McNichols, Detroit 19, Mich. 
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More and More Leading Draftsmen, eo 
Accountants and Artists 


are INSISTING on » 
“/ra- Potut 


LEAD POINTER 


For Perfect Lead Points — 
Blunt to Hairline. Two Models. Variable Taper Mode! 


Standard Model gives you points up ane ee caatid 
to %” long without breaking. Just ee 
insert lead and rotate lid. SHORT <= 


Write for Literature and Dealer Prices. 

LONG ——ee 
nny MANUFAC Oe co. OR IN 
Baker Stre SCCM eeEGe BETWEEN — 
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ice-president in charge of furniture and supplies, HER- 
MAN M. KESSLER, JR.; vice-president in charge of print- 
ing sales; W. R. BOEBINGER; secretary-treasurer, ED- 
WARD BusATH; general sales manager, I. STEELE Har- 
MON 


ALBERT ZITMORE, vice-president of sales and mer- 
chandising for Associated Stationers Supply Co., Chi- 
cago, announces the rezoning of the Kentucky territory 
to men working out of the Cincinnati division. BoB 
BENNETT, Indianapolis, will handle northwestern Ken- 
tucky; ALLEN LANGENBAHN, Cincinnati, will call on 
entral and southeast; Jim Dickas, Columbus, Ohio, 


will call on the northeast section 


We get word from DoN CarTer, my intrepid leg 
man, that the R. P. Lewis Co. is discontinuing retail 
sales in the Michigan cities of Jackson, Flint, Lansing, 
Saginaw and Bay City. These locations will gradually 
be converted to display rooms for furniture and_ sys- 


tems, and commercial customers will be serviced from 





a central warehouse 


Roy Marriot, Weber Costello representative in In- 
diana and Illinois, has been transferred to the Rocky 


Mountain Territory 


Jim Marous tells us that his DecMar Office Supply 
& Equipment Co. ts now in a new and modern location 
it 1747 Chester Ave. in Cleveland, Ohio 


Lucky, Lucky KeN Surier, Ken's Typewriter Service, 
Midland, Michigan, got away from our miserable 
weather by winning a trip for himself and the Missus 
to Hawaii in Victor Adding Machine Co.'s contest 


JaMEs H. PARKER, president of Columbus Blank 
Book Co., Columbus, Ohio, announces the appointment 





of RAYMOND HAMILTON as commercial sales manager 
Mr. Hamilton has been with the firm 12 years 


Jor WATSON has been named manager of the new 


office supply division of The Indianapolis Printing Co., | 66 e 
Indianapolis 1 e age 


JOHN Gorny, Gorny-Winzeler Co., Bryan, Ohio, an 
nounces the appointment of Tony Gorny as buyer for 


99 


FILEAGE in the office is like mileage on 


the firm. Young Toby has left college to join his dad a 
the road. The rugged, lifetime construc- 


in. business Seed 
tion of Bentson files is your assurance of 


AN ERA PASSES BoB BEEKMAN, veteran ambas- vears of trouble free service. Their smooth 
operating features make them a dream 


to use—even to sit on, at times! 





In addition, Bentson cabinets are of- 
fered in a wide range of decorator colors 
and in literally hundreds of drawer com- 
binations. Your choice, too, of follower 
blocks, sway blocks, or hanging folder 
frames. Any way you look at it—as a buyer 
or a user—Bentson files are a quality in- 


vestment. 
Lock Files, 

toot To get more fileage-per-gal in any office, 
sell Bentson top quality files. Write for new 
catalogue. 





Write for Dealer 
Literature & Prices 








BENTSON MFG. CO. 


HARDBOARD Fasricators, inc. tS ee oo 


59 BRANCH ST ef tours 7 
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oc hAST a 


ENSEMBLES WITH 
WRAPS, CARDS 
RIBBON 


TUTTLE Line! 


GIANT 
PRINTED ROLLS 


Here are Tuttle’s 
Newest, FAST-CLIMBING Items 


There's a mountain of sales potential in the 
Tuttle line of Gift Wraps and other paper 
“Specialties” for Every Day and Special 
Holiday selling. Its wide variety of colorful 
new gift wrap designs in folds, packets and 
cutter box rolls plus its sales alluring tissue 
Papers assures you of profit items that ‘‘se 

themselves” day in and day out. WRITE for 

complete information today! 


CUTTER BOX Pa ~ 
ROLLS SS 
Ws 
SS 
WSs 


wWZws 


JUMBO 

FOLDS 
ALSO PLAIN OR 
SPARKLE TISSUE FOLDS 


A Peak Seller, anytime . . . Tuttle’s 
“FLORAL VINE” Tableware Ensemble 


Integrated design of this tableware ensemble 
puts extra eye appeal in place settings; for 
every occasion. Sell as set, in any unit com 
bination or as individual items. Ensemble 
includes Iluncheon and cocktail Napkins; 
dinner and dessert Plates; hot and cold 
drink Cups and Table Cover 
OTHER 


4 


-~s 


4 MOTIFS 


TUTTLE PRESS COMPANY 
APPLETON * WISCONSIN 


eee ee a nee 


NEW YORK: 
ela iion tele) 





sador of the asphalt, is retiring from All-Steel Equip 
ment Co., after 30 years in the industry. Bob is a past 
president of The Fifth District Travelers Club. The 
Indianapolis Chapter held an affair in his honor at the 
Shrimp House in Indianapolis on February 17 
Service Office Supply Co., Detroit, announces the 


opening of a new and modern furniture display room 


at 3400 W. Fort St. in that city. The main store has 


been reorganized and set up in modern decor. 
Foster Office Supply Co., Akron, Ohio, has purchased 
a new building at 125 S. Main St., and expects to be in 


and operating by June | 


HURRY UP AND GET WELL DEPARTMENT 
Mar Dect AKE, for many years buyer at Ebert Ot 
Equipment Co., Norwalk, Ohio, has suffered a 
serious heart attack, and is recovering slowly. . . JAK! 
LUKE, manufacturers’ representative, underwent the 
knife in December, and is back on the road in fine fet 
tle LEE MARSHBURN, Office Equipment Bureau, 
Akron, Ohio, just out of the hospital after breaking 


seven ribs in a fall down the elevator shaft 


PASSED AWAY Dr. CLAUDE DOLLENS, father 
of Max DoLLens, Eberhard Faber Pencil Co., died 
the age of 80 on January 22. Dr. Dollens was a beloved 
and famous figure in his home state of Indiana, the last 
of the horse and buggy practitioners reputed to have 
delivered 5,000 babies in his day ; HAROLD S$ 
WILLIS, 68, one of the old-time stationers in Cincin 
nati, died on January 30. Mr. Willis had not been active 


n late years, having been confined to a wheel chair 





Push the FASTEST type 
cleaner for faster turn- 
over! Non-spattering 
and non-inflammable. 
Once tried, repeats 
steadily. Get the 
smart orange-and-blue 
display working for 
YOU. Dealer aids free. 
Order direct ...or 
from your own jobber. 


NO CARBON-TETRACHLORIDE 
CLAROTYPE CO., Inc 


17 Vendue Range 
Charleston, S. C 
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Gth District Notes 


CHRISTOPHER MALONE, correspondent 
205 W. Wacker Drive, Chicago 6, Ill. 


AL ERLANBORN of Aurora is hospitalized in that city 
for surgery. Also hospitalized for surgery is RAY AUXER, 
Billings Hospital in Chicago. Best wishes 

covery to both 


BEN PHILBRICK, chairman of the Great Lakes Travel- 
rs Club Birthday Party, and Co-Chairman GEorGI 
\X ILSON af 


The reservations are pouring in for this party which 
I 


bubbling with optimism and happiness 


promises to be one of the greatest in the history of the 
G.L.T.C. The party which will be held April 8 at the 
w lavish O'Hare Inn adjacent to Chicago’s O'Hare 
Airport, will include a cocktail hour followed by a filet 
mignon dinner, after which there will be dancing to the 
wusic of a well-known band. Members of the Chicago 
Stationers’ Club (Chico) are among the many organiza- 
ons who will attend this gala occasion 
stationers in Rockford, Beloit and Janes- 
xcellent business. Among the most enthu- 
n that area are former 6th District Governor 
Bit’ GueLtzow, of Bredesen's in Beloit and the al- 


] 


s genial MAYNARD WESTRING of Mid-City Station- 


ng restaurateur in Rockford is advertis 


with meat $3.50 





W rite fo r | 
DETAILED PRICE LIST TO 
THE WEIS MANUFACTURING CO., Monroe, Mich. 
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There's a 


WESCO 
DESK 


for every SALE! 


Sell ni Quality. High Profit 
Office Furniture Line 


With WESCO, you offer office furniture for 
every need... priced to sell! Enjoy maxi- 

mum profit and easy repeat sales through 
WESCO complete customer satisfaction. 





WESCO provides... 
maximum filing efficiency 
at minimum cost... 








it’s the file line that sells 
with ease. There is a 
WESCO file size and fin- 
ish for every filing need 


Cutaway illustrates 
WESCO’S exclusive in- 
terlock welded joint con- 
struction . . . completely 
eliminates side sway. 


f U - 
aba pr -fe tL Sconce ne 


WESTERN MFG CO 


DESKS FILES CREDENZAS © TELEPHONE CABINETS 
; r Li coh ewin 2 
AURORA. \Lt- ' BB 


WESTERN MANUFACTURING COMPANY 


Dept. 24 


Avrora, HUlinois 
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Sth District Notes 


IZZY VODA, correspondent 
2001 S. Hanley Rd., St. Lovis 17, Mo. 


Thirty were in attendance for the meeti vf the 
Kansas City Stationers Association held Febr 
the Wishbone. 

Current president, GENE Gore, presented 
yavels to past presidents as a main feature Of 
ning IRV SHOCKLEY 
Jor LANDEs, 1948; PAUL Barrp, 1949; HARRY BOLIN« 
1950; RAY BALDWIN, 1951; RAY KLINE, 1951-1953 
HowArRD HENDRICKS, 1953-1955; HOWARD BLAN 
CHARD, 1955-1957; Jon WILNER, 1958; RAy GREEN 
1959, and KENNETH PENDERGAST, 1960 


Those honored wer« 


STREET, 

Special recognition was accorded IRV SHOCKLEY 
1952 after 
gavel was presented to his son, BILL SHOCKLEY, a met 
Kansas City Associ 


LANDES, who retired from Schooley’s s 


who died in iS years in the industry, and 


ber of the Stationers 
and moved to Florida, sent his greetings t 


zation 


GLENN E. NIEBLING, 1317 Casado, W 
recently moved to Kansas City from St 
being with Minnesota Mining and Manut 


for several years 


ol Dick Lowe “« Asso 
Glad H 


Saw Dick Low! 
and found out why they call him 


TABULATING 


|! understand Mrs. Dick LOWE its really the ‘‘chief"’ of 


the organization 
VAUGHN T 
( ity, Mo.. 
Kansas City Business Club. Congratulations, Vaughn. 
FRED PITT, 


years, retired recently. Fred, w 


WILLIAMS, Schooley, Inc. of Kansas 


was recently elected president of the South 


manufacturers’ representative for many 
all wish you the best 


of everything during the years ahead 


AL BERGER, 35 Mason, St. Louis, recently took over 
the city sales in St. Louis for Dennison Mfg. Co. Pau 
McCONNELL, formerly in St trans 


Louis, has been 


ferred to Louisville 


Recently in Tulsa I saw the following calling on the 
DAN MACDOUGAL, Stationers Loose Leaf Co 
O'BRIEN, Boorum & Pease; GLEN EVANS and 
FRANK RUHLAND, & Carbon Co.; 
Dick Lowe, Dick Lowe & MAXWELI 
ANDERSON, Oxford Filing Supply Co.; W. C. Wipt 
ART PFISTER, Smead 


Webster Co. 


} 


trade 
JIMMY 
( olumbia Ribbon 


Associates: 


NER, Stationery Distributing Co.; 
Mtg. Co.; JOHN LATHROP, F. S$ 


There 
Our deep st sympathy to those who mourn: 

Mrs. JIM CONSTANTINI GEORGI 
STANTINE Of Palace Office Supply, Tulsa. 

ARCH WILLIAMS, Field Co., Tulsa 

H. Dorsey DOUGLAS, SR Dorsey Douglas Stationery 
Co., Oklahoma City 

Mrs. Cora KRoni 


merly American 


have been several recent deaths in our district 


mother of CON 
stationery 


of AUGII 
Pencil Co 


widow KRONE. for- 


with 


HORIZONTAL and VERTICAL 


CARD GUIDES 


also POCKETS—FOLDERS—BINDERS 


USED 
AUTOMATED SYSTEMS 


IN ALL TYPES OF 


A COMPLETE LINE OF HIGHEST QUALITY 











SELF-INDEXING CARD HOLDER 
Provides clear vision ond fc 
tection of card. All Acetate [ 
Point). Overa size 7 


a 








Smead's Double . 
Insertable (4 
Celluloid Tob t ) 
Flat-angled 
Insertable 
Celluloid Tob 


a \ 


Pin Feed Inserts 
4 ond Labels 





| 


Tope Folders 
joy [} 


Folders for Filing 
of Edge Punched Cards 
and interpreted copy 


“ 


i 


Wollets with 


Si mead 


LOGAN, OHIO + CHICAGO, 





Acetate Windows 


INDEX GUIDES 


Smead's complete selection of guides for indexing 
tabulating cards will cover almost every require- 
ment. If a special style is needed, it can be tailor- 
made for your customer 


Choice of three materials in Card Guides: Bristol 
for temporary use; Groy Pressboord for long life 
under normal Vulcanized Fibre for hard 
vsage 


vsoge 


al 


o J = 1 = a al. i 
- ~ ao ‘ —_— BS - ad — » 
ae Pee ee “ay a a er ~~ 
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Smead can design and manufacture folders, pockets, of combination 
folders and pockets for filing punched topes, tabulating cards, and asso- 
ciated documents. Smead offers the advantages of a wide range of fa- 
cilities in paper converting ond can incorporate acetates or vinyls to 
resist ‘‘bleeding'’ of oil from tape. 


MANUFACTURING COMPANY ¢ HASTINGS, MINNESOTA 
ILLINOIS - 


LOS ANGELES, CALIFORNIA 
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Sets an office apart... 


contemporary / by columbia 


This newest Columbia collection—with its architectural simplicity of line, its rich 
variety and flexibility of arrangement—sets a dealer apart, too. Gives him some- 
thing truly distinctive and timely to offer. And it’s by Columbia—the fastest- 
growing name in the industry with the most dealer-minded policies. Write for 
full information, including the facts on Columbia's sales-stimulating Lease Plan. 


MBIA-HALLOWELL DIVISION $ JENKINTOWN 79, PA. ¢ SANTA ANA, CALIF 


where reliability replaces probab lity 





Sth District Notes ibout the complete reorganization ol this fine and proud 


ompany. The announcement was made effective January 

TOM GULLEDGE, correspondent 1 by Mrs. MARTHA BENNETT KILPATRICK, chairman 
ee ee ane Sey See of the board and widow of the late Mr. Kilpatrick. The 
new officers are as follows; Mrs. KILPATRICK, chairman 
of the board; BRANTON KELLOGG, president; IRVIN W 
KILPATRICK, executive vice-president; THEO F. TERZIA 


year in this industry comes May. He began his care 
: 7 VICE president, contract department; MARION PERKINS 


with The Globe-Wernicke Co. of Cincinnati, Ohio wher 
vice-president, sales manager; THOMAS H. INSKEEP 


he remained for seven years gathering experien and 
1 ‘ VICE president O. R 


store manager; JOHN W. TEMPLE, controller 
My thanks to W. E. “Bit” RICHMOND with Ebert 


hard Faber for this fine and informative report 


WAYNE GIBSON, manager of the stationery depart 
ment for Bennett's of Dallas, will begin his twentieth 


Bub’ Lewis, secretary, assistant 
knowledge in preparing himself for the future. He thet 


spent eleven years with Palace Office Supply, one of th 
leading stationers in Tulsa, Oklahoma. Then to Bes 
nett’s in Dallas where Wayne is now happily located 
and where he invites his many friends to visit, call or 
write him H. D. “Buppy’ Goobpe is the new salesman for G 

}. Aigner Co. of Chicago, Ill. Buddy will travel Arkan 


AGE GLUuD, formerly with Monroe Office Equipment ei 
sas, Louisiana and Texas and will make his home in 


Co., Monroe, La., is now the southeastern representative 
for Acme Visible Systems. Age will travel the states of 
Mississippi, Alabama and part of Florida and will ma 


Dallas where he is no stranger, having lived here befor 
where he attended $.M.U. and later was employed by 
his home in Jackson, Mississippi. Thanks to Tom the Dr. Pepper company. I'm sure we all join togethe: 
Fc asenety for this news item in welcoming Buddy back and wishing him the very 
best in his new venture with a fine company 
KEN Le Ferve, formerly stationery buyer for Thomas 
Bros. of Lubbock, Tex., is now with Eaton Stationery 
Co. of Plainview, Tex. Ken is now store manager and 
buyer for Eaton and says that BiLt JOHNSON replaces 
him with Thos. Bros. Good luck to both of these fit 


FRED NACKLEy, owner of Caddo Office Supply Co 
of Shreveport, La., reports that he is now back at work, 
on a limited basis, after having spent three weeks in 
young gentlemen the Gaston Hospital of Dallas due to a fractured disk 
, ee Fred says he feels fine and should be back to normal in 
The recent death of A. K. KILPATRICK, president 1 short time. By the way, Fred suffered this fractured 


Standard Office Supply Co., Inc., Monroe, I brought lisk while lifting a box of choice beef in preparation 


office accessories No. 1500 When you sell the VALCO line you can 


Nobility be sure there won’t be complaints and 


of beautiful \ namenemed returns . .. or calls from irritated cus- 


No. 408 ' tomers to “please come fix the darn 


spun aluminum eatesmen thing!” VALCO accessories are lifetime! 


Costumer 


They're built to last forever. 


No. 17-€ 
Monarch 
Costumer 





No. 1900 
WGR = , 
Bel Air Wall 3 a 25 
Garment Rack i Torchier 








No. 75-S 
Modurn 
Saad Urn 

















AVAILABLE 
AT NO COST 








No. 56.8 Write today for the com 
Regal Sand Urn = plete folder that contains 
all specifications and price 
data of the complete VALCO 
Line. It’s designed to fit a 








standard file and includes 
separate reproductions of 


LIFETIME “™ 


OFFICE ACCESSORIES 
VALCO COMPANY e 1311 ANN AVE. « ST. LOUIS 4, MO. 
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» un-lucky 


It is with 


is operated on January 17 


t of his office 


5 deep freezer. Some people should be 


it deal of regret that I pass on to you 
t RALPH ADKINS, owner of Adkins Of- 
ice, Tex. is seriously ill with cancer 


ted to live. Everyone who ever knew 
with me that our industry will lose 


r and friend and our sympathy goes 


nderful wife, Mrs. ADKINS and we hope 


} 


best during this trying time. I’m sure 


our cards and letters 


ry, stationery buyer for the Fulton Co 
| and was ex- 


for about one month. Sure 


back on the job and as good as ever 


appears 


lers Club held its quarterly meeting 
the Ben Milam Hotel in 
were present at one time or another 


Houston 


discussing several matters of con 
_ we also had the pleasure of having 
st, L. W. Tass, of Lake Charles, La., 
uinth district who 


Those _ travelers 


issed an interesting meeting 


Saturday, February 17 and 18, at the 
| Ballroom in Dallas, the Carpenter 
f Fort Worth, Tex. held 


lising & Sales Clinic for the stationers 


ts s cond 


of Texas, Louisiana, New Mexico and Mississippi. To 
merely say that it was successful would be, to an extent, 
insulting, for it was an outstanding show in every re- 
spect and a hearty thanks and congratulations to P. D. 
HANDLEY and Jimmy DUNCAN for a superior job and 
highly interesting and informative two days which were 
very well spent by all who attended. Exhibits were open, 
un-interrupted, from 1 P.M. to 8 P.M. on Friday. Then 
again from 8 A.M. until noon and after a tasty lunch 
and entertaining program highlighted by DAN BLOUNT, 
of St. Louis, Mo., from 2 P.M. till 4 P.M. In excess of 
300 dealers and dealer personnel attended this clinic 
and had the opportunity to visit any or all of approxi 
mate ly 60 exhibits 


Everest Line Introduced to N.Y. OMDA 


Office machine dealers of the New York Chapter of 
OMDA were introduced to the Everest Line of equip- 
ment at a recent meeting of the group. Personnel of 
Alma Office Machine Corp. presented and introduced 
the equipment at the Advertising Club in New York 
City. 

ALEXANDER 
BROZDOWIEZ, 


Representing the Alma Corp. were 
WINDERBERG, manager, and J. 
president. Equipment which was displayed at the meet 


sales 


ing included the new Plurima hand operated adding 
machine, the portable Alma K-3, the Everest ‘‘Plurima 
Electrica’ a 10-key electric adding machine with auto 


matic and visible credit balance 


al hoa 


PENGUIN PLAYBAR 
The Most Versatile Refrigerator Unit 


* 


For Home — Motel —O 


Ho§pitality as you want it...refrigeration Where 
you want it. The Playbar can be set on th 
floor, on a table, or rolled arou 
the room —bringing ae a 
refreshments wherever g 
are seated. Holds more than | 
30 soft drink bottles..08”— 
freezes ice cubes in less 
2 hours...weigh y 72 Ib 
Burn and && 
Easy to cles 


» a 


-« cae 
a 


ey 


SPRINGER-PENGUIN, INC. Eeaal 9-07 347H AVE., LONG ISLAND CITY 6, NEW YORK 
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A GOOD 
NUMBERING 
MACHINE 
AT *16.50 LIST 


.. A PRICE YOUR 
CUSTOMER WILL PAY! 


No. NM-2H, Size 2. Six 
wheel; consec., dupl., trip., 
quad. Chrome plated. 
List (incl. excise tax) $16.50 
less our regular discount. 


LOUIS MELIND CO. 


FOUNDED 1893 TELEPHONE GR 7-4200 
3524 NORTH CLARK STREET, CHICAGO 13 


Get Set For 


BIGGER 


| CARBONSETS 


e Every Carbonset contains 
| top-quality water-marked 
| Sea Foam Bond. 

e Cost no more than un- 

water-marked sets. 

e Complete instructions _ 
| imprinted on every set. 


1 STATE HIGHWAY 10 HANOVER, NEW JERSEY 





10th: District Notes 


GEORGE E. WHITE, secretary 
Rocky Mountain Travelers 
1596 Jackson St., Denver 6, Colo. 


It's really finalized now the new NSOEA district 
arrangement, that is. Colorado and our neighbors to the 
north, Wyoming and Utah to the west are combined 
with northern Nevada and California to form District 
9. A bit far and wide but you can bet we'll all make the 
best of it while at the same time keep close tab on out 
good friends to the south of us in New Mexico which 
in most cases, remains ‘on call’ for most of the boys 
covering this area. So after current district meetings it 
will be District 9. To be appropriate somebody should 
write us a new district song such as ‘From the Moun 


tains to the Sea’’ (what a long trip that'll be) etc., eté 


Weekly luncheons continue to have capacity attend 
ance and lately we've enjoyed the presence of some of 
the boys from ‘outer space, Kansas City and the West 
Coast, etc. Acting Prexy JiM ELLERTSON came up with 
a new idea of having dealers sit in with the Travelers 
on the fourth Friday of each month. The first meeting 
was held January 27 and was a “‘recley big shew” with 
i2 present. 18 guests representing ten dealers, one each 
wholesaler and factory were introduced. This affair was 
held at the Albany Hotel. The next Traveler-Dealer 





ONLY The ‘‘Precise”’ 


TRIMMING BOARD 


Has All These Wanted Selling Features 


@ Patented Finger Tip Controlled Paper Guide 
@ Finest Steel Blades, Carefully Ground 

®@ Two White Scales on Black Background 

@ Only Finest Seasoned Hardwood Used 

@ Every Board Completely Guaranteed 


You offer the finest in the New “Precise” Trimming 
Board. It has everything your customer should have for 
trimming, cutting paper, paper board, etc. The patented, 
adjustable paper guide locks and releases with 3 a finger 
flick, 2 white scales on black ; 
background speed accuracy and POPULAR SIZES 
a time. Models 5,6 & ‘ 3191; -—Blede 
pecial safety spring. . 5—151/,”"—Blade 
The “Precise” is a steady seller . 6—18'/,"—Blade 
wherever displayed. - 7—24'/,"—Balde 


Promp* Delivery — Order Your Needs Today! 


AMERICAN PHOTO LABORATORIES 
2511 W. MOFFAT ST. Dept. A CHICAGO 47, ILL. 
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luncheon was held on February 24 at the same place. 


A warm welcome to DALE HAMPTON (Carter's Ink) 
and wife JEANNINE who live in Westminster 


Birt Fry (Scripto) and wife VICKIE are settled in 
their new home in Arvada 


E. J.” and Mrs. KRINNER (Colorado Office Supply, 
Denver) were recently called to California upon the 
passing away of his mother. Our sympathy to these good 


friends 


For the Dick PecKMANS (Denver Stationery) and 
Jess McGrupers (Mutual Office Furniture) each a 
boy! The thinning ranks of supply salesmen has again 


been amplified 


Ex-Governor AL BACHMAN (Bach- 
man’s, Greeley) recently bought a spare Safeway store, 


Get a load of this 


parking lot, too, now being remodeled for a move in 
May. It couldn't 
Al. And we're glad to learn your JOHN DurRBIN is back 
to work after 


happen to a nicer guy. Our best wishes, 
i heart bout 


Doris WooLLeEy (Parken Pen) were in 


Denver gathering together their belongings for removal 


Jim and 
to new assignment in Los Angeles. They'll be living at 
27527 Rainbow Ridge Rd., Rolling Hills, Calif. Sounds 
like name of a movie, Jim. Just don't forget the old 
gang around here, please 


Remember not to forget: District 10 Governor VERNE 





A proven way 
$ to accumulate 


$ money 











STEEDS S<rRONG 
COIN HANDLING SUPPLIES 


Sold exclusively through Stationers and 
Office Supply Dealers for over 40 years 


COIN HANDLING ACCB8SSORIES 
Seal Presses * Legal Seals * Downey Change Trays 
Teller's Moisteners * Currency Racks * Manual Coin 
Counters * Packaging Trays * Linen Shipping Togs 
Steel-Strong Coin Trays & Lift Pans 


COIN WRAPPERS 


Baink e iat Gs © 





Old Style « 
Kweartet * Tubular * Gunshelil 


BILL STRAPS 

Federal * Colored * 
. 

Write for information! 


Banding 


— 


THE C. L. DOWNEY CO. HANNIBAL, MO. 


OA—4 /61 


' FOR BEAUTY - FOR WEAR 


Standard or Custom Designed 


CLEAR FLOOR MATS 


A few good territories OPEN for Distributors and Dealers. 


write for information 


ASSOCIATED PLASTICS COMPANY 


1316 Millmore Street ©® P. O. Box 835 © Grand Prairie, Texas 


Profitable Easy to Merchandise | 


DURO Stencil Bar 


DURO 
WAR 3 self merchandising unit 


All your customers 
needs in one complete 


Size of display 
20h. x 16"w. 
x 19"d. 


The DURO Stencil Bar comes complete 
with 8 sizes of alphabet & numeral oil 
board stencils, assortment of stencil 
brushes, stencil paste. Stencils also avail- 
able in assortments or open stock. 


K Write for complete information 
URO Art Supply Co., Inc. 
Subsidiary of Duro Decal Co., Inc. 


1834 Juneway Terrace Chicago 26, Illinois 
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fematise of QUALITY 


Four Drawer, Two 
Drawer and One 
Drawer Files with 
Nylon Rollers and 
Compressor Blocks. 


FILING EQUIPMENT 


Seven Styles 
and Sizes in 
Durable Grey, 
Mist. Green and 
Desert Sage. 
Beautiful 
“‘DURA-STYLED”’ 
Plastic Molding 
in matching 
colors. 








BLUEPRINT CABINETS 


i ishCMitl@eliiar bade (adi i -maelie ls 
Catalog Illustrating the com- 
plete line of Tables...Desks... 
Filing Equipment... Sectional 
Desks... Bookcases and Sec- 
tional Bookcase... Telephone 


and Utility Equipment and Engi- 
neering Blue Print cabinets. 





PROMPT SHIPMENTS FROM OUR WAREHOUSE STOCK 


DURABLE DESKS ARE CAREFULLY PACKED IN 
STURDILY CONSTRUCTED WOODEN CRATES 


DURABLE FILES ARE PACKED IN INDIVIDUAL CARTONS 


DURABLE: 


DEPT. 0-11 


38-42 REVIFW AVE., LONG ISLAND CITY !, NEW YORK 
RAvenswood 9-3580 


Talo m 2010), 10). 8 @ 


ult to last 
pice th sel 


Peck (All Steel Office Supply, Salt Lake City) would 
have us remind you that last, but certainly not least, of 
the current district activities is the annual district 
NSOEA Convention, May 13 and 14 at Hotel Utah, 
Salt Lake City. Plans are in the making with more spe 


cific data on the way to you shortly 


To those who have supplied news notes lately, our 


sincere thanks. Please keep them coming 


12th District Notes 


HARRY A. SHOOK, Jr., Correspondent 
800 El Capitan Drive, Millbrae, Calif. 


At this writing, just about all the 49ers are getting 
bags and sample cases all pack d for the trck to Los 
Angeles. From last minute observations this looks to b 
i real big show and the enthusiasm runs high. 

Of course, some of the togetherness we experienced 
at our previous regionals in Yosemite and Reno may b« 
missing this year, due to the n agnitude of such a larg 
gathering at L.A., but to compensate, fellow members 
I have it on the inside that the club has in the planning 
stages a couple of affairs for the very near future and 
more to come later. One such affair will be a golf out 
ing contemplated for March about the 24th. So if 
you do not get to the meetings, watch this column fo 

lat Ss of coming vents 


Dick KELLY, American Crayon 


visitor to a 49er luncheor 


JACK CULLY, west 
Corp Glad to hay 


to the club and to Sa 


in OF note 1s Our new 4¥e! 
iger for Venus Pen & P 
you with us, Jack, and welcon 


Francisco and Millbrae 


We are sorry to learn that our good friend JIM 
CLEVELAND from McWhorter-Young, is ailing and 
pres ntly recuperating in Santa ¢ lara County Hospital 

this brings best wishes from all of us and we wish 

1 speedy recovery 

Governor KEN BROWN was down from Santa Rosa 


February 6 luncheon to finalize the program at 


With the coming convention, a new slate takes over 
and this means that this column will henceforth be con 


ducted by a new secretary 


This, being my last effort, may I express my sincere 


thanks to you who have contributed either by words 


action or activity to provide interesting notes and in 
formation. I enjoyed reporting “Rattle Snake Gulch 
by Ray LANGLEY and the ‘“‘Case of the Missing Stole 
by ALICE KERR as well as the great outdoor experiment 
by the Dickinsons and the many other events which 
make up a column 

Thanks, again, to DoN HANNE and DAN THOM! 
SON for their help when urgently needed and to our 
dealer friends who came through with newsworthy 
items from time to time 
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13th District Notes 


Milton Stone, Correspondent 
320 Broadway, New York 7, N. Y. 


[The NOFA-Offur« ps Exhibit at the New York 
Coliseum met with great succes,, both in the splendor of 
the displays and the large attendance, some 4600. Con- 
gratulations go to SEYMOUR NATHAN, the general 
hairman, and JOHN GRAY, executive director of NOFA 
for a task well done. 

HUGH MorGAN has been selected to act as chairman 
in 1962 for another such joint venture, which will onc« 
igain be at the Coliseum 

Simultaneous with the New York event, a very suc- 
essful show was held on the West Coast. It too was 
joint venture, this time between NSOEA and Regions 
12 and 14. Wi 


congratulations to our colleagues 


extend our hands across the nation in 


This is being written prior to the event. At the March 
joint rally and dinner, the Metropolitan Travelers 
ub award to the “Dealer Salesman of the Year goes 
ROBERT AUERBACH, crack salesman of the Robel 
Press of New York. Runners-up are MARTIN GELBWAKS 
of Libien Press, New York, and ROBERT BERGER of 
Business Furniture Co. in Elizabeth, N.J. These men 
leaders in raising the standards of salesmanship in 

our industry haracter, ability and perseverance. W<« 


xtend sincere congratulations to these gentlemen 


Congrats also go to JozE SOMOL upon his promotion 
to New York district sales manager of The Globe 
Wernicke Co. 


And to Murray BERNARD upon his becoming vice- 
president and sales manager of The Williams Co. May 
he and Ep GOLDEN attain great success in their associa 


tion 


Bos STAINTON, formerly with Boise, has the well 
wishes of his many friends as he opens his own furni- 
ture and supply store in Westfield, N.J. to be known as 
the Robert Williams Co 


Good wishes to Mort LipieNn and his charming lady, 
MARTHA, upon the recent celebration of their wedding 


annive rsary 


The upcoming annual banquet and entertainment of 
the Stationers Association of New York will take place 
on May 13. President HAROLD HEIN expresses the con- 
fident expectation that this year's event will surpass its 
predecessors in quality, enjoyment, and attendance 


The latest news we have from Mrs. SOPHIE EHRLICH, 
executive secretary of the Eastern Commercial Stationery 
Show, is that this fall's show, which will take place as 
usual at the New York Trade Show Building, is rapidly 
shaping up into a sell-out. Any manufacturers who hav« 
been delaying sending in their applications are urged to 
act with dispatch. It is later than you think. 

It is with great sorrow that we announce the death on 


This new booklet tells you how to 


MAKE NEW PROFITS WITHOUT LIFTING A FINGER! 


Here are the facts on how 


OA-—4/61 


more and more stationery store 
dealers are adding extra profits 
to their operations without extra 
effort! Bausch & Lomb’s new 
booklet tells the full story on 
how B & L Reader & Magnifier 
Displays are making really new, 
really profitable sales for busy 
stationery stores. Write for 
your copy. It'll be off to you in 
the next mail. Bausch & Lomb 
Incorporated, 992 Lomb Park, 
Rochester 2, New York. 


BAUSCH & LOMB 


Vv 








IN QUALITY 
FIRST IN PERFORMANCE 


ATLAS VERTICAL FILING SYSTEMS 
FOR 
NEGATIVES © OFFSET PLATES ® MAPS 


BLUEPRINTS @ SKETCHES ® STENCILS 
MASTERS @ X-RAYS ® ARTWORK 





Atlas Stencil Files Corp., 16716 Westfield Av., Cleveland 10, O. 





MasterMat 


FLOOR MATS xem 


MASONITE Fioor Mats — 
14” extra hard tempered gen 
uine Masonite. Mar proof, dent 
proof, durable with neat 
beveled edges. Special, as well 
as standard sizes 


PLEXIGLAS 


TRANSPAREN! 





Floor Mats 4” thick reversi 
ble clear EXECUTIVE CALIBRE 
floor mat. Enhances the beauty 
of the fine carpets. Made in al! 
sizes and to template. 


CLEAR-O-STAT CLEANER— 
anti static-dust deterent 
Neutralizes static in al! plas 
tics, chairs, rug textile et 
Shines as it cleans! 8 "7 
squeeze bottle 98¢ retai 
Selected d ft I 
deotershioo EDGR UIE La Les 


cvollable REVERS Sth TR aE Trt TEAL ie 2 


CuRManCo 


eam STEEL 


=| 


Helps the busy office worker sort the incom- 
ing and outgoing mail. Inwardly sloping 
shelves increase capacity and keep contents 
from sliding out. Ample shelf clearance and 
newly designed slotted shelves allows quick 
sorting, insertion and removal of papers. No 
corner posts to dodge. Electrically weided 
into one sturdy unit 
= = _ ae pay — 2 TRAY .$4.00 
i — LETTER SIZE — 3 TRAY.$5.25 
EARLS «=Tewc, NO. 204 — LETTER SIZE — 4 TRAY. $6.50 
OLIVE GREEN NO. 205 — LETTER SIZE — 5 TRAY.$7.50 
} Ato gaged LEADER IN THE FIELD FOR MORE THAN 43 YEARS! 


CURRIER MFG. CO..INC. 2istr toc tsmnesors 
Midwest Offers A Complete Line 


Of Multi-Purpose Room Equipment 
For Churches, Schools, Offices 
CADDIES 


FOR FOLDING 


CHAIRS, TABLES 








COPPER TAN OVER 50 


Pedestal Leg 
FOLDING 


TABLE 


Plenty of leg room with the “Off 
Center” leg principle which adds 
seating to ends. Lightweight, 
sturdy, folds compactly for easy 
stacking. Perfect for banquets 


The fast, easy, safe way to 
handle folding chairs and 
tables. Engineered for 
years of durable efficient 
service. Saves time and 


February 14 of Louis Ostrove after an extended ill- 
ness. For many years the head of the Union Stationery 
Corp. of New York, Lou leaves behind a host of friends. 
To his son, MARTIN, who will now take the helm, and 
to the other bereaved members of the family, we extend 


heartfelt condolences. 


On March 1, another sad departure was the demise of 
MADELINE GRAYSON, the wife of the late BEN Gray 
SON, and the mother of HERBERT GRAYSON of Ace 
Fastener. The heavy attendance of the trade at the 
memorial services attested well to the numerous friends 
this family has made in the course of the years. We ex- 


tend our deepest sympathy 


1ith District Notes 


A. R. “Bud” Deckstader, Correspondent 
8735 22nd Avenve N.W., Seattie 7, Wash. 


Wow! What a Show. The NSOEA Western was a 
smooth operation from start to finish. It was a time to 
make new friends and greet the old ones. The dealers 
from District 11 were well represented. They came 
from Montana, Missoula, Bozeman and Miles City 
Idaho had representatives from Boise, Pocatello and 
Lewiston. Bellingham, Washington and Medford, Ore 
gon and all points in between sent their dealers south to 
soak up sunshine and knowledge. The show demanded 
so much time that many of the dealers were taking an 
extra day or two to get the sunshine 


The Oregon Trail Travelers were there in force too 
President JOHN BuRNs and at least twenty-seven of his 
crew were there. I won't say we were all overworked but 
most of us had sore feet. It was worth it just to greet old 
friends like CorDELL SMITH who was one of my favor 
ite travelers twenty-five years ago when he traveled 
these parts. I missed seeing HARRY HOMER who was 
‘Mr. Esterbrook’’ for many years along the whole 
Pacific Coast. He did visit the show, but briefly. 


NorM LINCOLN of Eaton Paper has just retired. He 
worked harder than most men do and he did a great job 
for his company. The buyers, clerks and even the per 
sonnel in the hotels in which he stayed have high regard 
for Norm. So do I! It’s nice to know that such a ni 
guy as Ep O'BRIEN is moving from Spokane to Seattl 
to take his place 


Lucky BoB YOUNG has only to pay the tax on th 
sable stole he won to be a hero with his wife. Bob is 
with Wholesale Office Equipment Co. in Seattle. Mrs 
YOUNG was with him at the NSOEA Western banquet 
when Bob's name was called. Exciting? You bet 


Let's put in a big plug for the Regional in Gearhart 


conference and meeting rooms steps Governor LARRY Moor} promises an outstanding show 
WRITE FOR FREE CATALOG TODAY : 


FOLDING PRODUCTS con. 


ROSELLE, ILLINOIS * LA 9-2000 


Sandy beaches, ocean breezes, a fine golf course and 


mighty pleasant company can be yours. Join us? May 
I 





18, 19. and 20 
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14th District Notes 


KEN FULLERTON, correspondent 
4623 York Bivd., Los Angeles 41, Calif. 


nm members of the club at our busi- 

nuary 31. Those attending were BoB 

duality Park Envelope), Stew ANDER- 

ON and RoBert Aris (Dixon Crucible Co.), ERND 
DANIELS (Venus), WILLIS CLARK (Bankers Box Co.), 
FLoyD CHAMBERLIN (Reliance), JiM BAYNE (Venus), 
IVAN CORNELII (Northern State Envelope Co.), 
DEAN Despre (E. P. Wilssner), RALPH MANEVAI 
( Faber-Castell), GEORGE FREY (Charles Barry Co.), 
JOHN HENSHAW (Apsco), PAuL West (Oxford) 
with guest LONNIE Cressy (Stationers Corp.) and KEN 


NEW OFFICERS of the Golden State Travelers Club are 


FULLERTON (Fullerton Engineering Sales Co.). It was 
. (front row, from left) Loyal Carlon (Bates Mfg. Co.), first 
1ese men, but what happened to the rest of vice-president: Stewart Anderson (Joseph Dixon) president 


uld have at least thirty members at our Ken Fullerton (Fullerton Engineering Sales Co.), first vice 
this president. Back row, from left, Harold Bass (manufacturer's 


s. Especially one as important as 
representative), treasurer; Bud Spangler (Universal Paper 
Goods Co.), second vice-president; Ted Caldwell (National 


The nominating commitee of Willis Clark and 
WALTER WALDVOGEL announced the nominations for Blank Book Co.), third vice-president; and Tom Olson (A. © 
es for the coming year. There were no Faher-Castelt > 
the floor 
interesting discussion regarding the Don't forget! the 1961 dues are due or as George 
Show. Dean Despie was congratulated Frey used to put it “Duesrdue.’ 
uch as tanding job as general chairman Do you know that the Golden State Travelers Clul 
this show will be twenty-five years old on next June 12th? How 
Anderson was congratulated on the adoption of about having a silver anniversary dinner-dance in Jun 
aby boy, BARTLETT WINSLOW. He to celebrate this great milestone. There are still some 
1 weighs eight pounds, ten ounces of the boys around that got together that day in June 


DURABLE and SMART 


furniture 


Conference Table Group 
TABLE NO. 8210 
CHAIR NO. 8127 


Wide assortment of chairs and tables. See your Dealer or write us. for our distributor's name. 


AMERICAN CHAIR COomr Ay. 


A MANUFACTURERS * SHEBOYGAN, WISCONSIN 
Permanent Displays: Chicage e New York © Miami Boston» ‘adc Cididhe >. 
Pee oe. = te = Ae 
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in a word... STRONG Ht 


BANKERS BOX COMPANY 
2607 NORTH 25th + FRANKLIN PARK, ILLINOIS 
Western Plant & Office 1354 $0. CLAUDINA + ANAHEIM, CALIFORNIA 


9 
What’st==> 


Ask Sure-Rite! Every month, one or 
more new product ideas — plus 
over 750 best-selling items in the big 
Sure-Rite catalog. Write today 


Learn what's new for you in profits! 


American Stencil Mfg. Co. 


If it’s new, Sure-Rite has it! 
2714 WALNUT STREET *® DENVER 5, 


ROLLING STORE LADDERS 


ROLLING LADDERS—Made from 
Oak or Birch 

SIDE and CEILING TYPES—with 
steel track for mounting on shelving, 
filing cabinets or ceiling. 

“A and LIBRARY TYPES—require 
no track and are mounted on wheels 
with Automatic Safety Brakes 
WELDED STEEL SAFETY LADDERS 
—Made from 1” diameter round 
furniture tubing, with expanded 
metal steps. Mounted on Swivel 
Brake Casters. Ladder can be rolled 
freely when no one is on it. When 
you step on the ladder the rubber 
tipped legs rest on the floor and 
prevent rolling. Made in 1 te 13 
step heights, and 4 widths 


Send for Circulars SBWOA (Woed) & 56-OA (Steel) and Deeler Discount. 
Manufactured by 


I. D. COTTERMAN 


COLORADO 








23 W. Spring 
Neperville, itineis 





THE FREE HAND BINDER 
Reg. U. S_ Por Ort 
How many 
wished for 
things } 
the right direct 
HAND BINDEI 


Free Hand Binder Co. 


43 Fulton St., New York 38, N. Y 


Wagoner's Pat. Model ''A 








1936 at the Hotel Rosslyn. We shouid certainly honor 
them. They are ERNIE DANIELS, Morris PELTZER, 
WiLLis PALMER, PHIL VAN CULIN, Russ JONEs, 
FRANK RISING, ART CARLSON, ANSEL ERNST, and 
JACK AuTRY. The others that were present at that meet- 
were JACK SHIELDS, ERNEST WALLACE, WALTER 
BLAKE LOCKARD and Carl 


ing 
FUNCK, JACK NORRIS 
GRIMES, SR 


he Stationers Association held tts March meeting 
Wednesday, March 15. Harvey G. WOLFE gave a 
talk entitled “Why Have Inventory Shrinkag« 


It has been announced that the spring golf tourna- 


will take place April 7. The place will be an 


d at a later dat 


Congratulations are in order to GEORGE FREY who 
has done an outstanding job as president of the club 
“Well Done,” or in 


As we say in the Navy, Georg« 
the British Navy ‘““Good Show 


he traveler in the spotlight for this month is a long 
time member of the club. He is Bop Rem of American 
Pad & Pape r Co 

Bob was born on Valentine’s Day, 1906, in Holyoke« 
Mass. His parents moved from Holyoke when he was a 
young child to Denver, Colo. Bob’s dad was a salesman 
for American Pad & Paper Co., 
states. Bob went through the Denver schools. He later 
went to the Culver Military Academy and Dartmouth 
College in New Hampshire. He graduated from Dart 


mouth in 1928 


covering the western 


After graduation he spent a year in Costa Rica as a 
banana cowboy (supervisor on a banana plantation ) 
He came back to the states in January, 1931 and joined 
the American Pad & Paper Co. He also moved to south 
ern California at that time. He has been covering the 
leven western states for them ever since. He now 
includes Hawaii and Alaska in his territory. 

Bob’s hobbies are traveling and photography. Al 
though he travels almost all the year taking care of his 
business, he still finds time each year to take time out 
ind travel to South America, Mexico or some other fat 
place. He spent the Christmas of 1957 in Peru hunting 
up history on the Inca civilization. He has been to 
Europe as well as Hawaii, Alaska and other spots al 
ready mentioned 

Bob is very sports-minded. He likes mountain climb 
ing, skiing, swimming and surfboarding.. He is pleased 
that at his age he can still ride a surf board at Waikiki 

His home now is in Santa Monica but he is seldom 
there as he’s on the road about nine months of the 
year 

He belongs to the 49ers, Oregon Trail Travelers, and 
Rocky Mountain Travelers. He has received recognition 
for his twenty-five years service to the industry. He was 
awarded the Salesman of the Year award by the Holyok« 
Sales Club in 1959. 

Bob says he hopes to be in the industry for anothe: 
twenty-five years 

Don’t forget the 1961 dues are due 

April 7th, Spring golf tournament 
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‘New Frontiers’ Outlined 


For Business Management ‘ "MATI @ e 


alco POSTING EQUIPMENT 


DT aeeme=—e/ § for Modern Office Procedures 


As a buyer's market sparks a drive for better “values,” SEE us — ROOM 221 6 HOTEL BILTMORE 
the most important ally to the American businessman WESTERN NSOEA FEB. 24-26 


will be our Anti-Trust Laws. I underscore American be- ae 
ause I have recently seen at first hand the manufactur- Ane ‘ 
ng, wholesaling and retailing operations of products 

1? 


other nations of our world. Here at the heart of 


our American private enterprise system are the anti-trust 


laws and regulations of the last 70 years. This is the 

unique factor which prevents the growth of stifling 

monopolies, and which helps produce marketing inno 

vations and continually expanding business opportunt- 

ties for all individuals in America DUO-MATIC POSTING TRAYS 7 PORTA-MATIC POSTING 
Must the new type of “discount retailer’ or “whole AND STANDS 5 TEATS ARID SANS 

sale catalog” be accepted in any industry? We have ’ 

some answers to these questions or problems which can ‘ ape 

be summed up as a series of basic marketing strategies 
STRATEGY WITH DISTRIBUTORS. The law per- 

mits a business firm to select its distributor or customer 

Such selection can be made on any grounds whatsoever 

so long as it is not a part of a conspiracy to monopoliz« 


or will unreasonably restrain trade 


Decisions for Manufacturers TILT-O-MATIC TRAYS | V-MATIC TRAYS 


F register forms Small capacity containers) 
If a manufacturer chooses to sell only through whole- (For regi ) ( pacity 


salers, he must decide whether to include only full-line 
wholesalers, specialty jobbers, the retailer-wholesaler or 
dual-operator, the “‘wholesaler’’ who also sells direct to 
large consumers 
He must further decide just what he expects from the 
wholesaler, such as (1) maintaining retailer's stock, (2) 
conveying product knowledge, (3) providing credit to 
retailer, (4) supplying market data, (5) helping with HANDI-MAiic TRAYS 


promotional aids and displays pepe. Ant cor EXPANDI-MATIC 
If a manufacturer decides to sell to both the whole gor Myce yin Designed for installations 
requiring small capacity (Designed for installati 


saler and the retailer, then a host of other decisions containers) where space is at a premium) 
must be made to preserve the most effective relationship 
between the wholesaler’s retail customers and the retail 
rs purchasing direct 

STRATEGY WITH DISCOUNTS. If a manufac- 


turer chooses to operate on a quantity discount basis, his 


A COMPLETE LINE 
of accessories 


TRAY HOODS 


HOOD SUPPORTS 
INDEXES 


zraduated discounts must correspond to the distribution 
osts saved through the volume purchases. His minimum 


nt must be measured against his costs in FILING DRAWERS TILT-O-RACK 
ill orders and correspond with his quan- Desk organizer 


; ; ' 
( CO lt a Ss . 
liscount bas WRITE—For Information On 


Where the FTC has showr price discrimination, then The Complete P.E.C. Line 
burden is on the party charged with price discrimi- 
tion to show affirmatively that the differences in price 
y ( { stil d SO! < . M ave tr . 
I ome Cases where sell rs h \ ied ==" Associates 
lo so unsuccessfully have involved situations such as Write tedey Fassocarcs SOLE DISTRIBUTORS FOR 


the following for our new, POSTING EQUIPMENT Coyoosciltn 


ae a ee ; 2 , olum 
A discount h been given on the basis of volume complete catalog 1721 Elmwood Ave., Buffalo 7, N. Y 


of annual sal without regard to the nature of indi- 


lual purchases and deliveries WEST COAST REPRESENTATIVE: JACK AUTRY, 
Discounts given to a grocery chain based on the total 402 MARKET DRIVE, SAN FRANCISCO, CALIF. 
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purchases, where sales and deliveries were actually made 


separately to individual warehouses 
PLASTI ~ ei IP Discounts to each member of a buying group based 
on the total purchases of all members 
Discounts based on the volume of the buyer's pur 


THE MODERN PLASTIC PAPER CLIP chases from all sources, not only from the seller but 
FOR EFFICIENCY AND ECONOMY! from his competitors as well 


To sell all buyers at a quantity discount basis is a 








COLORS: 
Blue ae OF . ; : ; 
— i machir in many industries. In some cases the functional dis 
e 2 : ” 2 aT. “ } y 

White ees counts have gotten out of hand. Yet, the wise manufac 

Vell 1g ; , 

PRICE: lentify a tollow turer realizes that a quantity discount basis alone would 


basic strategy question facing more manufacturers today 


hel r ' produce further chaos and eventually throw the cost of 
on ROBERT BLACK & ASSOCIATES performing the wholesaling function completely on 
Terms Plastic Products Division ther 

1-10-30 Traverse City, Michigan 








Wholesalers in an industry who are continually urging 





manufacturers to swing from a quantity discount struc 


JUST OFF THE PRESS! ture to a functional discount structure will point out 


HERE is ats that companics sng “ oe — on eee 
must make cost studies Deforehand determining to what 
MOST COMPLETE g 


xtent the discounts pass along reductions in costs. 
CATALOG of When you decide to give functional discounts to a 


Marking Devices, Rubber defined class of wholesalers, it is important that the 
Stamps and Office price to each such wholesaler is the same. If one such 


Accessories Available wholesaler is granted a lower price, the manufacturer 

can be charged with unlawful price discrimination un 
352 pages of popular money- der Sec 
making items ready for imme 
diate delivery. Send For Your 
Copy Now...Use it profitably. tially 


Faye DIV. An increasing number of manufacturers are openly 


BANKERS & MERCHANTS, Inc. publishing their definitions of a wholesaler. Upon re 


— TY Chicege 16. ti quest, they give their list of the firms they treat as 


2, provided evidence is produced showing that 
competing wholesalers are injured and injured substan 


wholesalers. A manufacturer may define a wholesalet 

according to any reasonable standard of distributive 

eiT FOLDS functions that such firms may perform. Once such a 
eiT SCORES standard is set up, the manufacturer is responsible to 
eit CAN SLIT see that he is not deceived by some firm only pretending 
or PERFORATE to perform su h functions. Because a firm may be a 
WITH or WITHOUT member of a ‘jobber catalog group” does not automati 
FOLDING cally make him a jobber performing the other functions 

set forth in such manufacturer's definition of jobbers 

The degree or size of a functional discount—the mar 

gin of difference above a retailer's discount—may be 

subject to legal scrutiny, although the manufacturer has 

‘ , wide discretion here. It is apparent that a functional dis 
HEAVY DUTY MODEL FH-SHON ei count must be a reasonable one roughly approximating 
the cast saving that the wholesaler’s ‘selling functions 


THE PRINT-O-MATIC CO., INC. 


724 W. WASHINGTON G10. © CHCNEEEEE bring to the manufacturer who otherwise would shoulder 


Loose-leaf envelopes, | fu n d amen ¢ al s 4 


punched; ae THEJOFFICE FURNITURE DIVISION OF EISEN BROTHERS INC. 


any size; menyw covers; 


1 
factory record pro- : 
tectors; tag holders; 
bill-fold envelopes; ' 


60] W LOW ENUE, HOBOKEN, N. J. 


1 
3] | 





stamp containers, etc 


Mi A R K | & Oo Capitol Station Box 6452 « Phoenix 7, Ariz 
MANUFACTURERS OF CELLULOSE ACETATE PRODUCTS 


Made of acetate 


(flame resistant) 








transparent cellulose 


We build to fit your 











particulor need 


Write us details. E 
Write for our new brochure! 
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those functions himself. The functional discount must 
also be measured in terms of whether it achieves the 
result of placing the wholesaler’s retailer customers in 
fair competition with those retailers who buy direct 
from the manufacturer 

The discounts should be held invalid if it appears 
that they are reasonably related to the value of the 
services or that the manufacturer in fact did not attempt 
to fix their value in good faith. By these safeguards, all 
distributors are protected from bogus services and other 
unfair preferences. 

With these principles in mind, it is now clear that a 
wholesaler’s discount cannot be granted to a retailer 
(no matter how large), or to a dual operator to the ex- 
tent of its retail operation, or to a broker, or to a buying 
service, or to a chain store, or to a mail order house. 

A functional discount may be split, meaning that a 
chain store (which performs some wholesaling func- 
tions) may get some degree of a functional discount, 
but not the entire discount which a full-line wholesaler 


receives. 


STRATEGIES WITH OTHER MARKETING 
TERMS. A business firm has to decide on the best 
strategy in the use of other marketing practices. The 
proper decision will have a bearing on the competition 
with the discount house or other firms that are con- 
ducting unfair trade practices. Some of these marketing 
terms are; (1) policy on drop shipments, (2) policy on 
freight allowances, (3) method of announcing price 
changes, (4) policy of returning defective goods, (5) 
policy of cash discounts, (6) policy on dating terms, 
(7) stock order requirements, (8) prepricing of mer- 
chandise, (9) methods of discouraging direct buying. 

Now, all of these marketing terms must be handled 
by the manufacturer or wholesaler in such a way as not 





The One COMPLETE 
QUALITY LINE of 
DRAFTING & DRAWING 
SUPPLIES 


QUICK SALES: BIG PROFITS 
ay with these Sales Stimulating 


COUNTER DISPLAYS 
No. P395D ae 
DRAFTECH TECHNICAL 


12 precision pens for all types of drow- 
ing. Super fine to Extra Broad nibs. 
Extra lorge cylinder for long lasting 
ink supply. Eye-catching display for 
store or window. Display FREE. 
Retail Price $57.00 
Your Price .. 34,00 
Profit 
No 
PROFESSIONAL & SCHOLASTIC 
DRAWING SCALES DISPLAY 


to discriminate between buyers on the same level of dis- | al Superior quolity boxwood, pearwood 
P and plastic triangular and flat 6” and 
12” drawing scales. in self-selling dis- 
play. Stands 22” high with 2 flonges 


STRATEGIES WITH YOUR SALESMEN. Here is if — | 8” ‘wide that fold to form o rigid 


tribution 


stond. Overall width 32” 
Retail Price 
Your Price 
. Profits 


STOCK <Q] --- UP TO 50% PROFITS 


No..5555 POCKET LEAD POINTER 
‘Kleen-Point’’ pocket lead pointer 
Graphite cup retains lead shov- 
ings. Guide tube prevents lead 
snapping and insures sharp tapered 
points. Durable construction, eco- 
nomical, practical, neat. For home, 
office, school, shop use 


an important but often neglected area. Is the wholesaler $75.00 
working at cross purposes with the manufacturer's sales- 
men in the case where the manufacturer's salesmen re- 


ceive a higher compensation on his order from dealers 





than his orders from wholesalers? Is the manufacturer's 
salesman instructed to refer déaler orders to whole- 





salers? Are the manufacturer's salesmen and the whole- 


saler’s salesmen performing exactly the same function in 
their call on a retailer? Should not the manufacturer's $1.95 ea. Retail 
salesman spend more time in consumer promotion? Are 
No. 604 6” BOW COMPASS 
? / An economy bow ‘compass switoble 

espective roles } for scholastic or Commercial use 
1 : Circles from Ve” to 9” diameter 
fo Anodoized Aluminum 


STRATEGIES WITH INVENTORY CONTROL | wn eel caster quonitip, Com 


SYSTEM. Recently, some industries have improved their $2.75 ea. Retail plete in vinyl plastic sheath 


programs instituted to get each other's salesmen to un 


derstand their 


position by having wholesalers teach their retailers more MECHANICAL LEAD HOLDER 


Push-Button mechanical lead holders 
permit quick lead adjustment. Holds 


= ae any standard size drawing lead 


No. 5021 $1.45 ec. Retail Perfectly balanced featherweight bar 


1/9 0) for yoors of lasting 


service. 
No. 5020 $1.35 ec. Retail 


Write for 124 page catalog 
todey . . . showing the com- 
plete Alvin line of displays 
ond merchandise . . . Mokes 
an ideal sales tool. 
Additional Discounts on Quantity Purchases 


“Quality at the Right Price” 
ALVIN & CO., INC., WINDSOR, CONN. 


ffective inventory control systems. The retailer then No. 50215 $1.45 ea. Retail 


1 


has a more balanced inventory and increases his turn- 


over rat¢ 








books, called ‘Turnover Handbooks.” 


| 
I xpilanatory 
I 





help the wholesaler’s salesmen explain this concept of 
balanced inventory to the retailer, thus placing the 
retailer in a stronger competitive position with the dis- 


ount retailer 


STRATEGIES WITH CATALOGS AND OTHER 
SALES AIDS. Now, the catalog is an arresting demon- 
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stration of the dynamism of the relationship between 
seller and buyer in a free market. On these ‘new 
frontiers’ of business management, we see business 
aided by the issuance of more “Guides” by the FTC, in 
qd ED EE. layman’s language, explaining the statutory language 
relating to catalogs, sales aids and other promotional 
practices of manufacturers and wholesalers. A helpful 
s cuide,”’ issued last May, is entitled ““Guide For Advert 
“ e r 0 d iT C tI 0 n S tising Allowances and Other Merchandising Payments 
D Our Anti-Trust regulations are also directed towards 
yreventing competitive inequalities that come from cer 
ses of discrimination by sellers. Sections 2(d) 
~ e f e r e n C e ind (e) of the Act deal with discriminations in the field 
‘ of promotional services made available to purchasers 
who buy for resale. Where the seller pays the buyer to 
* perform the service, Section 2(d) applies. Where the 
G ul | d e seller furnishes the service itself to the buyer, Section 
ay 2(e) applies. Both sections require a seller to treat his 
competing customers on proportionally equal terms 
With these principles then in mind, a “‘jobber-con 
trolled consumer catalog’ is considered as not just ad 
vertising merely for the benefit of the manufacturer but 
R the money spent by the manufacturer for his illustra 
The practical tions in the catalog is considered a payment for a pro 
reference guide of the | | motional service rendered by the jobber. Consequently 
reproductions processes | — | these payments must be on “proportionately equal 
market. Designed = | terms’ to all the jobbers to whom the manufacturer is 
to serve those inter- selling products 
ested in the reproduc- ~ 
tion services functions in 
business and industry. This 
250 page guide is divided into two major sections: 
A management section and a Technical Section. 


All promotional programs of the manufacturer 
whether catalogs, flyers, television programs or other 


sales promotion devices, must conform to the law in 


New STAR Performer 
A DEALER MACHINE FOR 


The following chapter subjects are 
indicative of the extent of editorial coverage: 


@ Management Objectives @ Line and Halftone Photog- 
@ Needs and Skills in Repro- raphy 

duction Services ®@ The Offset Reproduction 
® Blueprinting Process Complete 
® Paper Selection ® Contact and Projection Portable 
® Electrostatic Printing Reproductions 
© Polyester Films @ Mechanized Collating; and 
®@ Microfilm Cold Type Composition. 


SEE THE SPECIAL BUYER’S GUIDE... 


hundreds of listings of equipment and reproduction materials 


$ = plus 45¢ mailing cost 








OFFICE APPLIANCES 
600 WEST JACKSON BLVD. 
CHICAGO 6, ILLINOIS 


Please send me wait copies of the ODR 
Reproductions Guide for which | enclose $ 


* REAL COMPACT outstanding 
* REAL QUALITY colors & 


combinations. 


* TOP PROFITS Slim, 
* BEST BUY so 


for full details and literature 
A superb value cases. 


Made Exclusive Importers 
in Spain 


Td. (ee) Trading Corporation 
6 East 18th St., New York 3, N.Y. 
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Title 
Company . 
Street ..... 


City and State 








three basic ways: (1) payment of a dollar allowance per 
init of promotional service rendered by each buyer, up 
to a uniform maximum percentage of his dollar volume; 
(2) a simplified plan, offering each buyer a set dollar 
ullowanc r unit of merchandise bought, on condition 
that he specified minimum quantum of pro- 
notional services; (3) the seller's direct furnishing of 
promotional services to the buyer, with a uniform per- 
entage of each buyer's volume 

STRATEGIES AGAINST “WHOLESALE CATA- 
LOGS.” The Wholesale Catalogs” in 


irious industries is wrecking havoc with traditional 


increasing use of 
methods of manufacturer-wholesaler-retailer distribution 

onsumer products. The wholesaler catalog, mailed 

ctly to thousands of consumer families, carries illus- 
rations of various products which families have nor- 
nally purchased from their local retail stores. The cata- 
logs infer that the consumer can obtain these products 


wholesale prices’’ and that the products are the same 


ring in the local retail stores 


These Methods Cut Costs 


Methods which the local retailers are using to success- 


is thos app 


fully combat the effect of these catalogs are (1) cut- 
costs of operation, (2) broadening their inventory, 
increasing their advertising, (4) emphasizing their 
}) opening charge accounts, (6) modernizing 

methods being used by the firms distributing 

these catalogs must be scrutinized carefully in the light 
f existing Anti-Trust Laws. Frequently these firms are 


purchasing their product at wholesaler or jobber dis- 


a | 


|) Fasteners 


Paper 


! 


Large Variety of Sizes and Styles. 


Noesting considers QUALITY 


is of first importance. 


NOESTING PIN TICKET CO., INC. 
728 E. 136th Street, New York, N. Y. 
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CONSUMER ADVERTISING 














HELPS MAKE 


RITE-LINE copyvuoiper 
A READY SELLER... 


BESIDES: 


@ It's an excellent door opener for new business 
S 95 Has an outstanding price advantage 


Requires no service 











Takes all widths of copy up to 20 inches 


TAX EXTRA The Line Magnifier is available as an extra 











And RITE-LINE Corporation does not compete with its 
deolers. For full particulars, discounts, etc., write to: 


RITE-LINE CORPORATION, 4209 39th Street, N.W., Washington 16, D. C. 


NEVE 


SELF-SELLING 
DISPLAY CARTON - 


tht 


tb | we I GOC 2 
i SORTKWIK 


the invisible fingertip preparation 
TO HANDLE PAPERS FASTER 


Here’s an easy way to increase your share of 
the growing SORTKWIK business in your area. 
Each carton of 12 containers becomes a smart, 
colorful display by just pushing die-cut top 
through to back and placing bottom inside 
as shown. Ideal for gondolas, check-out 
counters. Takes up only 414" x 614" of space. 
Continuous magazine advertising is creating 
new customers forSorTKwikevery day.Steady 
repeat business. 
Newspaper mots, stuffers available at no charge. Write 
for price list or ask your jobber about SORTKWIK today. 


LEE PRODUCTS CO. 2736 Lyndale Ave. So, 


Minneapolis 8, Minnesota 
Copyright Lee Products Co., 1961 





ove SESE SEE88885" | 


‘dane aaa 


STORE ’EM 


PRONTO 


ot | ee 3 


PRONTO 


Free your expensive files by transferring your old 
records into low cost Pronto storage cabinets and use 
your expensive steel cabinets over and over again. 


20 DIFFERENT SIZES 
a size for every office record 


LETTER 
SIZE 


Find out why top companies everywhere use PRONTO 
STORAGE CABINETS for their old records. Fill in the 
coupon below and attach it to your letterhead ...We will 
arrange a Pronto Demonstration at your convenience. 


PRONTO FILE CORPORATION 


415 Madison Avenue, New York 17, N. Y. 


00 Please send me your latest Pronto catalog. 
(0 Have your representative call for demonstration. 


a 
a 


Zone. State 


City 
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counts. As already explained above, these firms are not 
entitled to a full wholesaler discount. They are not per- 
forming the work which a wholesaler performs. 
STRATEGIES AGAINST “DISCOUNT HOUSES.” 
The in business management envision 


successful counteraction against the disturbing influence 


new frontiers 
of the discount houses in so many industries. Led by the 


full-line wholesalers, several tested techniques of 
marketing will come into fuller play 

Translating price into savings to the customer. 

Translating price into value to the customer. 

Talking cost instead of price 

Breaking over-all figures down into small ones, per 
unit, per day, per man, et 

Selling the special characteristics of the product or 
service which contribute to its special price, such as extra 
quality, durability, reliability 

Selling service 

Selling such extras as special credit provisions or spe- 
cial delivery arrangements. 

Selling the sometimes hidden benefits, such as im 


proved morale, safety, prestige, et: 


Can Choose Own Customers 


In this counteraction against discount houses and 


price cutters,” the right still remains for the manufac- 
turer or distributor to choose his customers. Our “new 
frontiers’ will not show a reduction of a manufacturer's 
or wholesaler’s right to select his customers. Manufac- 
turers may still make franchise arrangements. Manufac- 
turers and wholesalers may still refuse to sell to firms 
which cut suggested retail prices. However, this does 


not mean that discount houses will decrease in this 
country 

[It must be remembered that good merchandising itself 
is not illegal. Furthermore, working on a low overhead 
is not illegal. But a discount house cannot buy at a lower 
price than any other competing retailer. Neither can a 
discount house receive greater sales aids from a supplier 
than any other competing retailer. Part of the strategy 
of the sixties will be for individual firms to take action 
against these discount practices which are in violation of 


the rules against unfair Trade Practices 
Damage Suits Possible 


More industry businessmen are using the treble dam- 
age suit to attack sellers they believe have discriminated 
igainst them on prices, allowances, service deals, et 
More businessmen in each industry must realize that the 
government agencies consider themselves ‘‘partners 
with these businessmen in taking action against unfair 
Trade Practices 

STRATEGIES WITHIN THE FREE ENTERPRISI 
SYSTEM ITSELF. 


are permitted within the American free enterprise system 


There are various strategies which 
itself that more manufacturers, wholesalers and retailers 


should be using to combat growing unfair practices 
within their respective industries. One such strategy 1s 
the development of a set of Trade Practice Rules for th« 
industry, these Rules being promulgated directly by the 
The 


ters as deception, misleading illustrations, misrepresenta 


Federal Trade Commission Rules cover such mat 


tion as to character of business, deceptive pricing, misuse 
of terms, substitution of products, sales below cost, use 
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How to 
catch up 
on your 


reading 
in a 
hurry... 


Order these inexpensive reprints of top 
OFFICE APPLIANCES features at these 
special quantity prices 

25c each ty Pee 

25 or more......15¢ each 


--F Office 
Appliances 


. 20c each 


(except as indicated) 
Please enclose remittance for orders under $3.00 


General 


1. 1961 Dealer Forecast. R 


Automation 


4, Dealers Oppor tunity in ) _aatenaing ee ene of Automa- 
tion ma fF r xe Tne 
stket f sutomation accessories and supplies. In- 
llingness to help dealers; 

ailing automation supplies 

st of sources of supply 

and a glossary of business auto- 

an & a handbook for dealers in- 


nq marke Ser business automation. 
Business Forms 
In Selling Business Forms Be Professional. A 
ale i rotits’ in selling busin 


Business Forms Sell Best When You Sell Ideas. 
bres smes A Head g 


Filing 
Simple System is Best One. The advant 
xper t ye filing equipment. 


Good Filing Systems Cut Users’ Costs. 


1 supplies sale 


Customer Education Sells Filing Supplies. 


A 
VV 


Furniture and Office Planning 


Office Furniture Will Pass $1 Billion Mark in 1960. |960 est 
nated sale e breakdown for office furniture products 


nd 1958 volume 


Success In _ Compute Office Selling. The 
| the complete offic 
Sell Partitions To Cut Noise. A brief explanat 
partitior od etnted aad & ak tet 
adie: 
Installation Seld on os of Modular Units. 
tages of modular furr 
Well-Played Hand Wins Installation. How the Baker C 
tt pr f Lubbock, Texas, played an expert hand in 
hes of the client with the skills of an 
and the Baker staff to win a complete 
ation 
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Sesic Color Guide. simple chart to help dealers determine 
rerect color combinations for furniture, carpeting, walls, 

draperies and chairs. 

» Whet's Happening to OMice Furniture? A sear 


pr ary eament of the fice equipment indusfr 


3 Color Is Your Business. A stimulating review of 
decorating and how the dealer/designer car 


es and ensure istomer safistaction 


3 Out of Every 4 Dealers Sell the Complete Office Interior. 
Resi f a survey of fice furniture dealers to determine 


and how they merchandise 


The Ostrich Game. The state 
i by Robert Zeidmar 
and marketing 


nducted by Zeidmar 


OA Design ~— Teble. 6 page 


Machines 
Office Machines To Top $3 Billion in 1960. Off machine 


¥ growth by product categories, at retail price levels, 
J from the 1954 aa 1958 Census of Manufacturers 

1960 figures are estimates by the Research Bureau of OFFICE 

APPLIANCES 

Copy Machines . . . Developing A New Market for Supplies. 

An analysis of the copy machine supplies market together 


Jeas on how to se the machines themse ves. 


Today's Best Buy — Office Machines. An extensive study by 
A Research Bureau comparing the bin price increases in 


nsumer items with the lesser rise in office r 


nt sales ammunition. 


Merchandising 


How To Determine Your Break-Even Point. 
vita 5t should be used. 


Supplies 

Office Supplies Volume Heads For $5!/, Billion in ‘60. A 

by oducts of estimated 1960 sales volume 

pared t 95 54 snd 1958 volume. 

A |. Changing Market For Ink Writing Instruments. An analy 
today's market; the role display and pr smotion play in 
ng profit; and a report of dealers’ views of bal 

andising. 

Create the Time to Sell Senee? Suppiies. Tw 

| sme , , 








Available at $1.50 each 


26. The Ad-Viser. A 76 page booklet of article sler a 
vertising that have appeared in OFFICE APPLIAN CES. 


ette 


27. The Salt Lick. A 








Office Appliances 
600 W. Jackson Blvd. 
Chicago 6, Ill. 


No. 


Total Ordered 
Total Cost at 


Please send me the reprints listed above. My remittance is enclosed. 
(Orders for more than $3 may be billed. Check here if billing 
is desired [}). 
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Do you get your share of this 
profitable reorder business ? 


Payroll Package—the 


first and only payroll package which is really complete. Pro 


You do if you sell the new Multi-Rite 


tection on repeat sales is assured, as every overprinted check o1 
pay statement has your firm’s name imprinted 

Almost everyone is a prospect. First sales are easy—simple 
preprinted demonstration forms require no specialized account 
ing knowledge by sales personnel. 

A modest list price plus a liberal dealer discount makes this 
new Multi-Rite Payroll Package a profitable item to sell. Con 


t 


tact your Y&E or Cesco representative for full details, or write 


Ce, YAWMAN & ERBE C. E. Sheppard Co. Div. 


44-05 21ST STREET e LONG ISLAND CITY 1, N. Y. 


Hedges 


puts EFFICIENCY 
into daily routines 
oo 


ie 
“DANDY” “= 
BOX FILES 


AGATE 
CARD TRAYS 


HEDGES MFG. co. 
1441 CIRCLE AVE. 
FOREST PARK, ILL. 





of the word “free,” use of ‘guarantees,’ commercial 
bribery, consignment distribution, push money, and en 
ticement of employees 

There are now over 170 different industries which 
are operating under Trade Practice Rules promulgated 
by the FTC. The fears that some businessmen have that 
any type of government sponsored conference will lead 
to impractical and disturbing governmental interference 
ire beginning to be reduced. What is not realized by 
many businessmen is that the FTC and the Department 
of Justice are just as interested in the businessman mak 
ing a fair profit as is the businessman himself. They are 
ilso as interested as the businessman in having condi 
tions exist in the particular industry which are conducive 
Indeed, an FTC set 


of Trade Practice Rules clarifying the legal operations 


to the making of that “fai profit 


between a manufacturer-wholesaler-retailer help to 


ussure that such profit making conditions will exist 


Industry Seminars Can Help 


Further strategies within the private enterprise system 
itself can be the use of industry ‘““Seminars’’ at which the 
Anti-Trust regulations are discussed. One industry has 
developed a set of colored slides showing the various 
laws and regulations and charting their applicability to 
the practices within that industry Coupled with th 
Seminar is a reference manual entitled ‘Guides In Free 
and Fair Competition’’ which is being used by hundred 
4 manufacturers and wholesalers within the particular 
industry to answer questions on distributor selection 
distributor discounts, and other marketing policies 


Along with a set of Trade Practice Rules more mem 





FOR SPACE SAVING « « e 


USE QQERATYS> SHELF FOLDERS 


LDE 
onetf FORMERS AND GuIDES 


FULL 


the WARSHAW 
MFG.CO.,INC. «. 1 MAIN ST., BROOKLYN 1, N.Y 





ford - 
4 aft 


FIRST NAME 
IN FILING 
OXFORD FILING SUPPLY CO., INC. 
Clinton Road, Garden City, N.Y. 
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$0 < I I d TY ¢ ~ y : oO y 
ber f each in lustry irc bt the wisdom i pee HOW TO HELP YOUR CUSTOMERS BUY FROM YOU 
open pricing” policies or “open marketing practices. 


These practices center around a manufacturer or whole- 
saler making public through a published statement 
exactly what all of his price terms are for every class “May | see how you 
product and every class of customer. Trade Associa- 3 sort for filing?” 
tions in some industries are encouraging ‘‘open market- 
practices’ by publishing compilations of the state- 


ments which manufacturers send to them regarding how 


they intend to market each of their products 

It is now clear that many retailers are brought under 
the jurisdiction of the Federal Trade Commission. For 
example, retailers who may sell only within their own 
state but buy from out of the state are subject to the 
FTC. Recent actions of the FTC indicate that it is now 
taking increased notice of buyers who violate the 
Robinson-Patman Act, charging such buyers as having 
knowingly induced and received advertising payments 
from suppliers which were not made available on pro- 
portionately equal terms to competitors 


STRATEGIES THROUGH PUBLIC RELATIONS. | Ask Your Salesmen 


Manufacturers, wholesalers and retailers must spec ak up 


. 
on how they are increasing the standards of performance to try this 


in their respective industries. There are thousands ¢ 


case histories’ of retailers and wholesalers who ew just ONE WEEK a month 


adjusted themselves to changing merchandising condi- 

tions in the industry and are profitably serving their > SORTERS FOR- 
customers. These ‘‘case histories’” must be told to every- If for just  : eg penne age outside : Checks 

‘ } ; wer & salesmen asked that question on every : _ Sales Tickets 
one in the industry. The wholesaler s function must be -all they made, a lot of customers would Invoices 
seen as vital and more costly, if anyone else is to assume invite them right into their file depart- : pill o. a 
ments. Once inside they'd see some good, : Correspondence 
some bad, some indifferent sorting opera- : Mail 

his own horn tions . . . and pick up some leads which : ° 


could develop into profitable Kohlhaas : Purchase Orders 
: and any other size 


STRATEGIES THROUGH USING NEW DISTRI- Sorter sales for you. : or type of media 


BUTION METHODS. Our free enterprise system sees You know that a Kohlhaas sorter is just s te 
) “ pecial sizes 
a means toanend...to prepare material : made to order 
. for filing by getting it into alphabetical or : 
such as wholesalers developing their own brands of numerical order . . . but often your cus- 
products, the growth of rack jobbers, and wholesalers tomer doesn't. You can do him a favor by 
reducing the number of duplicating lines they carry. prt ov aw nedick sy oe Fang = 
, : ; ct is really the biggest part of the filing job. 
Public Entitled to Competition He can select the iene best suited to 
his purposes from the 11 numerical and 
Many of these methods can be used to their advantage 50 alphabetical kinds which are illus- 
by the existing members of an industry. However, it trated and described in our FREE cata- 
‘ log, copies of which are yours for the 
asking. 


t! The wholesaler in many industries has failed to toot 


the continued emergence of new distribution methods 


must be remembered that the public is entitled to com- 


petition. The right to devise a better method carries with aici 
; You can clinch sales by carrying a repre- 

»f going bankrupt. Ours is a risk investment : ; pee : : 
it the risk of going bar 9 sentative line of Kohlhaas sorters in your 
system. Dedication to the free enterprise system must stock but we can also make fast delivery 
consist of more than verbal support. of all of our many items. 


STRATEGIES OF TRADE ASSOCIATION WORK. SUGGESTION: Ask your salesmen to 
Many industry members are failing to use the strategies carry a sample on some of their calls 
. Nothing sells like a demonstration. 
offered through trade association work namely, the 


various practical committees sponsored by an industry 

issociation. For example, an industry committee on THE CAM hopes cee 
Costs should constantly be asking themselves the follow- decntus Cine 

ng questions. What is it costing the full-line whole- 8012 S. CHICAGO AVE. CHICAGO 17, ILL 
saler? How can a manufacturer reduce his distribution All Phones BAyport 1-4433 


osts? How can a distributive cost analysis technique be 


veloped for each industry member ? 
¢ THE KOHLHAAS COMPANY 


In conclusior the new frontiers’ reaffirm the old 8012 S. Chicago Ave., Chicago 17—Dept. OA-4 
ruth for business management that nothing is a substi- oe ; 
; ; . YES, please send us_ copies of your FREE 8 page 
tute for hard work and excellence in performance illustrated catalog of alphabetical and numerical sorters 
superiority in achievement. Each business firm in Name 
America has the obligation to trade fairly. Adhering to Address ___ 


this obligation means business success 
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BOSTON 


PENCIL SHARPENERS 


easy mounting 
on any surface 


Now Boston’s all-metal pencil sharp- 
eners can be mounted anywhere. 
There is a Boston for every purpose 
and the mounting kit fits 
every model. All sharpeners GZ 
are guaranteed for 1 year. 


C. HOWARD HUNT PEN CO., CAMDEN 1, NJ 


PRE-SET FOR 


PERFECT PUNCHING 


cd No adjustments, no gauges, 
nothing to mark 
just insert paper 
and squeeze! Clix 


punches are permanently 
pre-set for proper center 


PAPER distances . . . save time 
and waste motion. 
Always accurate, 


PUNCHES jamproof, trouble-free. 


CLIX 
DOUBLE DUTY PUNCH 


MODEL 32 
List $5.75 


CLIX 
are also available in: 





1-Hole Punches — Model 100X — List $.65 

2-Hole Punches — Model 2 — List $2.75 for 5” —12” sheets 
3-Hole Punches — Model 3 — List $3.75 

7-Hole Punches — Model 7 — List $7.50 











See your Wholesoler or write to 


NEW ENGLAND PAPER PUNCH CO. 
NATICK, MASSACHUSETTS 











7th District Notes 


CHARLIE CORDRAY, correspondent 
914 W. 801/, St., Bloomington, Minn. 


At this writing, our Governor, DEL DEMING, is in 
New York. Before he left, however, he gave me some 
of the details on our coming convention. The theme of 
our convention this year will be “The Last Roll (Call) 
of Lucky Seven.’’ The outstanding feature of this year’s 
convention will be the antique show that we will have 
on Wednesday night, May 24. This will be a showing 


and a contest, aS we are roiIng to encourage Our mem 
bers to bring in the oldest stationery item they have to 
their name. We are sure that some of our old-time 
members have a collection of old items, and this will 
give them a chance to bring them out, along with old 
catalogs, to show them. We will have a group of judges 
and the oldest item brought in will receive a Polaroid 


Land Camera 


Also, during the antique show, ED DAwson, of Koch 


Bros., will display his complete pencil collection 


Also, because this is the last of the Lucky Seven con 
ventions, and we are going to be talking about a new 
district during our convention, we will have a party on 
Thursday night, May 25, which will be a costume ball 
We will give prizes for the best Gay Ninety outfit and 
the best Beatnik outfit. Along with the costumes, ther 


will be music for dancing 


The rest of the show will be based on the program 
stablished by the Governors’ Conference in Washing 
ton 


The Seventh Regional District Dealer committees and 
their chairman are: Governor, DEL DEMING, Farnham’'s 
Stationery & School Supply Co.; General Chairman, 
BiLL ANDERSON, Des Moines Stationery Co.; Finan 
ial, STANLEY TAYLOR, Gaffaney’s; Speakers, Jim 
AHERN, Ahern-Pershing Office Supply & Equipment 
Co.; Publicity, BILL PHILLIps, Commercial Office Sup 
ply Co.; Programs, Dick KocuH, Koch Bros.; Hotel 
Reservations, BILL PERSHING, Ahern-Pershing Offic: 
Supply & Equipment Co.; Meals, JACK HEURING, L 
W. Holley & Sons, Co.; Banquet Arrangements, BIL! 
KING, Storey-Kenworthy Co.; Antique Display, FRANK 
WHEELER, Koch Bros.; and Tuesday Night Party 
CARL COLLINS, Des Moines Stationery Co 


People I've seen on the road: MERRILL Hasty, RON 
ANTHONY, BILL CARROLL, ERNIE ELLENSON, St. Paul 
Book, Ed Williamson, and Glen Richardson. 


WALLY HUBBs and WARREN CARLSON are getting 


ready for the Shrine Circus ice cream sales. 


Yours truly and Gopher School Supply had a booth 
at the School Board Convention in St. Paul along with 
Farnhams and St. Paul Book 


Say, you dealer fellers, remember you are always 
welcome at our meetings on the last Saturday of each 
month, Hall of Fame Room, Hastings Hotel, Minne- 


apolis 
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Marketing Reorganization 


Set at Remington Rand 


Reorganization of the Office Machines Division of 
Remington Rand, a Division of Sperry Rand Corp., was 
revealed recently with the appointment of four execu- 
tives to primary new posts as announced by Ropert D. 


BROWN, vice-president and general manager 


The changes bring the Division closer to its goal of an 


organization geared and functioning under the total 00 
me 7 GOW) wall” 


JaMes L. Erwin has been appointed director of matr- : “e 
keting for the Office Machines Division. Former nation- exclaimed our sales manager when he saw t ; 
hundreds of orders and inquiries pouring m 

after our initial ad introducing the 





al sales manager for adding and calculating products, he 
will be responsible for marketing of all products of the 


div 1is10n 


CHARLES H. SCHRUBEN has been promoted to general ALL NEW. “* ALL ELECTRIC 


sales manager of the Office Machines Division from the 
post of International Division commercial typewriter 
sales manager. He will henceforth devote his efforts to 
supervision of all field activities of the Office Machines 
Division 


"7 “PLURIMA ELETTRICA” 
WILLIAM C. MATTHEWs, midwestern regional man; a 


ager for typewriter and supplies, has been promoted to 10 KEY ADDING MACHINE 


sales manager, commercial typewriters, typewriter sup- a we 
plies and agent dealers for the Office Machines Division. AUTOMATIC (visible) CREDIT BALANCE 


Mr. Matthews joined Remington Rand in 1947 and was Fast « Small: size of your letterhead « Sturdy « Guaranteed « 
an outstanding typewriter salesman for the next five Light and Portable: carrying case available « High capacity: 
years Add — 8, Total — 9 (1c less than $10,000,000). ¢ Has all the 


features of expensive machines. 

RoBeRT L. Cooper has been promoted to sales man- ip 
ager, adding machines, calculators, cash registers and EXTRA: Multiplication from One Motorized Key. 
field sales training for the Office Machines Division in EXTRA-EXTRA: Automatic Totals 
New York City (Clears Automatically at Totaling) 
at the amazingly 

low retail price 

of only. 


$ 1 s9>° PET. 


(Slightly Higher West of the Rockies) 


} 10 YEAR PARTS GUARANTEE 


Guniocke Furnishes Board Room 


Keep our Sales Manager Happy — 
and do yourself a favor: write to 
us for information immediately! 


ALMA OFFICE MACHINE CORP. 


349 BROADWAY e NEW YORK 13, N. Y. 


Gentlemen: 
Please send us more information on the completely 
new EVEREST “PLURIMA ELETTRICA”. 


Firm Name 
room of the Newton-Waltham Bank & 
Street 
‘ Mass., furnished with chairs and con 
ference table from the W. H. Gunlocke Chair Co. The instal- Ci 
> it Zone State 
ition was done by the L. E. Muran Co. of Boston. The 72 y 
onference table is walnut with a matching wood-grain plastic Signed by 
top. The chairs are upholstered in Glenburnie Scotch Mill 
leather 
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Color-Co-ordinated Offices 
the Display G/W's Furniture 


f t The Globe-Wernicke Co. has opened its newly 
per ec designed showroom located on the eighth floor of the 
recently remodeled Daily News Building at 220 E. 42nd 


EXTRA St., New York City, for use by furniture dealers, de 


eners, decorators and interested public. 


TABLE ger in modern. settings, are ‘Echelon’ desks, 
| FUEe be be new business furniture combining the economy of metal 


No. 415 Harwood \ for . a 
Stor-A-Way by ‘| {4 Studio 
AN CO or 


© Provides plenty of knee room. Board 


pivots at front and is easily adjusted = 
to working angie most comfortable for 0 ice 
each individual. 2 
®@ Doubles as easel as well as drawing 


board. Adjustable to any angle includ- 
ing vertical. 

@ Inconspicuously stored. Folds flat to 
6 inches. 

© Select clear western pine top and 


hardwood base are smoothly finished in 

a fine clear lacquer. a 
Board a List Price 

No. 415-1 $17.50 


No. 415-2 19.00 7 
No. 415-3 3 23.00 
All ANCO products sold thru dealers 


only. Write for the one nearest you. 











A PARTIAL VIEW of the “Echelon” display in G/W’'s new 


ANCO WOOD SPECIALTIES, INC. | » erik, Gee ea showroom. This new furniture features a basic unity of design 
with individualism expressed by a wide choice of wood or 


lored tops and facades 


the worlds largest selection of with the warmth and richness of wood, “Techniplan 


modular office furniture and ‘‘Streamliner’’ metal desks 
5 t ROUGH d REBUILT According to G/W’s New York Branch Manager, 
e ec an MAUuRICE STIERER, JR., Designs for Business, Inc., of 
New York created the design and decor of the new 
showroom. Color co-ordinated individual office setting 
(-) FE iF L G Ee stimulate the imagination and indicate the wide latitud: 
of color choices now available for the modern office, to 
MM ry 'C) iH oe [3 s§ meet all types of decor. Floor-to-ceiling glass panels and 
+ walnut louvers serve both to divide the display areas and 

EVERY MAKE — EVERY MODEL tS SheEINS oem 

AT TREMENDOUS SAVINGS! 














nn @ ADDERS * BOOKKEEPERS * CALCULATORS Department of Commerce Cites 
COMPTOMETERS * BANKING MACHINES Nashua for Outstanding Service 


——_— ADDRESSING MACHINES The Nashua Corp. was cited by the United States 

CABINETS AND SUPPLIES Department of Commerce, Office of International Trade 

Fairs, “for contributing to the success of the Office of 

—_———@ OFFSET and DUPLICATING MACHINES International Trade Fairs presentation of Official United 
States Exhibits overseas during 1960 

SELECT ROUGH — machines complete and in operating con [he citation, signed by FREDERICK H. MUELLER, 

dition tor quick reconditioning and sale secretary ol! Commerce, and W S. SHAFER, Director, 

REBUILT a machines guaranteed to LOOK and PERFORM like Oftice ot International Trade Afttairs, was awarded In 


new 5) 
42 years of onnection with the company’s xhibit at the 14th and 
Reliability Ask for Newest Dealers , ¥ > 
— Add 


ing Machine Wholesale Price List final 1960 [ nited States Exhibit at the Eighth Inter- 
national Fair, Tunis, Tunisia 
INTERNATIONAL OFFICE APPLIANCES, INC. The exhibit featured a display of package sealing 
Department Store of Office Machines division products The Nashua firm was one of 75 
326 Broadway, New York 7, N.Y. American companies represented at the fair which was 
WOrth 2-3200 he Id last October 14-30 
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Addressograph-Multigraph Branch 
Relocates in New Building 


Addressograph-Multigraph Corp.'s branch in Tulsa, 
Okla., recently moved into new offices at 1616 S. Main 
‘Sf 

The new, two story building, built to company speci- 
fications, also houses the Vari-Typer Corp., a subsidiary 
of Addressograph-Multigraph, thus consolidating the 
firm’s two Tulsa operations under one roof 

The first floor of the structure houses the demonstra 
tion, service and office facilities. The second floor is oc- 
upied by the company’s salesmen. Paved parking for 
ustomers and employees is provided at the rear of the 
building which sets at the front of a two-lot area, leav- 
ng room for further ¢« xpansion 

ROBERT M. JENEN is manager of the Multigraph di- 
vision and CrypE HOWELL is manager of the Vari- 


lyper division 


Nashua Corp. Purchases Gubelman 


The Nashua Corp. announced that it is purchasing the 
issets and business of Gubelman Charts, Inc. of Newark, 
N. J. Gubelman, printer and distributor of recording in- 
strument charts, will continue to be operated in its plant 
in Newark as a division of Nashua. HENRY H. MILLs, 
president, and PauL E. KRoOkgKEL, vice-president of 
Gubelman will remain with the division as general man- 
iger and plant manager, respectively 

In commenting on the acquisition, JAMES R. CARTER, 
president of Nashua Corp., said: “The purchase of 
Gubelman will enable our company to expand its efforts 

new areas of the chart paper field. We now manu- 
facture sensitized chart papers for use with a heated 

ylus in industrial oscillographs and electro urdiograph 
Through the Gubelman facilities we will now 

ible to prod other types of charts which will sup- 
plement our existing line and contribute to our sales 


rowth and prt 


‘Top Salesman of the Year’ 


at the Jose ph Dixon Crucible Co 
ot Cedar Rapids low 
Watch Award given by the com- 
division salesman 
on (left and right) are Frank G. Atkin 
David C. McMillin, marketing vice-presi 
Vater, a veteran salesman, is the past 
Northwest Travelers Club 


tstanding pencil 
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_., nothing pleases customers more 
than getting quality at a fair price 
_., and nothing will bring them 
back faster to your sfore. 

ys to sell them 


That's why it pa 


Maple Leaf products. 


MAPLE LEAF 
Manufacturing Co. Ine. 


59 EAST 54 ST., NEW YORK 22, N. Y- 











Photek Appoints Manager Civil War Centennial Pens 
WILLIAM P. LAMB, Jr., has been " ; 
named branch manager for 
Philad« Iphia area by Photek, 
- ; will participate in 
recently formed Textron subsidi — the 1961 Civil War 


in the office copying mater il : if Centennial with two 
new ball point pens 


designed specifically 


The pen industry 


equipment field 
Lamb, whose territory will 
. as mementos of this 
» Pp ( re. ( } 
clude Philadelphia, Delaware, Cam . So ig ae ED 
den and Montgomery Counties, has j The two pens, one 
established a te mporary office in called the ‘Johnny 
owe . a 2 go > r 
the Commercial Trust Building, 15th and Market Sts Reb,” the “Cogn 
hilade Billy Yan are 
Philadelphia. se : 
i . ' being introduced by 
He came to Phote from the Stomberg division of the Eversharp Pen 
General Time Corp., for whom he was Philadelphia Co., a division of 
branch manager from 1955 to 1960. From 1948 until the Parker Pen Co 


1955 he was branch manager for the Clary Corp 


W. P. Lamb, Jr. 


Royal McBee Opens Electronic 
Service Training Center 
Borden Acquires Hawley-Monk Co. 


The Royal McBee Corp. announced the opening of 

According to a recent announcement the Borden Co its new electronic equipment service training center at 
has acquired the Hawley-Monk Co. of Cincinnati, Ohio, 540 N. Lake Shore Dr., Chicago, Ill. The company is 
manufacturers of inks, varnishes and related materials centralizing training operations in the Chicago area for 
for the graphic arts industry. its expanding business machine line 

The acquisition will complement the facilities of Employees selected from the company’s nation-wide 
Commercial Ink and Lacquer Co., a division of Bor servicing Organization and representatives from customer 
den’s. According to company president, AUGUSTINE R firms will receive training, ranging up to eleven weeks, 
Marusli, there will be no major change in operating on the operation and servicing of the company’s new 
policy of either company at this time RPC-4000 and RPC-9000 electronic computer systems 





UNGROUND 
BALL BEARINGS 


For the Office Equipment Industry 


ILIAN 


Long life and service are assured you because — 
1. All component parts are machined from steel bars. 
2. Each component part is properly heat treated. 
3. Every Kilian Bearing is designed for a specific application. 
Neoprene and Nylon tired outer races are avail- 
able where quiet operation is desired. 





Distributors in All Principal Cities Catalog on Request 
KILIAN MANUFACTURING CORP. 
SYRACUSE, NEW YORK, U.S.A. 
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New Company Formed 


.* The James M. Droney Co., manu- 

4a | eee rs’ representative, has been es- 

» 4 tablished by JaMEs M. DroNney and 

M.A MICHAEL A. SILVESTRE in Pittsburgh, 
Pa 


The company now represents Facit, 


Silvestre 


Inc. and the Kores Corp. in western 

- Pennsylvania, eastern Ohio and West 
Virginia 

*% ‘ 

Droney and Silvestre formerly were, 


y respectively, branch manager and 
ae dealer re pre sentative for Smith-Corona 
At Marchant, Inc 


James Droney 


Weber Costello Names 
Executive Vice-president 


EARLE F. OPir, president of the 
Weber 
nounced the appointment of JOHN 


Costello Co., has an- 


B. BOWMAN as executive vice- 
president and general manager. 

Before joining the company, 

Bowman was with Ekco Products 

Co., Ltd., where he served as presi- 

dent and general manager. Prior to 

John Bowman that, he was vice-president, sales of 


o-Alcoa Containers. Inc 


Practical Display in Showroom 








a 
5 edi 2 
Storch Tepper Associates of New York City combine effective 
ffice and showroom decor with practical product display in 
their new metropolitan offices. They simply use the products 
Ful-Lite 
walls made by Modern Partitions, Inc 


they sell in building their space. Shown here are 
and ‘Executive 
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Built SARIN 


But Styled 
LIGHT... and 
riced LIGHT 
loo 


Yes, these 

Gregson 

Chairs do 

combine 

strong, sturdy 

long-wearing 

construction 

with pleasingly light lines and 
graceful styling. Contour curved seats 
and backs for deep and satisfying 
comfort. In Walnut, Mahogany or 
Ebony Black. Priced light for 
profitable selling. 

Be sure your salesmen 

always carry the Gregson 


Catalog. It is a prime 
selling tool. 





rey =] mente), Me Moderately Priced 


PYY T7141 11). 1a eee Fine Chairs For More 


TOU RCLOLEMS Than a Third Century 
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The New “Space Saver’’ 


-GLIDEX EXTENDA PHONE 


The Telephone Bracket that keeps 


desks "Phone Free!” 


@ Increases Efficiency 
@ Reduces Fatigue 
@ Fits Anywhere 


Write today 
for literature 
and Dealers Prices 


ey ile) > Gi eote) iiie] 7 wale), 


4538 W. ROOSEVELT ROAD CHICAGO 24, ILLINOIS 





SNAPEX TAX & STOCK 
BUSINESS FORMS MANUFACTURERS 


W-2—Approved Federal, State and City wage 
tax reports for processing in one operation 
Forms specifically designed for NCR, Bur- 
roughs, etc 

STOCK FORMS— invoices, Bills of Lading, Pur 
chase Orders, Expense Reports, Speed Letters, 
Credit Memos, etc 

You accept the orders—we do everything else 
under your name. Excellent profits. All forms 
imprinted or plain. 


IMMEDIATE SHIPMENTS right from stock 


Write for trade PROFIT-PLAN now! 
Serving the trade from Coast to Coast 


APEX BUSINESS SYSTEMS 





540 PEARL ST. NEW YORK 7 WY. = Pho 


If You're An Average Dealer You Can 


Sell ASENTRY 
Every 30 DAYS 


$680 Yearly Sales From $57 Inventory! 


Yes, Sentry dealers average 12-times-a-year 
turnover . . . gross $680 from $57 invest- 
ment. A floor model does it, because Sentry 
drop ships to order. And Sentrys sell for /ess 
than half as much as average competitive 
safes, yet return you ful/ profit. 

Big-safe features include Ver- Model S-3 

miculite insulation, built-in 3- — gyg. List Sentry S-3 safe plus con- 
number combination lock, cealing cabinet of genu- 
bank vault type lock bar, 2 389. 95 ine mahogany, walnut or 
drawers. U.L. “C” label. Write blond wood. Suggested 
for details. list $129.95 


Model S-C 


JOHN D. BRUSH & CO., 


SEEING IS BELIEVING 


Ask your salesmen to carry a sample of Barkley’s MAGNI 
FYING Index Tab to SHOW their customers how it speeds 
up File Look-Ups For FREE sample packet write to 


C. L. BARKLEY & CO. ¢ Founded 1921 @ Dept. 0A-4 


1220 W. VAN BUREN ST. © CHICAGO 7 © ALL PHONES MONROE 6-706! 
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563 West Ave., Rochester 11, N. Y. 


Mobile Shelves Give 
Space Dividend to Bank 


The Bank ot New York, New York City, has added 
1 “mobile” filing system to its securities vault, said to 
be the first of its kind in the country. This resulted in 
a capacity expansion of almost 50 per cent in the origi 
nal vault area 

Due to the increasing accumulation of securities be- 
ing stored, it was becoming apparent that the conven- 
tional arrangement of fixed rows of shelving would not 
be adequate for foreseeable growth 

At this time, the bank investigated the mobile storage 
system of Dolin Metal Products, Inc. and decided 


SECURITIES 
VAULT of the 
fo 


with the 


shelves 
was able 
di uble 
rinal area by 
r the storage 
lesigned 
in Metal 
Inc 


install a test row of mobile shelving to determine the 
effectiveness of this system, which eliminates aisles and 
converts the space to additional storage units. 

Standard steel shelving was mounted in pairs, back 
to-back on four-wheel mobile bases or ‘‘dollies’’ which 
roll along tracks attached to the floor. Rows of these 
mobile shelving units were placed in front of a rear 
fixed (stationary) row of shelving with only three 
inches between the rows. Each of the mobile units had 
one or two units less than the rear fixed row. Access 
to any unit was made by rolling any mobile unit aside at 
the proper location. 

This arrangement required only one aisle for every 
six rows of shelving instead of the usual one aisle be 
tween every two rows of shelving, actually saving the 
space of two aisles for each such bank of areas. 

Sufficient aisle space was eliminated to add approxi 
mately 1200 additional linear feet of shelving for a 
new total capacity of approximately 3600 linear feet 
a gain of about 50 per cent. The same number of clerks 
in teams of two handle the increased volume becaus« 


ill files are more accessible than before 


Murphy-Miller Chairs 
Warehoused by New York Distributor 


Murray Scherr Distributors, Inc., 1128 Bay Park PI., 
Far Rockaway, N. Y., has stocked a complete line of 
Murphy-Miller arm, swivel, executive posture and steno 
chairs for immediate warehouse delivery. 

[he company has issued a catalog illustrating and 
describing the available chairs 
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Duane D. Schumaker, operator of the Schumaker 
Co., manufacturers’ representatives, called at our of- 
fices on March 6. Mr. Schumaker travels Indiana, Illi- 
nois, Wisconsin, Minnesota and Iowa selling such 
lines as Recordplate Co. and Cel-U-Dex Corp 


Ray R. Voorhees, Quincy, IIl., visited us on March 
7. After eight years engaged in design, manufacture, 
and sale of office chairs, he has disposed of his busi- 
ness interest and for the present is a free lance. He was 
in Chicago on business. Ray’s Quincy address is 1724 
S. 24th St 


Ace Promotes Two 


The appointment of HERB JOHNSTON as vice-presi- 
dent in charge of sales of Ace Fastener Corp., was an- 
nounced by JACK LINsky, president 
has been 


Johnston, promoted from sales manager, 


ad: 
Herb Johnston Marie Schmied 
with the company since 1942. An active member of 
NSOEA he is also president of the Great Lakes Travelers 
Club 

Linsky also announced the appointment of Miss 
Marie H. SCHMIED, office manager of Ace, to the posi- 
tion of assistant secretary. Miss Schmied has been with 
the company since it was founded in 1930. 


Missing Machines Reported by 
Spak & Natovich and Railroad 


MARSHALL SPAK of Spak & Natovich, Inc., Chicago, 
reports that the following machines were taken in recent 
burglary: 

Olivetti Tetractys, No. 5985; Underwood standard 
typewriter, No. M5130164; and Remington electric add- 
ing machine No. 93-792606. 

W. G. FeTzner, chief special agent of the Chicago, 
Burlington & Quincy Railroad Co., reports in burglary 
of offices December 26 an Underwood with elite type 
and dark charcoal crackle finish was taken. The ma- 
chine bears serial number 5406078. 


Deaths 
Mrs. Nellie Doyle, 


65, died March 3, at the Baptist Hospital, Memphis, 
Tenn. She was the wife of James S. Doyle, co-owner of 
the Doyle Typewriter & Supply Co. of Memphis. 
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last ann 
tube that guarantees 
ink flow up to two years! 


AeNIOL 


retards ink jelling, 
brass corrosion... 
provides cleaner draindown. 


A special scientific process . . . perfected for 


Ablex polypropylene cartridge tubes and barrels— 


gives Ablex unique reliability—and long life. 
Ablex is your guarantee to your customer that 
the pen he buys will perform better. Be sure that 


the pens you buy have Ablex 104 cartridge tubes. 


COLORITE PLASTICS, INC. Action Division 
50 California Ave., Paterson 3, N. J. 
*Registered Trademark applied for 
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no office 
supply - 
office machine - 
or office 
furniture dealer 
can afford to 
shut himself 
off from OA’s 
profit-making 
ideas... 
eee. 
. 


INDUSTRY RESEARCH 


©) S| nO) ae Ws) | ay 
FINANCIAL MANAGEMENT 


CONVENTION REPORTS 


BUSINESS GIFTS 


ADVERTISING 


NEW PRODUCTS 


OFFICE PLANNING 


INDUSTRY NEWS 


BUSINESS AUTOMATION 


SALES MANAGEMENT 
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HAROLD MANN, NOMDA executive 
secretary (left) and William Boynton 

f the U. S. International Co-operation 
Administration (extreme right) are 
shown with the Japanese office machine 


inufacturers 


Japanese Office Machine Industrymen 
Visit NOMDA Offices During Tour 


A group of Japanese office machine manufacturers 


recently spent an afternoon at the headquarters of the 


National Office Machine Dealers Association in Los 
Angeles discussing many phases of the industry. These 
men are on tour of the United States under the auspices 
of the International Co-operation Administration of the 


Federal Government and are scheduled to spend more 


than five weeks in this country 




















The stop at the NOMDA office was on their first 
day of their visit and developed into an afternoon of 
lively discssion with the Association's Executive Secre- 
tary, HAROLD MANN, on many important phases of 
American machine marketing. 

The ICA was represented by WILLIAM BOYNTON, 
project manager, who is traveling with the visitors. The 
trip will take them through a host of American factories 
from coast to coast, according to the itinerary worked 
out for them by the ICA. They will also look into sev- 


eral governmental agencies. 


pick the proven “profit” line of snapaparts 


*STANDARD+CUSTOM:+STOCK 


jusiness forms 


Write now for latest dealership information 


plus our “Rush-Up 24-hour Quote Service” kit! 


OGERSNA 


BUSINESS FORMS 


DALLAS 7, TEXAS 


P.O. BOX 10425 
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UPPLY STORE, | ville, Ky., for sale. Inventory 
sross sales about $200,000.00. Present p personnel 


nd aren't properly active in business. H 


or someone wit 
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NG LISTS OF 6,755 COMMERCIA TATIONERS and office appliances 
8,119 typewriter and adding machine stores. Write for FREE catalog 
c of retailers, wholesalers, manufacturers nstitutions, banks and others. We 
charge only for addressing. SPEED-ADDRESS, 48-01 42nd St., Long Island City 


New York, 
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Two words of good advice 


from the successful new president 
of a successful old company: ‘SELL § il IEIEILGAISIE. p 


This is Mr. Albert G. Howell, the new president and general manager of Bank 
and Office Interiors, Seattle, Washington. Mr. Howell, his firm and Steelcase 
are old friends. He has been selling Steelcase for the past eleven years, and his 
company has represented Steelcase in the greater Seattle area since 1933. Mr. 
Howell's prescription for success in the office furniture field is colorfully terse. 
He says, “Sell Steelcase! It keeps pace with modern trends, it’s priced right — 
and it sells. No dealer can do better than to tie in with Steelcase!” Steelcase 
Inc., Grand Rapids, Michigan; Canadian Steelcase Co., Ltd., Don Mills, Ontario. 


Want to join the team? 
Write for our fully illustrated, complete line catalog — 
and for details on how you can become a Steelcase dealer. 


Address Department O. 


L_CASE IN © 
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for over 30 
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You'll find... 

“THE CROWN LINE” 
OF DATERS 
CLINCHES THE 
EXTRA SALES! 
guaranteed to 
outlast any 
competitively 

priced stamps 

on the market. 

Send for information 
on our complete line 
today! 


R. A. STEWART AND CO., INC. 


80 Duane Street + New York 7, New York 





Dates to Remember 


May 14-16—Stationery & Office Equipment Guild of 
Canada convention, Sheraton Mount Royal Hotel, 


Montreal 


June 18-21—National Office Machine Dealers Asso 


ciation convention and exhibit, Grossinger’s, N.Y 


National Stationery and Office 


September 23-27 
Equipment Association Annual Convention and Ex- 


hibit, Conrad Hilton Hotel, Chicago 


October 14-17—Eastern Commercial Stationery Show 
Trade Show Building, New York City 


NSOEA District Meetings 
Dates 


District Location 


Atlanta Biltmore Hotel 
Atlanta, Georgia 


Granada Hotel 
San Antonio, Texas 


Brown Hotel 
Louisville, Kentucky 


The Elms Hotel 


April 14, 15 
April 20, 21 
April 28, 29 


May 4, 5 


Excelsior Springs, Missouri 
Hotel Utah May 
Salt Lake City, Utah 
Gearheart Hotel 
Gearheart, Oregon 
Fort Des Moines Hotel 
Des Moines, Iowa 
Leland Hotel 
Springfield, Illinois 


May 
May 
June 


Grossingers Country Club June 


Ferndale, New York 
Cavalier Hotel 
Virginia Beach, Va 


June 9, 10 


Saranac Inn June 16, 17 


Saranac Inn Post Office, 
N.Y. 

Mt. Washington Hotel 

Bretton Woods, N.H 


June 23, 24 


New Promotion Manual 
Available From NRB 


The National Research Bureau, Inc., has announced 
the publishing of volume III of the ‘Retail Advertising 
and Sales Promotional Manual 

Developed after more than two years of extensive re- 
search, the manual is an ency¢ lopedic collection of tested 
new ideas presented in an easy-to-read style. 

The 428-page, looseleaf bound manual is organized 
into ten sections which include more than 250 photos, 
ad reproductions and sketches 

The manual sells for $16.95 and may be obtained by 
writing the NRB at 415 N. Dearborn St., Chicago 10, 
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You can develop attractive, 
efficient and economical work 
stations for any normal 

office requirement, using 

Art Metal's 9100” line 


OW in price see of desks and tables. 


Three styles of flat-top desks, 


q a N d SO mM e l Nn the secretarial desk illustrated 


below, two panel-ended 





tables and a portable typewriter 
a D D€d fa N Ce shelf which converts to a flat-top 

desk for secretarial use— 

all can be coordinated to suit your 

needs exactly. Art Metal 

drawer accessories let you 





tailor each work station 
to the requirements of the 
specific function. 


“O100” line Write for complete details. 
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9100” Secretarial Desk is available with 
typewriter on either left or right side. 


ART METAL, INC., JAMESTOWN, NY. 





HEYER Gelatin Duplicators and Supplies 


HOT FALL MERCHANDISE! 


hut require 


COOL SPRING ORDERING! 


Demand for Heyer Gelatin Products is big in the Fall. Schools 


reopen, Churches and Clubs renew their activities, Businesses 
spring back into action. All of them will want duplicators and 


supplies, and they ll want them immediately. 


Heyer Gelatin Products are the best, but even so, they can't 
ride in super-heated trucks or freight cars. That's why ship 
ments of gelatin products are often delayed during the hot 


summer months. 


So, play it COOL this year. Order your Heyer Gelatin Dupli- 
cators and Supplies NOW and beat the heat. They'll stay COO! 
in your stockroom or basement and you'll have them on hand 


when the Fall demand starts. 


SERRE. 


Hager 


“Always Makes 


a Good Impression’’ 














HEYER QUALITY GELATIN SUPPLIES ASSURE YOU 
OF PROFITABLE REPEAT BUSINESS 


Gelatin users know Heyer Products give best results they've 
proved themselves for 577 years! Be ready to fill orders for 
Heyer Efficiency, Jr. Efficiency, Hektograph and Ideal Dupli- 
cators. And be sure you have ample stocks of Gelatin Rolls, 
Films, Refill Composition; Hekto Ink, Pencils, Carbon, Type 
writer Ribbons, etc. Heyer Supplies can be used on all makes 


of Gelatin Duplicators. 





HEYER INC., 1852 S. Kostner Avenue, Chicago 23, Illinois 


DUPLICATORS AND SUPPLIES SINCE 1903 
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